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Standard Oil Company of California loading rack at Stockton 
illustrates simple installation of Brodie BiRotor Meters and flow 
control valves in swivel loading arm, with overhead piping. 


SWIVEL ARM 





METERING 





simplifies both piping design and loading operations 


@Clean platforms provide maximum safety 


and freedom of operation 


® Rugged strength of all-steel welded housing 


enables meter to become integral part of 
swivel loading arm 


@ Double case meter construction avoids any 
chance of distortion in measuring element 


® Smooth balanced performance eliminates vi- 


brational effects on piping 


RALPH N. BRODIE COMPANY - S 


R 


MT. VERNON, N. Y. 
550 So. Columbus Ave. 


REPRESENTATIVES 


DALLAS 2, TEXAS 


167 Parkhouse St. 


WITH 


STOCKS AND 








a al 


SERV ECE 


an Leandro, 


CHICAGO OFFICE: 
1227 Circle Ave., Forest Park, Ill. 






@ Readily removable measuring element can be 


taken out without disturbing existing piping 


@ Counter readings readily visible from point 


of delivery for safe accurate control of load- 


ing operation 


For maximum latitude of piping arrange 
ment, investigate Brodie BiRotor Meters to- 


FACILISIES 





California, U.S.A. 


SEATTLE 9, WASH. 
221 9th Ave. N. 


ie Att 





LOS ANGELES 22, CALF. 
5401 E. Sheila Street 


PRINCIPAL 

















c. Ties 





— 


7 | 


Be 

























be 
ing 
int 
ad- 


\ge- 
to- 


$ 


2, CA 
street 









VOLUME 195 


AUGUST fucbile 
Mins | = 


Publication and Editorial Office: 2 West 45th St., New York 36, N. Y. 


NUMBER 8 





Cc OD 2S 
SUBJECT 

Put Dollars in their Pockets 
How Oilheating grows in a cheap gas State 
Heating Oil is Happier 
Oilheating the white roof Set 
Oregon OHI holds annual Meeting 
School trains service Technicians in Oregon 
Fireboxes and Combustion 
Laboratory studies Cooling 
Quality Builders install Oilheating 
Grass-roots Selling 
Profits in Cooling 


Oilheating the Ultra 


School oilheated in Zones 


NEWS 


Igniter Awards made at OHI Luncheon 
State Guide of burner service Schools 


White elected president of Petroleum Group 





Technical Papers from ASHAE Meeting 
I-B-R to build testing Laboratory 


Old Timers at Jamboree 





National-U. S. Radiators buys Unarco Div. 





Canadian Asso. bonds heating Installations 


= 
oo ae 
Hi: 
cal = 
=) 








COMMERCIAL - INDUSTRIAL SECTION 


mF 5 
PAGE AUTHOR 


53 V.M. DOUGLAS 
56 R. H. COLLACOTT 
58 WILEY BUTLER 
60 ROBERT GRAY 
63 

64 

66 J. W. SCHULZ 
70 

71 

72 

74 


88 
92 








DEPARTMENTS 
6 Names in the News 


10 Editorial Leaks 


34 

12) Oilheating Trends 

40) YEARLY : 

20  Fueloil Prices $3.00 

44 

22 Government on Fuels 

48 CANADIAN: 
103 Industry Groups $4.00 


120 New Products 


76 SINGLE COPY: 
142 Manufacturers’ Activities 
son $1.00 


152 Calendar of coming Events 








COPYRIGHT 1956, HEATING PUBLISHERS, INC, 
ALL RIGHTS RESERVED 
NO PART MAY BE REPRINTED WITHOUT WRITTEN PERMISSION 


PUBLISHED MONTHLY 
BY HEATING PUBLISHERS, INC, ADDRESS CORRESPONDENCE FOR EDITORIAL, 
ADVERTISING AND CIRCULATION DEPARTMENTS TO: 2 WEST 45TH STREET, 
NEW YORK 36, N. Y. PUBLICATION OFFICE: 109 MARKET PLACE, BALTI- 
MORE 2, MD. ESTABLISHED 1922, N. Y. PHONE: MURRAY HILL *2-4786. 
ENTERED AS SECOND CLASS MATTER AT THE POST OFFICE AT 
BALTIMORE, MD. 





ROBERT GRAY, Editor 
Bert Dunphy, Managing Editor John W. Schulz, Technical Editor 
V. M. Douglas, Midwest Editor 
A. G. WINKLER, Advertising Manager 


Lee Steedle, Assistant Advertising Manager 
Dick Raymond, Eastern Representative 





MIDWEST OFFICES 


Jack Metzel James F. Becker 
x S. Michigan Ave., Room 200 137 South St. 
P tcago 4, II]. Chelsea, Mich. 

one: Wabash 2-9548 Phone: Greenwood 9-7641 


1709 w Pacific Coast Representative: Don Harway 
est 8th St.. Los Angeles 17, Cal. Phone: Dunkirk 2-8576 





Among other things . 


FRONT COVER illustrates technique for installing a prefabri- 
cated ceiling grid using steel tubing. For this particular 
installation each section was put together in the shop, sav- 
ing enough time so that normally a complete installation 
can be made in one day. ’ 


The lead article, beginning on page 53, recounts how 
Silent Automatic Heating & Cooling Co., Chicago, has 
been successful in getting salesmen who are “closers.” Ac- 
companying is a revealing analysis by O. K. Moore, presi- 
dent of the company, detailing his views on the cooling 
market. 


Another interesting article describes the sizable business 
McQueen Bros. has developed in and around St. Peters 
burg, Fla. Making a profit on each installation becomes 
important here because the average customer uses but 300 
gallons of fueloil a year. 

Then Jack Schulz begins a discussion of “Fireboxes and 
Combustion” on page 66, with a wealth of basic information 
on the combustion chamber, its functions and principles. 
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... there is 


something NEW 


under the sun... 


Tattle-Tale 


TRACE MAR K 


Dot 7-C 
OIL TANK GAUGE 


“You will never get 
as much QUALITY 
at such a LOW PRICE” 


A new model low-priced gauge 
with exclusive features not found in 
many of the highest priced gauges 











BETTER 


1 An easy-to-read 
e molded plastic top 
thet laughs at the hot 
rays of the sun. 


2 Excellent visibility in 
e dark places. 





Designed for both 
@ inside and outside 
installations. 


Heavy die-cast 
© plug. 

Spring steel flexible 
© float rod. 


Moving parts hinge 
© on brass pivots. 


Overall rugged con- 
e struction. 














MR. DEALER: 


Don't miss stocking this new 
gauge that defies all compe- 
tition. 

A real leader—The No. 1 
Best Seller that permits you 
to offer top quality at a very 
low price, 











WRITE FOR OUR LOW PRICES 


homeward Products Inc. 
3420 S. W. 9th St. 
Des Moines, lowa 





















Names in the News: 


R. H. Jones has been named general 
manager of the General Electric Air 
Conditioning Di- 
vision, Bloom- 
field, N. J., which 
includes three G-E 
product depart- 
ments: commer- 
cial and indus 
trial air condi- 
tioning, home 
heating and cool- 
ing, and Weathertron. Jones, for- 
merly general manager of the G-E Low 
Voltage Switchgear Department in 
Philadelphia, joined General Electric 
in 1939 as a member of the company’s 
business training course upon gradua- 
tion from the Wharton School of 
Commerce and Finance at the Uni- 
versity of Pennsylvania. He has served 
G-E as traveling auditor, assistant to 
the comptroller and a division man- 
ager of finance, before he became man- 
ager of the Philadelphia department. 


Earl Nesmith, Williams Division, 
Eureka Williams Corp., Blooming- 
ton, Ill., died suddenly on June 29. 
Nesmith, aged 56, was vice-president 
in charge of manufacturing at the time 


of his death. 


John J. Morro of Trumbull, Conn., 
has joined the staff of Thermair Indus- 
tries, Inc., New 
York, 
tioning engineers 
and _ contractors, 
as sales engineer. 
Morro has been 
connected with 
the automatic 
heating and _ air- 
conditioning in- 
dustry since 1925, both in engineer- 
ing and sales, with Williams Oil-O- 


ce om, 





aircondi- 








Matic, Petro, Electrol, Paragon and 
most recently, as southern New Eng. 
land District sales manager for Tim 
ken Silent Automatic Division. Morro 
is also consultant to Thermal Equip. 
ment Co. of Brooklyn. 


Joe Bernard will be sales represen 
tative for Rochester Manufacturing 
Co., Inc., Roth sane Be 
ester, N. Y., to | f 
handle the com- 
pany’s sales of 
gauges to the oil- 
burner industry 
in eastern Penn- 
sylvania, south- 
ern New Jersey 
and Delaware. 
Bernard has a wide acquaintanceship 
in the industry having been connected 
with the Sid Harvey Co. of Penn 
sylvania from 1947 to 1956, 





Stanley L. Abrams has been elected 
president of Quiet Heet Manufactur- 
ing Corp., a wholly-owned subsidiary 
of the Emerson Radio and Phonograph 
Corp. Abrams formerly was assistant 
to the executive vice-president of 
Emerson Radio and Phonograph. He 
succeeds John D. Small, named vice- 
president in charge of government re- 
lations for the parent company. 


Hal O. Chamberlain has _ been 
named to the newly-created posi 
tion, manager of 
zone control 
sales, Minneap- 
olis - Honyewell 
Regulator Co., 
Minneap- 
olis, Minn. He 
will head a na- 
tionwide  cam- 
paign to inform 
heating equipment 





manufacturers, 
dealers, home builders and home 
owners of the zoning concept. Cham 
berlain operated his own heating and 
airconditioning firm in Detroit from 
1949 to 1953. 


Gilbert T. Bowman and J. W: 
Northcutt have been appointed al 
sistant vice-presidents, Rockwell Man’ 
ufacturing Co., Pittsburgh, Pa. Suc’ 
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* TANK FILL SAFETY SIGNAL 


Yes! You can stop these undesirable delivery nuisances, and more. For, 
in addition to controlling and eliminating hazardous conditions, this 
inexpensive OPW signaling device speeds up deliveries, increases fill- 
ing efficiency and serves as the perfect shut-off-time alarm. 

Whistle sounds constantly while tank is being filled. Whistle stops im- 
mediately and automatically when liquid level in tank reaches bottom 
of Whistle Tube. 

Tank always fills to proper level. Length of Whistle Tube determines 
the desired liquid level, and safety expansion zone within the storage 
tank. 


FILL-UP TIME, ANYTIME, DAY OR NIGHT, FROM OUTSIDE 
THE BUILDING, WHETHER CUSTOMER IS AT HOME OR AWAY 
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A FULL TANK 
— SAFELY FILLED 
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FREE BULLETINS F-30 and F-34 give ——— 


full details on styles, installation, etc. ye og ah 


OPW CORPORATION 


2737 COLERAIN AVE. @ CINCINNATI 25, OHIO @ Kirby 1-5400 




















There is Only 


ONE Original 
SHELL-DESIGNED | 
Combustion Head! | 






































This Original Shell Designed Head has 

been field-proven through tens of 

thousands of installations operating at 
peak efficiencies! 


: SMOKE 
Absolutely ry SOOT 


... highest CO,! 





Combustion Head on every burner 
you install 





We will be pleased to send you the names of all 
Original Combustion Head. 


Movern Dic ann Macnine Co. 


166 Pleasant Street, Boston 25, Mass. 














Insist on this Original Shell Designed 


manufacturers equipping their burners with this | 
















ceeding Northcutt as southern region. 
al sales manager is Jack H. Walters. 
Bowman joined the company in 1949 
as a sales engineer and has been gen, 
eral products manager since 1954 
Walters has been product manager. 
petroleum and industrial liquid me 
ters since last year. 


Ralph Allen, formerly a market 
manager in Minneapolis-Honeywell 
Regulator Com- ; . : 
pany’s heating di- 
vision, has been 
named adminis- 
trative assistant to 
the company’s 
general sales man- 
ager. He succeeds 
Clarence W. 
Spangle, who has 
been appointed general manager of 
Honeywell’s subsidiary in Germany. 

Allen formerly was in charge of na- 
tionwide sales of Honeywell-built self- 
powered heating controls. He will con- 
tinue to make his headquarters in the 
company’s executive offices in Minne: 
apolis. In his new assignment, he will 
assist Gavin S. Younkin, general sales 
manager, in the administration of sales 
activities through more than 100 
branch offices. 





Lee Johnson, Oakley & Oldfield, 
Kalamazoo, Mich., died of a heart at: 
tack on July 11 at the age of 49. John 
son was on a vacation at the time in 
Vancouver, British Columbia. He was 
the inventor of the fuel demand meter, 
used in automatic fueloil delivery sys 
tems. 


Edward W. Garrison has been ap 
pointed manager of the Winkler 
Training Institute, U. S. Machine Dr 
vision, Stewart-Warner Corp. He has 
handled Winkler heating products 
with the Morganfield Plumbing and 
Heating Co., Morganfield, Ky., for ten 
years and, for the past year, has been 
district sales manager covering western 
Kentucky for both heating and cooling. 


Herbert F. Robinson has been ap 
pointed New England district ma 
ager for OverHead Heaters, Inc. A 
specialist in commercial and ind 
heating systems, Robinson will have 
offices in Lynn, Mass. 
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NOW APPROVED by Underwriters’ 


laboratories, Inc., 


Patents Pending 


c= for #4 fuel oil by Underwriters’ 
Laboratories, Inc., and by the Board of Stand- 
Ye and Appeals of the City of New York. 


BEST BET for cutting fuel bills in apartment 
houses, schools, institutions, commercial and 
industrial buildings and heating processes by 


using lower priced fuel oil. 

f AUTOMATIC — Electric fuel converter sys- 
tem, complete with safety shut-down and 
mechanical oil cut-off, is thermostatically con- 
trolled — automatically. Complete assembly 
easily accessible for quick service. 


for No. 5 Oil 


the NEW *4 
OIL BURNER 


DRASTICALLY CUTS 
FUEL COSTS 


Converts *4 (and *5) 
Oil to Burn Efficiently 
as *2 Oil. 


e Built-in “Thermax” Converters 
Reduce Heavy Oil to Light Oil 


e As Quiet as a *2 Oil Burner 
e Easy to Install and Service 
e No Complicated Parts 
e Can Use Existing Piping 

in Practically All Cases 


e 3 Sizes—3 to 20 G.P.H. 
Larger Sizes Available Later 


‘Write for Bulletin and Prices 


Inquiries invited from 
Boiler and Furnace Manufacturers 


SUN-RAY— FAMOUS THE WORLD OVER FOR QUALITY AND ECONOMY 


SUN-RAY BURNER MANUFACTURING CORPORATION 
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H™: A THOUGHT that might have 
some possibility . . . Why not 
use the advertising potential of our 
tanks? 

The gas industry in a number of 
spots is using its large conspicuous 
storage tanks as billboards. Typically, 
there is one on the Hudson River in 
New York opposite the New Jersey 
entrance to the Lincoln Tunnel with 
the simple statement in 10 foot letters 
“Gas Heat is Best.” 

Where a large bulk plant or ter- 
minal tank is exposed to a prominent 
highway or railroad track, why not 
have a sign painter put a few words 
on it to advertise oil heat? 

Since we face our toughest competi- 
tive pressure in the new home market, 
here are some suggestions to stimulate 
your own thinking along this line: 

Quality Builders feature Oil Heat. 

Your new home is worth more with 
Oil Heat. 

You can always depend on Oil Heat. 

Oilheated homes are Quality Homes. 

Finer Homes use Oil Heat. 

Oil Heat is Dependable when you 
Need it Most. 

When North Winds blow Oil Heat 
serves You Best. 

Your New Home is Cleaner with 
Oil Heat. 

Your Family is Healthier with Oil 
Heat. 

Never a Worry with Oil Heat. 

You're always Snug with Oil Heat. 

The Best Homes use Oil for Heat- 
ing. 

For Lifetime Quality install Oilheat. 

The principal objection to these is 
that they're a little too long. Perhaps 
you can shorten them and carry the 
same general thinking. 
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WHAT IS THE industry going to have 
to do to get housewives more con- 
cerned with the heating characteristics 
of their homes? 

The Housing & Home Finance 


10 


Agency, Washington, has issued a 9- 
page report on the activities of a meet- 
ing it recently held called “The 
Women’s Congress on Housing.” This 
Congress, made up of 103 housewives, 
had just completed three days in a con- 
ference with the agency discussing 
what features they want in the Ameri- 
can home of the future. In the entire 
9-page report, which at least carries 
the highspots of all the discussions, 
there is not a word about heating. 

Among the things that they do want 
are curvilinear streets, mudrooms to 
keep footprints off the rugs, five feet 
of closet hanging space per person, the 
elimination of cross trafic within the 
house, removable windows, larger bed- 
rooms, save the trees instead of clear- 
ing the lot, bathtubs separate from the 
shower, walking distance to schools 
and shopping, separate living room and 
family room . . . in other words they 
discussed at least a couple hundred at- 
tributes to finer living in new homes 
but not even one short word about 
heating. 

Maybe they think only men should 
be concerned with heating; on the 
other hand, maybe heating has become 
so foolproof that they don’t even think 
of it. The obvious truth of the matter 
is that practically all modern heating 
is comfortable and since it is so thor- 
oughly out of sight there is every in- 
clination to ignore it. Perhaps we 
should find some way to have the ther- 
mostat ring bells or toot whistles with 
each firing cycle. 
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ON CLOSING DAY of the OHI Exposition 
in New York, in June, the organiza- 
tion known as Oilheating Market Re- 
ports took advantage of the fact that 
a lot of men from OHMR campaign 
cities would be in town, so it held a 
meeting. Representatives from quite a 
few of the programs displayed exam- 
ples of the advertising they are run- 
ning and explained how they were 
handling various problems. 

In other words, campaign repre- 
sentatives got together and helped each 
other a lot. Some 200 examples of dis- 
play advertising were shown and it 
was mighty significant to observe the 
quality of the art work and advertis- 
ing text, as compared to what was 


shown on the previous meeting of this 
type last October. 

There is much less tendency today 
to blast competitive fuels and much 
more significant emphasis on glorify. 


ing oilheat. It might be said that the 


campaigns as a whole are gaining 
strength both in size and quality with 
the passing months. 


fe 

““KEEP THE GAS PILOT ON THIS SUM 
MER,” advertises the North Shore Gas 
Co., out of Chicago. “By doing this 
you'll get longer life for the heating 
plant by protecting it from corrosion, 
you will reduce humidity in the base. 
ment, you will be able to turn up the 
thermostat and get heat on cool days 
and you'll have no delay in starting the 
furnace in the autumn.” 

What they don’t mention is that 
you will have a pretty nice consump: 
tion of gas fuel 24 hours a day through 
the summer months and at the high 
bracket rates that go with these non’ 
heating uses. 
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CARL O. STALEY is a real old time oil: 
heating man of the breed that used to 
hold the furnace door shut with his 
foot while turning the oil valves, when 
the burner “puffed.”” He was Lloyd 
Aldrich’s right hand man for a good 
many years and later a successful oil 
heating distributor in suburban Chi 
cago. Carl celebrated his fiftieth wed: 
ding anniversary on July 3, thereby 
proving that he could taken even the 
oilheating business in stride in thes 
ulcer-forming years and still live to tell 
about it. Sincere congratulations! 
we 

THE MIAMI HERALD of July 4 carried 
a fragrant item about a lawsuit filed 
against People’s Water & Gas Com: 
pany by Exotic Gardens, Inc. The sutt 
is asking damages of $28,077.58 be 
cause gas leaking into the florist shop 
killed thousands of flowers and plants 
The fifty-eight cents included in the 
claim is probably for seeds to 8 
started in business again. 
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VENTALARM 


Original and Dependable 
WHISTLING TANK FILL SIGNAL 


The Signal that saves up to 30% 
of delivery costs. 


Installed on over 4,000,000 home fuel oil tanks 
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by 4500 major and independent fuel oil dealers. “Just Fill 
BUILT-IN BUG PROTECTION til the 
A NEW Feature, built into all models 
» oll of VENTALARM Signal, is a screen Whistle Stops” 
over the entire whistle top. Prevents 
ed ” bugs, pipe scale, or other foreign 
h his matter from entering the whistle and 
when muffling the sound. 
VENTALARM GAUGE 
Bm You can have a combination 
| oil VENTALARM Signal and GAUGE 
Chi- in one unit for new installations! 
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pd Scully Throtlator Scully Swivel Connector Scully"Nozzle 
» get Automatically controls fuel oil pumping speed. Guarantees easy positioning of nozzle without hose Engineered for modern fuel oil delivery. Provides 
‘ hand throttle adjustment and needless racing twist. Exclusive safety retention sleeve holds swivel for full-flow discharge rates. Allows infinite adjust- 
ps "uck motor and pump. Automatically adjusts parts firmly in place. Ball bearing action assures ment of flow rate. Cut-off is clean ; surge eliminated. 
ine speed to proper RPM for maximum pump smooth turning even under full hose pressure. Only half the weight of a conventional nozzle to 
} peti when power take-off is engaged. Only handle. Has built-in check valve. 
Y Square; easily installed under the engine hood 
Carburetor. 





Contact your Regular Supply House 


te puts me manufactured 
+9. and Foreign Patents 
OF Patents Pending. x 


@* 


©1956 BY SCULLY SIGNAL CO. 


CULLY SIGNAL COMPANY 
174 Green Street, Melrose 76, Mass. 


Canadian Branch: Scully Signal Ltd., 286 King St. W., Toronto, Ontario. 

















mately 77,609 oilheating units ready year ago were extremely low compared 
for shipment. Year ago April factory to the volume of business being done 






















stocks were 74,463. Last May approximately 51,698 
Dealers are reporting practically the tanks were in stock. 
same prices at the retail level and a By sizes June tanks were divided: 






glance at the Indexes shows little fluc- 220-275 gal., 55,962; sizes 550 to 675 
tuation at the wholesale level. Both re- gal., 3,662; and sizes 1,000 gal. of 
tail and wholesale prices remained larger, 2,956. 
LA a constant during May and June. The average price paid by dealers 
Tank Stocks: June 30 saw 62,580 during the month of June for a 275 gal, 
customer oil tanks in dealer ware- tank was $31. The past two months 
houses. This is up sharply from last reflected some price fluctuations in 
year when tank stocks were 35,772. tanks, but now prices are leveled a 
But this 75% gain isn’t so dramatic the same price they had been from lag 


Oilheatin g Trend S when we remember that tank stocks a September until March. 

























ILHEATING INSTALLATIONS during 






June are estimated at 41,671, a IN THOUSANDS OF — Sy 
ES I R 
drop of 34% from the same month last OK Ck eee 





year. The first six months of 1956 saw 
about 269,482 installations of domestic 
oilburners—this is an 8% drop from 
the 290,003 installed during the first 
half of 1955. 

June installations were divided: 




































































New Homes, 11,408; Replacements of b 
old oilburners, 11,169; and Conver- ‘ 
sions from other fuels, 19,094. : ; 
Burner Stocks: Dealers had on hand OEC ign DEC. i983 DEC i994 DEC i955 DEC JAN FEB MAR APR MAY ing AUG SEP OCT NOV DEC 
in warehouses at the end of June ap- § 
proximately 113,657 domestic oilburn- Shipments of Oilburners and Units N 
ers and oilheating units. This com- (Including Exports) tH 
ares with 112,859 at the end of Ma Adjusted to include manufacturers other than the 145 reporting to | 
a bic58t-a0 dis cll OF Fase. nid Census Bureau, FurLtoi, & Om Heat's estimates of shipments are: ' 
i wires APRIL : FOUR MONTHS—— , 
si <td ercent Percent 
Following the pattern of this year . ‘ 1956 1955 Change 1956 1955 — Change L 
: : . . eparate Burners 33,000 40,756 — 19.0 125,963 163,377 — 229 ; 
dealer inventories are much higher Boiler Units 4,244 «= 5,791 — 26.7 17,439 20,561 — 15.2 in 
than 1955. A comparison between this Pusmace Units 13,197 14,276 — 1.6 48,390 53.060 — 88 ti 
; : we omestic 50,441 60,823 — 17.1 191,792 236,998 — 19.1 
June and last shows a 33% increase. Commercial 3,025 2,498 = + 21.1 11,509 10050 + 145 " 
Dealer stocks were divided: Separate Total 53,466 63,321 — 15.6 203,301 247,048 — 177 er 
burners, 53,841; Boiler-burner units, ye 
22,680; and Furnace-burner units, 37,- 135 
136. ag 
Manufacturers’ inventories are jol 
about 4% greater than last year. The 130 RESIDENTIAL jot 
latest available data on factory stocks 
is for April when there were approxi- be 
MEME us ote he ba tae oe ese wes in 
Minimum Retail Prices alt 
of Key Dealers ag, 
June Aver. May Aver. 120 of 
Separate Burners $311 $310 a] 
Boiler-Burners 722 721 : 
Furnace-Burners 597 597 Ing 
115 l 
Price Index: Separate Burners . 
1947-49 is 100% ' 
WHOLESALE yee 
June 93.5 Six monthsago 90.9 110 
May 93.5 Yearago 95.1 Sk job 
RETAIL xlaA Yan) 
June 92.1 Six months ago 93.6 ee tioy 
May 92.1 Yearago 94.5 enteiteclinaaliaial = ing 
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SPECIAL 
STUDY THIS 
MONTH 














Summer Airconditioning: We've 
been hearing more this year about sum- 
mer cooling and so asked our coop- 
erating dealers just how they were do- 
ing in this activity. There is consider- 
able evidence that home cooling is mov- 
ing much faster than last year—and 
the dealers that are engaged in cool- 
ing seem to have reasons for enthusi- 
am judging from their first six 
months. 

About 46% of the replying dealers 
are doing some central cooling installa- 
tions. This varies considerably accord- 
ing to sections of the country. It should 
be noted here that the Pacific North- 
west is not represented in these figures 
—because as the folks out there put it: 
“We just don’t need airconditioning.” 
Some 44% of the reporting dealers in 
New England are installing cooling; 
the ratio is 30% in Mid-Atlantic; and 
75% in the Midwest. 

So far this year the average dealer 
has sold seven complete cooling jobs. 
Last year the average was 3.4 jobs dur- 
ing the first six months and for the en- 
tire year the average was seven cool- 
ing jobs. So far then the reporting deal- 
ers are running 105% ahead of last 
year. 

Midwestern oilheating dealers aver- 
aged 10 jobs, Mid-Atlantic dealers, six 
jobs and New England dealers four 
jobs for the first six months of 1956. 

Some dealers are doing a good deal 

better than the average. There is one 
in Westchester County, N. Y., who 
already has installed 31 cooling jobs 
against nine during the first six months 
of last year. Another dealer, this time 
4 Midwesterner in Waterloo, Ia., has 
installed 32 jobs thus far this year, and 
last year he installed 15 jobs in the 
first half and 47 during the entire 
year, 
Combination heating and cooling 
jobs account for 35% of the installa- 
tions, and the remaining 65% are cool- 
Ing jobs only. 





eloil 


Nationally, 13% of the jobs were in 
the ton and a half size; 21% were two 
tons; 43% were three ton jobs; 16% 
were five tons; and 7% were over five 
tons. 


We asked the dealers if they had 
found cooling work profitable thus far 
and 60% said they did. About four- 
fifths of those dealers not making 
money on airconditioning felt that 
there are ways to make the field 
profitable. 


About a quarter of the complete 
cooling jobs went into new homes. 
There was quite a variation geographi- 
cally on this question. in New Eng- 
land 43% of the cooling installed by 
oilheating dealers went into new 
homes; Mid-Atlantic, 22%; and Mid- 
west, 15%. 

A typical job is billed by the dealer 
at $916 for a ton and a half unit; 
$1,142 for two tons; $1,303 for three 
tons; and $1,767 for a five ton unit. 


About 7% of the cooling jobs went 
into homes using boiler heating, and 
1% were attic installations; the re- 
maining 92% were homes using warm 
air heat. 

As a group, the reporting dealers 
were enthusiastic about cooling work 
fitting in well with the fueloil and oil- 
heating business. Four-fifths of the 
dealers felt. it was a logical combina- 
tion. 


In the estimation of the dealers who 
helped in this study, about 33% of the 
cooling sales in their markets are be- 
ing made by oilheating specialists. New 
Englanders felt that 37% of the air- 
conditioning installations were being 
made by oilheat, peaple; Mid-Atlantic, 
also 37%; and Midwest, 22%. 

Judging from the:,cqgmments made 
by the participating dealers, service is 
the main drawback in the aircondi- 
tioning field. Training men'to service 
and install units causes problems and 
in some cases has been quite costly. 


Typical Comments on the special 
study this month are these: “We have 
been in cooling for 20 years, but we 
don’t even try to bid the ‘close’ mar- 
ket.” .. . “We are going to wait an- 
other year before taking the plunge.” 
... "We haven't been as enthusiastic 
about a sideline business such as air- 
conditioning in 30 years; we expect 


Oilburner Permits* 


JUNE 6 MONTHS 
1956 1955 1956 
2 Albany, N. Y. 35 19 
57 Baltimore, Md. Zit 285 
99 Bridgeport, Conn. 575 463 
-- Columbus, O. 185 aa 
85 Detroit, Mich. Preys 
85 Elizabeth, N. J. 149 356 
15 Freeport, N. Y. 215. 972 
.. Hartford, Conn. 401 ee 
60 Irvington, N. J. Ise: 
Meriden, Conn. 184 
104. Milwaukee, Wis. 2424 Pe 
6 Minneapolis, Minn. 83 81 
12. Montclair, N. J. 77 59 
6 Morristown, N. J. 30 


26 Mt. Vernon, N. Y. 153 111 


110 Newark, N. J. 528 460 
46 New Bedford, Mass. 377 4563 
11 New Haven, Conn. 116 96 
-» NewRochelle,N.Y. 174 ee 
32 Norfolk, Virginia 143 280 


.- Omaha, Nebr. 28 as 
11 Orange, N. J. 61 50 
8 Passaic, N. J. 46 38 
56 Paterson, N. J. 220 =—191 
165 Philadelphia, Pa.** 523.3333 
.. Portland, Me. 253 ¥ 
209 Portland, Ore. 1825 1523 
21 Poughkeepsie, N. Y. 100 67 
53 Providence, R. I. 352 313 
18 Richmond, Virginia 193°. 221 
56 Roanoke, Va. 473 495 
47 Rochester, N. Y. 572 393 
10 Rockville Centre,N. Y. 68 57 
36 Salem, Mass. 165 218 
“427 St. Louis, Mo. 743 
5 St. Paul, Minn. 47 41 
Schenectady, N. Y. 56 

.. Spokane, Wash. 740 we 
104 Springfield, Mass. 677 550 
26 Stamford, Conn. 164 145 


17 Washington, D. C. 267 216 
11 White Plains, N. Y. 116 93 


.. Wilmington, Del. 212 ay 
75 Worcester, Mass. 752: 406 
15 Yonkers, N. Y. 254 
1741 Totals 9614 8869 
Percent Change ~ —17.8 


*Permits are not total sales in each mar- 
ket since none are reported from suburban 
areas, which normally account for 20% to 
60% of total sales in each market; nor are 
they an accurate index where enforcement 
is lax. Rightly used, however, they are a 
useful working index. 

**Courtesy of “Philadelphia Inquirer.” 


wonderful things from the cooling 
business.” 

“Am going to get into cooling for 
next summer.” . . . “Residential cool- 
ing should be done by oilheating com- 
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Simply attach Adjusta-Duct, tele- 
scope out to desired length... 
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Ay I OY MREOR0 Wity ia iinss SSS 
And fasten with standard 
connection. 













Tremendous time-saver on 
difficult ‘fill-in’ connections. 





Adjusta-Duct telescopes to desired length for fill-in sections . . 
permits use of standard connections . . . eliminates all cutting. 






Now, at last, ABSOLUTELY NO CUTTING required to install 
stack duct . . . with Duc-Pac’s amazing ADJUSTA-Duct.* 


ADJUSTA-Duct, Duc-Pac’s new telescopic connector fitting, 
merely slides in or out to the length necessary for any “fill-in” 
section. ADJUSTA-Duct completely eliminates need for any 
time-consuming cutting or notching. 


Internal and external lip-seal flanges provide “wiping” 
action which assures tighter connections than were possible 
with old-fashioned “cut-notch-join” methods. 


Ask your Wholesaler or write direct for information on 
ADJUSTA-Duct, available in several adjustable lengths. 


*Patents Applied For. 


DUC-PAC, Inc. 


EAST LONGMEADOW, MASSACHUSETTS % 

















“THEY ALL GO TOGETHER” 
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panies who know air distribution; the 
refrigeration is simple as most units are 
sealed compressors; sell up so the heat- 
ing industry may be up-graded.” 

“We do more commercial and in 
dustrial jobs than residential at preg 
ent.” ... “We are still trying to do 
the best possible job with oilheating 
and service; we do not intend to split 
our business with any other kind at 
present.” 

“We are just going into cooling 
work and it probably will be a long 
hard pull to break in this area as we 
are faced with two cooling experts,” 
... “We are installing small room- 
cooling units up to one ton; we expect 
to get into the larger units next year.” 

“We are the only oilheating special- 
ist in town doing cooling.” . . . “We 
stopped handling cooling because we 
did not get satisfactory help.” ... “We 
have sold many three and five ton air 
conditioners to stores, but the home 
market has been negligible; however, 
many customers are talking about com- 
plete home airconditioning in the near 
future and we look forward to a small 
but increasing market—the extremely 
cold weather this spring and summer 
killed three good prospects we did have 
interested.” 

“Up to the present time we have 
been selling only units up to two tons, 
but we have taken on an additional 
line up to five tons.” . . . “Aircondi 
tioning demand very limited in this 
area.” ... “The fueloil distributor has 
no trained personnel to handle cooling 
at the present time; we need schools 
for our servicemen.” 

“Shortage of experienced labor is 
our main handicap.” . . . “We have 
very cool nights here and cooling is not 
important.” . . . “Very few qualified 
men in the area.” . . . “The interest 
locally in complete home cooling has 
not been great yet, but we think it will 
be later.” 

“We have found that oilheating men 
in this territory are difficult to tram 
as cooling experts; we tried and lost 
considerable money.” 

Se 

George Lill Coal & Oil Co., 1121 
Balmoral Ave., Chicago, has been ap 
pointed distributor for Silent 
oilburners in Chicago and ne 


counties. 






























CRANE 


uses Delavan Nozzles 
as Original Equipment 


It is significant that in designing and manufacturing the 
new Crane Sunnyday oil-fired, hot-water boiler, Crane 
chose Delavan Nozzles. In building and maintaining its 
enviable reputation in the home-heating industry, Crane has 
consistently used the finest materials and equipment. More 
than 120 other leading oil burner and furnace manufac- 
turers also rely on Delavan Nozzles to help them achieve 
top performance in their burners. 


Delavan Nozzles merit this con- 
tinued acceptance because their un- 
matched performance has been 
proved through years of use. They 
deliver the same uniform depend- 
ability—the same soft, quiet fires 
time after time—whether used as 
original equipment or as replace- 
ments. Advanced engineering, pre- 
cision manufacturing facilities and 
rigid inspection and testing lie be- 
hind every nozzle delivered by 
Delavan, Test them, try them, and 
you, too, will insist on the best... 
nozzles by Delavan. 





Write for Catalog 148C 
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Where is the new home Market? 


No. of Permits 
issued 


ALABAMA 
Birmingham area 
Mobile area 
Montgomery area 
Nonmetropolitan areas 


ARIZONA 
Phoenix area 
Nonmetropolitan areas 


ARKANSAS 
CALIFORNIA 


Fresno area 

Los Angeles area 
Sacramento area 

San Bernardino area 
San Diego area 

San Francisco-Oakland 
San Jose area 
Stockton area 
Nonmetropolitan areas 


COLORADO 
Denver area 
Nonmetropolitan areas 


CONNECTICUT 
Bridgeport area 
Hartford area 
New Haven area 
Nonmetropolitan areas 


DELAWARE 
Wilmington area 
Nonmetropolitan areas 


DISTRICT OF COLUMBIA 
Washington, D. C. 
Maryland suburbs* 
Virginia suburbs** 


FLORIDA 
Jacksonville area 
Miami area 
Orlando area 
Tampa-St. Petersburg area 
Nonmetropolitan areas 


GEORGIA 
Atlanta area 
Augusta area 
Columbus area 
Savannah area 
Nonmetropolitan areas 


IDAHO 
ILLINOIS 


Chicago area (Does not 
include Ind. suburbs) 
Moline-Rock Island area 
St, Louis area 
Nonmetropolitan areas 


INDIANA 
Chicago suburbs 
Fort Wayne area 
Indianapolis area 
South Bend area 
Nonmetropolitan areas 


IOWA 
Davenport area 
Cedar Rapids area 
Des Moines area 
Omaha suburbs 


Nonmetropolitan areas 


*Included in Maryland state total. 


No. of Permits 
issued 


April 
916 
352 

91 
132 
34! 


901 
592 
309 


320 


15,937 
258 
7,963 
61! 
1,415 
1,096 
2,147 
682 
194 
1,571 


1,530 
1,013 
517 


1,801 
206 
350 
231 

1,014 


343 
322 
I 


79 
921 
1,307 


4,724 
327 
1,554 
274 
859 
1,710 


1,537 
934 
64 
143 
116 
280 


160 
6,362 


5,037 
122 
209 
994 


2,005 
384 
él 
637 
142 
781 


1,090 
106 
240 
131 

60 
553 


**Included in Virginia state total. 
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4 Mo. 


3,773 
1,432 
533 
519 
1,289 


4,120 
2,888 
1,232 


1,185 


63,923 
969 
34,331 
1,612 
5,414 
4,239 
7,594 
2,771 
640 
6,353 


5,245 
3,494 
1,751 


4,870 
626 
1,016 
463 
2,765 


1,093 
1,043 
50 


KANSAS 
Kansas City area 
Wichita area 
Topeka area 
Nonmetropolitan areas 


KENTUCKY 
Cincinnati suburbs 
Louisville area 
Nonmetropolitan areas 


LOUISIANA 
Baton Rouge area 
New Orleans area 
Shreveport area 
Nonmetropolitan areas 


MAINE 
MARYLAND 


Baltimore area 
Washington, D. C. suburbs 


Nonmetropolitan areas 


MASSACHUSETTS 
Boston area 
Springfield-Holyoke area 
Worcester area 
Nonmetropolitan areas 


MICHIGAN 
Detroit area 
Flint area 
Grand Rapids area 
Nonmetropolitan areas 


MINNESOTA 
Minneapolis-St. Pau! area 
Nonmetropolitan areas 


MISSISSIPPI 
Jackson area 
Nonmetropolitan areas 


MISSOURI 
Kansas City area 
listed under Ill.) 
St. Louis area (Ill. suburbs 
Nonmetropolitan areas 


MONTANA 
NEBRASKA 


Lincoln area 
Omaha area 
Nonmetropolitan areas 


NEVADA 
NEW HAMPSHIRE 


NEW JERSEY 
Atlantic City area 
New York City suburbs 
Philadelphia suburbs 


Nonmetropolitan areas 
NEW MEXICO 


NEW YORK 
Albany, Schenectady, Troy 
Buffalo area 
New York City} 
Suburbs of New York City 
Rochester area 
Nonmetropolitan areas 


NORTH CAROLINA 
Charlotte area 
Greensboro-High Point area 
Raleigh area 
Nonmetropolitan areas 


NORTH DAKOTA 


April 
915 
312 
199 

V2 
332 


1,025 
42 


706 
277 


1,575 
209 
813 
231 
322 


138 


2,524 
1,220 
921 
383 


2,302 
1,001 
214 
110 
977 


5,272 
3,119 
489 
28! 
1,383 


1,979 
1,378 
601 


178 
46 
132 


1,624 
264 


1,045 
315 


172 


596 
133 
336 
127 


347 
167 


3,172 
141 
1,517 
470 
1,044 


463 


6,259 
217 
868 

1,494 

2,828 
210 
642 


988 
141 
191 

94 
562 


283 


4 Mo. 
3,838 
1,177 

887 
472 
1,302 


2,717 
131 
1,859 
727 


4,285 
682 
1,810 
593 
1,200 


244 


8,186 
4,407 
2,661 
1,118 


6,942 
3,091 
757 
226 
2,868 


16,280 
10,952 
1,293 
804 
3,231 


4,176 
3,217 
959 


962 
290 
672 


5,388 
987 


3,252 
1,149 


424 


1,683 
383 
885 
415 


1,189 
364 


11,470 
395 
5,419 
2,125 
3,531 


1,468 


20,809 
420 
3,187 
5,550 
9,439 
740 
1,473 


4,144 
549 
699 
444 

2,452 


358 


Akron area 

Cincinnati area 
Cleveland area 
Columbus area 

Dayton area 

Toledo area 
Youngstown area 
Nonmetropolitan areas 


OKLAHOMA 
Oklahoma City area 
Tulsa area 
Nonmetropolitan areas 


OREGON 
Portland area 
Nonmetropolitan areas 


PENNSYLVANIA 
Allentown-Bethlehem area 
Harrisburg area 
Philadelphia area (See New 
Jersey for Jersey suburbs) 
Pittsburgh area 
Nonmetropolitan areas 


RHODE ISLAND 
Providence area 
Nonmetropolitan areas 


SOUTH CAROLINA 
Charleston area 
Nonmetropolitan areas 


SOUTH DAKOTA 


TENNESSEE 
Chattanooga area 
Knoxville area 
Memphis area 
Nashville area 
Nonmetropolitan areas 


TEXAS 
Beaumont-Port Arthur area 
Corpus Christi area 
Dallas area 
El Paso area 
Fort Worth area 
Houston area 
San Antonio area 
Nonmetropolitan areas 


UTAH 
Salt Lake City area 
Nonmetropolitan areas 


VERMONT 


VIRGINIA 
Portsmouth-Norfolk area 
Richmond area 
Roanoke area 
Washington, D. C. suburbs 


Nonmetropolitan areas 


WASHINGTON 
Seattle area 
Spokane area 
Tacoma area 
Nonmetropolitan areas 


WEST VIRGINIA 
Charleston area 
Nonmetropolitan areas 


WISCONSIN 
Madison area 
Milwaukee area 
Nonmetropolitan areas 


WYOMING 


No. of Permits 
issued 
April 4Mo, 
5,031 14,133 

346 1,094 
444 1315 
1 1043 3,430 
613 1,90) 
639 1,438 
304 905 
394 997 
I 248 3,053 


677 
278 

91 
308 


773 
377 
396 


3,880 
508 
142 

1,879 


637 
714 


278 
268 
10 


362 
139 
223 


199 


1,058 
127 
276 
217 
233 
205 


4,915 
222 
124 
940 
119 
519 
607 
437 

1,947 


577 
326 
251 


26 


2,623 
175 
282 
156 
1,307 
703 


1,722 
823 
222 
243 
434 


432 
124 
308 


2,684 

197 
1,008 
1,479 


110383 


+Covers dwelling units actually started. 
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+ Mo. 
4,133 
1,094 
1,315 
3,430 
1,901 
1,438 


3,053 
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Gas 
Conversion 
burners 


High and low 
iif pressure 
™, oil burners 


A PRODUCT OF 


WINKLER be 


YOU CANT MISS A SALE 


--ebecause WINKLER offers you 


everything fo sell 


hows you how 
anus sl it / 


If you hold a Winkler Direct Factory Franchise, 
you'll have no “‘off”’ seasons—no sales lost because 
of an inadequate line. You’re solidly in business, 
with every facility for making every month of the 
year a profitable one. There is no new or old home 
comfort requirement which can’t be better satisfied with 
Winkler equipment. 


Dealers the country over are switching to Winkler... 
for these reasons: 


1. The most complete line ever seen of heating and 
cooling equipment, both for new building and 
modernization. 


2. Soundly engineered products, featuring advanced 
designs for economical, dependable performance 
... built by an organization nationally famous for 
quality manufacturing. 


3. A full selection of sales tools for uncovering pros- 
pects, making product demonstrations and closing 
the sale. 


4. A free Sales and Engineering Training Program 
which turns ordinary salesmen into stars...takes 
all the mystery out of air conditioning. 


Why delay! A letter today will bring you full infor- 
mation on the Winkler Direct Factory Franchise 
and how it can be the foundation of a more success- 
ful business. 





DITIONER 


At the Winkler Training Institute, an instructor shows trainees how 
to solve air conditioning problems by new, simplified methods. 


STEWART-WARNER CORPORATION 


U.S. MACHINE DIVISION « Dept. H-86 « Lebanon, ind. 
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Owner: The Winston Park Corporation, Oak Park, Illinois Consulting Engineers: Erwin Gerber and A. Pancani, Newark, N. J. 
Architects: Erwin Gerber and A. Pancani, Newark, New Jersey Heating Contractor: W. L. Harmony Co., Yonkers, New York 
Engineer: Edwin Hancock, Chicago, Illinois General Contractor: Mucon Inc., Oak Park, Illinois 


$7,500,000 worth of homes sold in two and one half days heating and cooling medium—its ability to provide the 
must be something of a record for fast selling! ultimate in comfort and convenience at low operat. 
Obviously, many factors influenced such a demand for ing cost—its flexibility, offer benefits obtainable in no 
these homes in the Winston Park project at Melrose Park, other way. 

Illinois. Not the least is the fact that they are equipped All the advantages of a B&G Hydro-Flo System can be 
with baseboard forced hot water systems using B&G included when building...or the owner can add them to 
Hydro-Flo equipment. The appeal of controlled radiant the basic heating system as his budget permits. Summer 
heating, with a year ‘round supply of domestic hot water, cooling —zoning—snow melting, are all available at the 
are plus selling values builders are rapidly discovering. owner’s convenience for further contribution to luxuti- 
The B&G Hydro-Flo System presents an impressive array ous living. In the meantime, he enjoys the best in 


of exclusive features. The versatility of water as both a heating...comfort with economy. 


ONLY WATER OFFERS ALL FIVE 




















‘ ert 7 er 
Tah — *, . % 
COMFORT HEATING SUMMER COOLING HOT FAUCET WATER 
18 




















The heating plant, equipped with 
B&G Hydro-Flo Products, as in- 
stalled in Winston Park Homes. 
Note the compact space saving 
arrangement. The boiler has a 
built-in domestic water heater. 





BELL & GOSSETT 


C ©@O© MeoPoch:: 4 


Dept. EL-7, Morton Grove, Illinois 
ZONING #Reg. U.S. Pat. Off. Canadian Licensee: S. A, Armstrong, Ltd., 1400 O’ Connor Drive, W. Toronto, Canada 
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EVER-TITE No. 2 
Straight Thru Swivel 


When this new Ever-Tite Swivel 
is used between the hose and 
nozzle, kinking and twisting of 
the hose is eliminated. 


Free swivel action at all times— 
with parts firmly secured. Hose 
strain is prevented because the 
swivel assures quick and easy 
positioning of nozzle. 


The Ever-Tite Swivel is always 
leak-proof because of a special- 
ly-designed machined seal and 
gasket. It is constructed of heavy- 
duty durable bronze—precision- 
engineered for typical Ever-Tite 
performance. 


EVER-TITE 
No. 9 
Check Valve 
Swivel 





Ever-Tite No. 9 Swivel has all 
the features of the No. 2 plus 
the additional advantage of an 
inlet check valve. When the 
pump is shut off, an “O” ring 
seals against a tapered machined 
surface and prevents the hose 
from draining. Spring tension is 
approximately 114 p.s.i. 


Let these precision Ever-Tite Hose 
Swivels save wear on your equip- 
ment as well as operators’ time. 
Write or phone your distributor. 


Send for Bulletin F-11 





EVER-TITE COUPLING CO. INC. 


254 West 54th Street, New York 19, N. Y. 
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OST OF THE PRICE NEWS this 
month occurred in residual fuel- 


| oils, East Coast and some southern 
| areas showed a 5.5% increase in the 
_ price of No. 6 oil. Nos. 4 and 5 oils 


were boosted by about 3% in some 


No. 6 oil had remained unchanged 
in price since a year ago. A couple of 


| factors seem to have dictated the in- 


! 


nificant at this point. April and May 
were colder than had been expected 
with the result that a lot of deliveries 
to customers were made in June that 
would otherwise have been put off up- 
til fall. 

The demand for distillate heating 
oil next season may not be significantly 
greater than last season because we 
have just come through an abnormally 
cold winter. On the other hand, it js 
still very important that we build 
stocks as high as possible on November 
| because we might reasonably expect 
ancther cold season. 

There is some concern among mar: 
keters over the prospect that heating 
oil prices may have to be raised again 
on the east coast in November or De- 
cember. This is not a matter of supply 
and demand but a lack of tankers for 
transportation. 

World trade of all kinds has in 
creased so much this year that the oil 
industry is being outbid for its tankers, 
and some of them are hauling wheat 
and a few are even hauling coal. We 
will have to pay whatever it costs to 


























crease: First, residuals seem to be in 
rather short supply and in good de- 
mand. Also, tanker rates have been 


well above last year. 


get them back when the time comes. 


Unless the situation improves more 


than seems probable at the moment we 





Some refiners upgraded products to , 
fill demand for No. 2 oil during the 


might well expect a half cent increase 
in the East before Christmas. 


re ee ee ee ee ee oe 





_ past heating season which was colder 


than normal, and more distillate from 
the crude run resulted in less residual 
fuel. 

A glance at the stock table shows 
that the refiners have 5% less distillate 
fueloil in stock now than last year. 

Most of this drop has occurred in 


| the East and is not particularly sig- 


eee DS 2s 8 oO OL 8 6 68 4 6 6 06 Ree PS 8 ee Se 


Distillate Fueloils 
PRIMARY STOCKS* 
(Thousands of Barrels) 
East of Rockies 


July 13, July 15, 

1956 1955 
East Coast 34,292 38,382 
Midwest 31,867 34,147 
Gulf Coast 24,719 23,242 
Total 90,878 95,771 


* American Petroleum Institute. 


No. 2 Heating Oil (Including No. 3 & PS200) 
Price per gallon as of July 15, 1956 


Tank Tank 
Car Wagon 
Portland, Me. 10.8 14.5 
Boston 10.7 14.6 
Providence 10.7 14.5 
Springfield, Mass. 10.95 15.1 
Hartford 10.95 14.5 
New Haven 10.6 14.2 
Syracuse 11.6 14.8 
Albany 10.9 14.2 
New York 10.6 14.7 
Newark 10.6 14.1 
Philadelph a 10.6 14.0 
Harrisburg 10.7 14.6 
Baltimore 10.6 14.15 
Wilmington, N. C. 10.7 14.0 
Washington 10.7 14.65 





*Del 'vered. 


Tank Tank 

Car Wagon 

Richmond 11.0 14.2 
Charleston, S. C. 10.7 13.9 
Chicago 11.2°F 14.6 
Detroit 11.75% 15.2 
Cleveland 11.6* 14.6 
Minneapolis 10.75 14.3 
St. Louis 10.9* 14.4 
Indianapolis 11.35% 15.1 
Milwaukee 12,54 15.5 
Des Moines 10.5 14.7 
San Francisco 10.65* 13.2 
Portland, Ore. 11.25* 13.8 
Seattle 11: 35% 13.9 
Spokane 13.65* 16.3 

Los Angeles 10.15* 12.7 





Tank wagon prices shown are for maximum one-time delivery discounts. 


' ¢Subject to .50¢ gal. temp. allowance. 
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AF mest the’ DEALERS CHOICE! 


ae FOR 
ee EASIEST 
ASSEMBLY 












































RECESSED BASE, 
~:* | TAPERED BURNER 
-&4 TUBE HOLE! 


AN ENGINEERED 
DESIGN 
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thant 'Vilson 


ASBESTOS and INSULATING MATERIALS 




















Company 


141 WEST JACKSON BLVD., 
| Address 


CHICAGO 4, ILLINOIS 


ALL PHONES: WAbash 2-8220 
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Milburn Petty 


WASHINGTON — Federal Power 
Commission's attitude is still uncer- 
tain on displacement of coal as a fac- 
tor in considering applications to build 
new natural gas pipelines. 

On the same day, recently, the FPC 
handed down decisions on each side of 
this issue involving “end use” control 
of gas. | 

In allowing Panhandle Eastern 
Pipeline to export gas to Canada, FPC 
rejected the application of Michigan- 
Consolidated Gas Co. for some of this 
gas on the grounds, mainly, that it 
would displace coal as boiler fuel. 

Simultaneously, the FPC reversed 
an earlier decision and granted an ap- 
plication to furnish gas for generating 
electricity at the Black Dog station of 
Northern States Power Co. even 
though it will displace coal. 

Coal and labor interests have served 
notice that they plan a court fight, if 
necessary, to restore FPC’s original 
“end use” control order in the Black 
Dog Case. 


Plan Nine Northwest Refineries 


Nine oil companies plan refineries 
in the State of Washington, with ca- 
pacity totaling 255,000 B/D by 1960. 

That was one of the mian arguments 
of T. S. Petersen, president of Stand- 
ard Oil Co. of California, against gov- 
ernment help for a proposed crude oil 
pipeline from West Texas to the Los 
Angeles refining area. 

This new refining capacity—to be 
run mostly on Canadian crude—will 
lessen the drain on California refiners 
to supply the West Coast with prod- 
ucts. 

Incidentally, this added capacity 
will provide more fueloil supply in an 
area that is being invaded by gas pipe- 
lines. 

The military’s inability to obtain all 
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its requirements of residual oils on the 
West Coast has been due to draining 
of stocks for the East Coast, Petersen 
told the House Armed Services Com- 
mittee. 

However, he did not mention that 
the East Coast shortage of residual was 
due to the government's “voluntary” 
restrictions on imports forcing eastern 
marketers to bring around millions of 
barrels through the Panama Canal. 


‘Marketing Principles’ Backed 


American Petroleum Institute’s gen- 
eral marketing committee, by a mail 
ballot, has endorsed the idea of draft- 
ing a “broad statement of good mar- 
keting principles.” 

These principles, it was pointed 
out, “could be promoted by the mem- 
bers of the general committee as an 
educational program, with adherence 
to such principles and active partici 
pation in such program by individuals 
to be on a strictly voluntary basis.” 

At the API committee’s recent 
meeting in Atlanta, Chairman J. G. 
Jordan (Shell) warned that such 
“broad principles” would have to be 
limited general statements — “like 
we're against sin.” 

All forms of marketing, including 
fueloil, would be covered. 


‘Liberal’ Import Policy Seen 


ODM Director Flemming’s “threat- 
ening” letter, seeking a 4% cut in oil 
imports from the Middle East should 
not be interpreted as indicating that, 
long range, a strong anti-import 
policy is likely to be adopted. 

It is simply an effort to obtain com- 
pliance with the existing policy of re- 
stricting imports to the 1954 ratio 
with domestic production—so long as 
that policy remains on the books. 

And it in nowise lessens the ex- 
pectation that the Cabinet Fuels Policy 
Committee will liberalize the old for- 
mula, especially as to residual imports. 


Military Diesel Use Rises 26% 


Sharply increased military use of 
distillate oil—up about 25'% in 1955 
as compared with 1954—is still rela- 
tively small, amounting to about 2% 
of the total sales for all uses, accord- 
ing to the Bureau of Mines annual 
report. 

However, military use increased 


over twice as much as heating gif 
(11.5%). 

These peacetime figures indicate the 
potential military demand that 
building up. In wartime, it would fy 
multiplied many times. 

The increase in military purchage 
of diesel fuel—up 26.4% over 1954 
shows the rapid trend to dieselizatiog 
of military vehicles. 

Military use of residual rose 3.8% 
in 1955 to total 27,900,000 barrel 
But, unlike distillate, this was much 
less than the overall increase of 69%, 


Gas Utilities Admit Lobbying 


John Heyke (Brooklyn Union) 
chairman of the Council of Local Gas 
Companies, freely admitted that two 
Washington representatives of CLGC 
had lobbied against the HarrisFul 
bright Gas Bill, later vetoed. 

This was in testimony before the 
Senate Lobby Investigating Commit 
tee, headed by Senator McClellan (D, 
Arkansas). 

Walter Reuther, UAW president, 
said the union’s activities against the 
gas bill were “educational” but none: 
theless lobbying though “not im 
proper or illegal” under present laws. 
McClellan agreed. 

But, considering the money spent 
by UAW and the oil and gas com 
panies, “it was like using a pea-shoot’ 
er against 16-inch guns,” Reuther 
said, 


Navy to Get Oil Shale Plant 


Interior Secretary Seaton is turning 
over custodianship of the experimental 
oil shale plant, at Rifle, Colorado, to 
the Navy because the Bureau of Mines 
was unable to obtain funds from Com 
gress to keep it going. Navy will re 
port next year on whether this plant 
should be continued in operation of 
shut down permanently. 


DJ Asks ‘Divorcement’ in West 


Department of Justice is seeking t 
amend its antitrust complaint against 
West Coast major oil companies 1 
exclude all wholesaling—not just © 
finery and terminal sales — from 6 
prayer for divorcement, while tighten 
ing up its request that the companies 
be divested of all their retail market 
ing facilities. All refined products at 
covered. 


August 


1956 








BE oss Ff 28932 Eo 


ing oils 


Cate the 
that § 
Ould be 


irchages 
1954 
lization 


e 3.8% 
barrels 
is much 
f 6.9%, 


ying 

Union) 
cal Gas 
hat two 
‘CLGC 
‘Tis-Ful 


ore the 
Yommit 
an (D,, 


esident, f oe oe f PROVED PROMOTIONAL PACKAGE includes direct mail, radio and TV 

inst the Le o spots, signs, billboards, local newspaper ads, proposal presentations, 
special mailings, customer incentive programs, training films plus 

t none scores of miscellaneous sales and merchandising aids, all supported by 

, a powerful national ad campaign. 

ot im 

it laws. 


ea 3 “TEST CITY” promotion helps 
y spent “~ S Walt Stevenson 


1S COM 
shoot’ 
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wr available to all Mueller Climatrol dealers 


f Mines How much should you spend for sales promotion? How big a boost 
n Con’ In volume can you expect from a well-planned program? Here’s 
Pa what happened when Walt Stevenson of Hoosier Heating & Sheet Metal 

will re Co. in T: ‘ ° ° ° ee RSH zi 

: . in Terre Haute, Indiana, cooperating in a unique “test city” project, 

s plant set out after the answers. 

tion of Fully exploiting Mueller Climatrol’s sales promotion, Stevenson nearly 
doubled his respectable 1954 volume in 1955. More important, by follow- 
ing a planned program, he increased his net profits a full 40%. 





West Promotional backing is just one of many Mueller Climatrol measures 
supporting its dealers. Factory backing, engineering training, prompt QUALITY 
king to shipments — all help make your selling job easier...make the “long 
against W. ine the most profitable. s ‘ America’s most com- 
é think you'll be interested in the results of this project and the plete heating and cool- 
mies (0 “sons taught by it. Write for a reprint of Mueller’s “Test City” story. phar pcan lagna roe 


just fe’ less condensing units 
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npanies for waterless cooling. 
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THIS NEW Cldnglon 


HP COMBUSTION HEAD 
CAN SAVE YOUR 
CUSTOMERS UP TO 30%, 
IN FUEL BILLS! 








Eddington engineers have vastly 
improved combustion efficiency in 
this new High Pressure Combustion 
Head. Your customers can now 
enjoy significant fuel savings — a 
sales plus for you. Adaptable to all 
conventional burners. Quality de- 
signed for years of trouble-free 
operation. 


For complete information and price 
sheet, clip and mail coupon TODAY! 


EDDINGTON METAL 


SPECIALTY CO. 
Eddington, Pa. 


Eddington Metal Specialty Company 
Eddington, Pa. Dept. C H 


Please send me complete details on 
items checked: 


[_] Filters 
[_] Valves 
[_] Strainers 
[_] Air Cones 


|_] Combustion Heads 
[_] Spray Nozzles 

[_] Stabilizers 

[_] Inspection Mirrors 


NAME 





ADDRESS 
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Igniter Awards made at the 
annual Institute Luncheon 








Ae of the 34th annual con- 
vention of the Oil-Heat Insti- 
tute of America, held during the week 
of June 11 in New York concurrently 
with the oilheating exposition at the 
Coliseum, was the annual industry 
luncheon on June 14. Frank P. Scully, 
Scully Signal Co., Melrose, Mass., 
was toastmaster and presented Igniter 
Awards to five industry people. 

The awards are made annually on 
behalf of the Distribution Division of 
the Oil-Heat Institute, based on the 
recipient’s service or contribution to 
the dealer segment of the industry. 
Following are the texts of the citations 
read about each. 

“It has been our custom each year 
since the 1954 Convention to express 
our appreciation and recognition of 
the fact that there always are men in 
this country whose abilities, imagina- 
tion and talents contribute not only 
to the betterment of their own com- 
panies, but to the welfare and prog- 
ress of the entire oilheating industry. 

“We inaugurated the Igniter 
Award to serve as a tangible recogni- 
tion of such service to the industry and 
five men have been selected this year 
to receive it with our gratitude and 
best wishes.” 

Henry L. Schwartz, president, 
Paragon Oil Co., Brooklyn, N. Y. 

“The first of this year’s awards 
goes to the head of one of the largest 
independent mar- 


keting organiza- 
tions in the coun- 
try. Henry 


Schwartz was se- 
lected for several 
reasons. His in- 
terest in up-grad- 
ing personnel and 
in devising ways 
of attracting the highest type of young 
men to the oilheating business have 
served as a stimulus and pattern for 
the entire industry. 

“By offering special training and 
scholarships, Henry Schwartz has 
succeeded in attracting young men 
with ability and ambition to a career 
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in oil heat. Successful up-grading oy 
the job has followed naturally. He was 
instrumental in inaugurating courgs 
in automatic oilheating in vocationg| 
high schools in New York and partici 
pated in the establishment of the Pp. 
troleum Education Foundation, They 
programs led to a nationwide develop 
ment of training schools.” 

E. L. Fentress, E. L. Fentress Co, 
Norfolk, Va. 

“There would be something very 
wrong with our judges if they failed 
to recognize de- 
serving talent 
from the land of 
Dixie. Ernest L. 
Fentress would 
have received an 
award no matter 
where he lived— 
he just happens 
to come from 
Norfolk, Va. 

“Starting as a service mechani. 
‘E. L.’, as his friends call him, now ' 
senior partner in the oilheating com 
pany which bears his name. 

“He was first president of the Tide 
water Oil Heat Association and has 
been a director of OHI for a number 
of years. Credit goes to “E. L.’ for the 
formation of a number of association 
chapters in the southeastern states # 
a result of many trips he has mat 
through the area for that express pu! 
pose.” 

A. Jack Becker, _ presideml. 
Becker-Marsden Co., St. Louis, Mo. 

“The next recipient is an old timer 
in the business, who has operated ? 
successful com- 
pany in St. Louis 
for many years. 
He was one of 
the pioneers in 
the early days of 
smoke _abate- 
ment. 

“Jack Becker 
was chairman of 
the Oilburner Industry Committe 
that established one of the first smob: 

(Please turn to page 20) 
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E General Electric's two new home 


ia 


~theating MODERNIZATION KITS offer 


2y failed 


Siyou two ways to EXTRA PROFITS— 





1. Cash in on the big market for 
changing obsolete 3-wire 
nk systems to 2-wire systems 








2. Pile up profits by introducing 
and selling a popularly priced 
Outdoor Control System. 











TURN PAGE TO LEARN HOW YOU CAN PROFIT 








HEATING CONTROLS 


M3 


MODERNIZATIO 
KIT... 


Announcing first, practical | 
cost, indoor-outdoor tempe 
ture control system 





Here’s your chance to tap a vast market 
never been touched—and with something 
pletely different: General Electric’s newQy 
Control System. This system packaged j 
General Electric’s M3 kit simplifies conyey 
from 3-wire systems to 2-wire systems aq 
IT’S BUILT TO SELL—The system consis 
just four simple pieces—outdoor thermal 
indoor thermostat, transformer, and sf 
switch. The outdoor thermostat has no moy 
parts to cause maintenance problems—no 
orate electronic tubes. And you can install 
system in less than an hour. 


IT’S PRICED TO SELL—Compared to other typ 
the cost of a new G-E system is amazingly h 
Now you can offer the advantages of indo 
outdoor heating control to everyone who |i 
in a low- or medium-priced home! 


IT’S PROMOTED TO SELL—To make sure ti 

the whole wide-open market hears about t if 
new system, General Electric is going to ya” 
customers with magazine advertising, bullet 
and flyers—Your customers are going t0 
asking you about this revolutionary, new 
temperature control, and you’ll want thesyit 
in stock. Promote these features: consa 
steady room temperature, healthier living# 
ditions, reduced fuel costs, no therm 
‘Siggling,” simplicity of operation. Act i 
This new General Electric kit is a 
profit item. 












es 
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JOMODERNIZATION KIT...Stack Switch 
nd indoor thermostat team up to 
simplify your control sales 


Here’s another opportunity for you to make 
extra profits during the coming months: Gen- 
eral Electric offers a new M2 Modernization Kit 
which consists of thermostat and stack switch. 
Use this packaged system to replace your 
customer’s obsolete, inadequate 3-wire heating 
control system. Call your distributor today. 
Ask him how much money you can save by 
buying the M2 Modernization Kit under G.E.’s 
exchange plan. Your nearest distributor’s name 
is listed on the next page. 


Sell the package in terms of dependability 
and constant comfort. G-E thermostat is ultra- 
modern in appearance; features finger-tip 
adjustment. Element is detachable for protec- 
tion during installation—installation is fast and 
easy. Stack switch features: sturdy construc- 
tion, extreme sensitivity to temperature change. 
Both of these units are designed and built for 
long-time customer satisfaction. With them, 
you'll get far fewer nuisance complaints—far 
fewer call-backs. 


LET YOUR GENERAL ELECTRIC DISTRIBUTOR TELL YOU HOW YOU CAN 


SAVE UP TO *1990 


your nearest General Electric distributor, who is can save up to $19.00* on the M2 kit when you purchase 
the next page. He will be glad to tell you how you under the General Electric exchange plan. 
*Figured in terms of suggested resale prices. 


GENERAL @ ELECTRIC 


TURN THE PAGE FOR THE NAME OF YOUR NEAREST G-E DISTRIBUTOR > 
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ALBANY, N. Y. 

Cert. Fuel Unit Service Co. 
Colonial Heating Equip. Co. 
ALLENTOWN, PA. 

Sid Harvey, Inc. 

ALPENA, MICH. 

Huron Heating Supply Co. 
ARLINGTON, VA. 

Sid Harvey, Inc. 

AUBURN, N. Y. 

Rood Utilities, Inc. 
AURORA, ILL. 

Scott Wood & Metal, Inc. 
BALTIMORE, MD. 

Sid Harvey, Inc. 

R. E. Michel Co., Inc. 
BATTLE CREEK, MICH. 
Columbia Metal Service 
BLOOMINGTON, ILL. 


MaGirl Foundry & Furnace Co. 


BOGOTA, N. J. 

Universal Engineering Co. 
BOISE, IDAHO 

Oil Burner Pts. & Sup. Co. 
BOSTON, MASS. Area 
Cronin Supply Co. 

F. W. Foley Co. 

Sid Harvey, Inc. 

Metro Supply Co. 
Mattapan Supply Co. 
BROCKTON, MASS. 

R. H. Austin Co., Inc. 
BRIDGEPORT, CONN. 

Sid Harvey, Inc. 
BUFFALO, N. Y. 

Rochester Oil Burning System 
BURLINGTON, N. C. 

Alley & Rader Services 
CALDWELL, N. J. 

Central States Supply Co. 
CHARLOTTE, N. C. 

Burner Supply Corp. 
CHESTER, PA. 

Hepco, Inc. 

CHICAGO, ILL. 

Robert Barclay, Inc. 

Place Brothers 

C. E. Sundberg Co. 
CINCINNATI, OHIO 

F. E. Winstel Co. 
CLEVELAND, OHIO 

Ohio Pump Service Co. 
COLUMBUS, OHIO 
Columbus Auto. Sprayer Co, 
DAVENPORT, IOWA 
Republic Electric Co. 
DECATUR, GA. 

Rayheat Equip. Co. 

DES MOINES, IOWA 
Dennis Supply Co. 


Heating Wholesalers Co. 

Ace Supply Co. 

DETROIT, MICH. 

Hydraulics Pump & Repair 

National Furnace & Sheet Metal 
Co. 

Pelton Distributing Co. 

Wholesale Oil & Gas Sup. Co. 

EDGEWATER, N. J. 

Kogan & Company 

ELIZABETH, N. J. 

Cert. Fuel Unit Service Co. 

EVANSVILLE, IND. 

Swanson-Nunn Elec. Co. 

FITCHBURG, MASS. 

Heat Inc. 

FLINT, MICH. 

Moore Bros. Elec. Co. 

FORT WAYNE, IND. 

Tri-State Htg. Supply, Inc. 

FREDERICK, MD. 

Frederick Trading Co. 

GARY, IND. 

G. W. Berkheimer Co., Inc. 

GRAND RAPIDS, MICH. 

Mich, Auto Htg. Equip. Co., Inc. 

GREEN BAY, WISC. 

Beemster Elec. Co. 

HARRISBURG, PA. 

Fuel Savers, Inc. 

HARTFORD, CONN. 

Sid Harvey, Inc. 

HAWTHORNE, N. J. 

Univ. Engineering Co. 

INDIANAPOLIS, IND. 

G. W. Berkheimer Co., Inc, 

JACKSON, MICH. 

Leo A. Tilford, Inc. 

KALAMAZOO, MICH. 

Associated Supply Co. 

KANSAS CITY, MO. 

Chas. D. Jones Co., Inc. 

Superior Supply Co. 

LANSING, MICH. 

Contractors Sy. Co. 

LAWRENCE, MASS. 

Finberg Sy. Co. 

LOUISVILLE, KY. 

Marine Elec. Co. 

MADISON, WISC. 

Wisconsin Htg. Equip. 

MALDEN, MASS. 

Oil Heat. Dist. Inc. 

MERCHANTSVILLE, N. J. 

Cert. Fuel Unit Service 

Sid Harvey, Inc. 

MILWAUKEE, WISC. 

Refrigeration Parts Co., Inc. 

Heating Parts Exch., Inc. 

MINNEAPOLIS, MINN. 

Wholesale Htg. & Sup. Co. 


MODESTO, CALIF. 

Slakely Bros. Inc. 

MORRISTOWN, N. J. 

Amber Oil Burner Sup. Co. 

NEW HAVEN, CONN. 

A. R. Webber Co., Inc. 

NEWARK, N. J. 

Cert. Fuel Unit Service Co. 

Sid Harvey, Inc. 

Winston Company 

NEW YORK CITY, N. Y. Area 

Sid Harvey, Inc. 

Michael & Goldberg Plbg. & 
Htg. Inc. 

Radiant Burner Supply Corp. 

Atlantic Burner Supply Co., lac. 

NORFOLK, VA. 

Sid Harvey, Inc. 

NUTLEY, N. J. 

Nutley Oil Burner Supply & Tool 
Co. 

OAKLAND, CALIF. 

Slakely Bros., Inc. 

OKLAHOMA CITY, OKLA. 

Waugh Bros. Sup. Co. 

OMAHA, NEBR. 

Dennis Supply Co. 

ORLANDO, FLA. 

Industrial Equip. Co. 

PASSAIC, N. J. 

Sid Harvey, Inc. 

PEORIA, ILL. 

Htg. Supply & Service Co. 

PHILADELPHIA, PA. 

Cert. Fuel Unit Service Co. 

Girard Supply Corp. 

Sid Harvey, Inc. 

PORTLAND, ORE. 

McPherson Furnace & Supply Co. 

PROVIDENCE, R. |. 

Rhode Island Fuel Pump Service 
Co., Inc. 

Sid Harvey, Inc. 

QUINCY, ILL. 

McDonald Stove Co. 

READING, PA. 

Sid Harvey, Inc. 

RICHMOND, VA. 

R. E. Michel Co., Inc. 

Refrigeration Supply Co. 

ROANOKE, VA. 

Southern Refrigeration Corp. 

ROCHESTER, N. Y. 

Rochester Oil Burning System 

ROCKFORD, ILL. 

Oil Heat Parts 

SACRAMENTO, CALIF. 

Slakely Bros., Inc. 

SAN JOSE, CALIF. 

Slakely Bros., Inc. 


SAGINAW, MICH. 
Reichle Supply Co, 
SCHENECTADY, N, y, 
LeValley McLeod Inc. 
SCRANTON, PA. 
Chapman Supply 
SEATTLE, WASH. 
McPherson Furnace & Equip, 
SIOUX CITY, IOWA 
Dennis Supply Co. 
Heating Wholesalers Co, 
SOUTH BEND, IND, 
Koontz-Wagner Elec. Co, 
STERLING, ILL. 
Crescent Elec. Sup. Co, 
SPOKANE, WASH, 
McPherson Furnace & Equi 
SPRINGFIELD, MASS. 
Gray Supply Co. 
STELTON, N. J. 

Sid Harvey, Inc. 
SYRACUSE, N. Y. 

Oil Burner Supply Co, 
THOMASVILLE, GA. 
Industrial Equipment Co, 
TOLEDO, OHIO 

Fry Furnace Co. 
TRAPPE, PA. 

Jacob H. Bowers Co. 
TRENTON, N. J. 
Lincoln Supply Co, 
TROY, N. Y. 

Century Supply Co. 
UNION CITY, N. J. 

Sid Harvey, Inc. 
UPPER DARBY, PA, 
Tempco, Inc. 

UTICA, N. Y. 

Rood Utilities Co. 
VINELAND, N. J. 
Hepco, Inc. 
WASHINGTON, D. C. 
Sid Harvey, Inc. 

R. E. Michel Co., Inc, 
WATERLOO, IOWA 
Heating & Cooling Supply C. 
Heating Wholesalers Co. 
WICHITA, KAN. 
Superior Sup. Co. 
WILMINGTON, DEL. 
Greenburg Supply Co. 
Sid Harvey, Inc. 
WOODBURY, N. J. 

Sid Harvey, Inc. 
WORCESTER, MASS. 
Sid Harvey, Inc. 

John W. Walsh, Inc, 
YORK, PA. 

Sid Harvey, Inc. 

ZION, ILL. 

Mid-Way Supply Co. 
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G. E. BUSINESS 


(And it’s nice business too) 






BECAUSE WE CAN GET 


G.£. REPLACEMENT PARTS 
AT SID HARVEY'S 

















































Now 


43 Sid Harvey 
Stores 
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EXACT REPLACEMENT 

No fuss, no changes, Sid Harvey 
Rebuilt Replacement Parts fit exactly. 
G.E. jobs are as easy as any other. 


IMMEDIATE EXCHANGES 


No waiting, no delay, you get the part 
you want, when you want it and as you 
want it. 


COST IS LESS 


Profit is greater because Sid Harvey’s 
Rebuilt Parts cost about half that of 
new, on Exchange... Yet fully 
guaranteed. 


MORE BUSINESS 


Every satisfied customer is a prospective 
oil customer too. Don’t pass ’em up. 
Get the business. You can. 


G.E. SERVICE 
HAND BOOK 





VAXLLEN STREAM. NEW voRK 


WE’RE GETTING the 





(Begins on page 24) 


abatement ordinances in the country 
Many other cities now have copied the 
ordinance originally enacted ip S 


Louis. 


“Through the years Jack Becker has 
maintained a continuing activity jg 
promoting the best interests of oil heat 
In 1924 he helped form the Oilburner 
Distributors and Dealers Association 
and for the past eight years he has 
served as president of the Oil Hex 
Institute of St. Louis, besides being an 
actve member of the Fueloil Commi 
tee, American Petroleum Institute, 

“Such continuing service certainly 
deserves to be recognized.” 

Fred Griffin, Griffin Fuel Co, 
Seattle, Wash. 

“Seattle is a city 3,000 miles from 
New York. Some of you may have 
heard of it. But 


even if you 


haven't, you 
should all have 
heard of Fred 
Grifin. He’s a 
fighter, having 
been Pacific 
Coast wrestling 


champion when 
he was in college. Ever since he’s been 
fighting for the heating oil industry 
and for the things for which it stands. 

“Fred Griffin and George Maurer 
started the Griffin Fuel Co. in Seattle 
in 1941, the same year in which the 
Japs bombed Pearl Harbor. Today, 
with 60 employees it ranks among the 
fastest growing oil delivery business 
in the Pacific Northwest. 

“With Fred’s drive and ability, its 
only natural that he has been pres’ 
dent of both the Oil Fuel Dealers Ay 
sociation of Seattle and the Washing 
ton Chapter of oHI, which he headed 
in 1947 and again last year. It’s only 
natural, too, that the OHI of Was 
ington chose him ‘Man of the Year 
in 1955, 

“Fred sold his Washington chapter 
on the need for co-operative industty 
promotion designed to sell oil heat 
which has made it the first choice ® 
the Northwest.” 

James E. Dyer, president, Sit 
clair Refining Co., New York, N.Y. 

“The Distribution Division of the 
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Seattle Full-color, 
ch the i 
roy full-page ad A 
ngte } Sept. 17, features : 
ere oe — tee tst—i‘a été 
the only boiler 
ty, it’s guaranteed 
aa 20 years You are featured in this full-page, full-color LIFE ad. As in all Crane Heating ads, 
wh F it says, “See your Crane Heating Dealer.” Dealers who use the Crane name in 
ad their own advertising and selling efforts have a long head start on competition. 
yeade 
's only 


Wash September 17th... putabigred circle around ance of satisfaction for twenty long years. 

Yat Bit. That’s when 26,450,000 LIFE readers will To help you make the most of this powerful 
ie se the story on the one and only boiler guar- ad, Crane has prepared a complete kit of tie-in 
Aesitt anteed 20 years—Crane Sunnyday. sales aids: Posters, banners, mailing pieces, 
| het, Look at your big profit opportunity. You’ll etc. And, they’re all free! 

ice it FE be able to offer this exclusive, best selling Why not get complete details from your 
Sin “ature ever ... worry-free heating, and assur- Crane Branch or Crane Wholesaler today? 
N.Y. 


A CRANE CO. cenerat oFFices: 836 SOUTH MICHIGAN AVENUE, CHICAGO 5 
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GORMAN-RUPP 
“O”" SERIES 


VERTICAL PUMP 
Two-inch Models 02-V3/4 
and 02A-VI 


DON’T BREAK THE PIPING! 


Cartridge Design Permits Rapid 
Field Service Without Disconnect- 
ing Pipe or Excess Spillage. 
Versatile is the word for this 
Gorman-Rupp model! Its ver- 
tical design asks only a single 
sq. ft. floor area. Its car- 
tridge construction allows pump 
and motor to be removed and 
exchanged without breaking 
the piping. And it’s another 
in the famous Gorman-Rupp 
“OQ” series centrifugal pumps 
that prime. That means high 
efficiency, dependable opera- 
tion and exclusive safety fea- 
tures. No check valve. Straight- 
through piping. Covered by 
the Gorman-Rupp plain-lan- 
guage guarantee. 
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BOTH PUMPS pull blending oil from de- 
livery transport to storage tank. By chang- 
ing valves, they then transfer it to 
weighing tank. 





100 G. P. M. are delivered by these pumps 
through 2” meters, loading truck tanks, 
pumping from transports and filling bulk 
storage tanks. 


The Gorman-Rupp Company 


305 BOWMAN ST. e MANSFIELD, OHIO 





' 
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Oil-Heat Institute of America recog. 
nizes the aid and 
assistance of a 
supply and mar- 
keting represen- 
tative—James E. 
Dyer—for what 
he has done to 
raise the level of 
oilheating. Our 
convention and 
show in New York has a new lock 
due in great measure to his forcefy/ 
and forthright statements. 

“He and his company have done ; 
lot to help oilheating as an industry 
Sinclair is among the leaders in recog. 
nizing that the successful marketing 
of heating oils includes the marketing 
and servicing of oilburners. Mr. Dyer 
believes that heating oil is one of the 
industry's most promising products 
for future profits. 

“In 1954 he alerted the entire pe 
troleum industry to the fact that ‘heat 
ing oils have long been overlooked and 
underrated.” Those of you who heard 
him make this statement know the im 
mediate reaction and effect of thos 
remarks coming as they did from the 
president of a major oil company.” 








o, 
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Most Farmers favor Oil 
for tobacco Curing 


IN A RECENT BULLETIN, the Nort! 
Carolina Oil Jobbers Association te 
ports estimates of the comparative us 
and costs of various fuels used in tobi 
co curing which show that oil is by fa 
the favored among southern farmer: 

Fuel use in tobacco curing 1s est! 
mated by the North Carolina Depart 
ment of Agriculture Tobacco Special 
ist for the year 1954 and by the Ol 
Jobbers Association for 1956 as fol 


lows: 
1954 ESTIMATES 1956 ESTIMATE’ 
% of 0} 
Number Total Number Tots 


25,000 9.0 Wood 25,000 89 

50,000 18.2 Coal 38,250 see 
187,500 68.2 Oil 191,250 68. 

12,500 4.6 Gas 25,500 9 

In regards to costs for curing, it 
estimated that the average cost Pt 
barn per curing is as follows: oh 
$18-20; oil, $20; gas, $25, whi 
would indicate that it costs 25% m™ 
to cure with gas. 
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VALUES TO LOOK FOR IN 2-WAY RADIO... 








2-Way Radio: Superior crystals and tubes for clearer 


Lo0K tor Lie 


4 Bint 


rotection 


only RCA offers you 
with a 2-way radio system 





Here’s what it means to you: 


ONE RESPONSIBLE SOURCE—for superior 3 ONE REPUTATION—for engineering leadership. 
equipment—maintained for superior 


performance Advanced features and benefits that only come 


from the pioneer in radio and electronics. 
Only RCA designs, manufactures, 

installs, maintains and services its own 4 ONE SERVICE ORGANIZATION of factory- 
mobile radio equipment. Speaker, tubes, trained technicians. 

crystals and microphone are all made 
by RCA ...as part of a complete 
system package. 


The best way to maintain peak performance 
from your equipment. 


ONE STANDARD OF QUALITY—for lasting 
and dependable equipment life. 


RCA 2-Way Radio is of highest ye 
throughout... outstanding in performance 
... built for long service, the result 

of specialization in communications. 


Marks of Quality... 


Your communications system is only as efficient as its 
components. Look for these marks of quality found in RCA 





talking, longer operation... heavy-gauge 
steel case for rugged service... advanced 
engineering, improved “RCA Microphone” 
Sor ease of operation and best 
intelligibility... color-coded tuning for 

‘1 simplest maintenance... plus factory- 
trained service available to assure 

beak performance. 


R 
SY 


2-WAY RADIO 


"9 ORIveR 
Get the facts— Mail Coupon 











In Canada: RCA VICTOR Company, Limited, Montreal 
{_] Please send me complete information on the use of 2-Way Radio in 











my business. 
® [_] Have RCA Communications Specialist make a free RADIO SURVEY of 
busi 
RADIO CORPORATION PR ee ra 
of AMERICA — 
ADDRESS 
COMMUNICATIONS EQUIPMENT city ZONE STATE 





CAMDEN, N.J. 
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Get the full story on Low-Cost | St Guide of School 
for burner Servicemen 

e A NUMBER of schools now offer prac 

tical courses in oilburner installatio 

N, 
ld lal |' BASEBOARD HEATING service and maintenance. For those Mi 
T.M. REG. U.S. PAT. OFF. re dealers interested in attending such ; | 
BRAND school or in sending employees for this . 
training, a geographical guide is given | 
below. : 
In order that the list be as complete | 
as possible we will be pleased to adj a 
the names of any schools offering Eo 
similar instruction not now included 
CONNECTICUT NEW 
Hartford: All 
Hartford Regional Technical School 
110 Washington St. Bri 
DISTRICT OF COLUMBIA 
Washington: 
Chamberlain Vocational High Schoo ‘ 
14th & Potomac Ave., S.E Bre 
Zi ILLINOIS 
Chicago: 
° Industrial Training Institute 
t e ost Beaguti U 2130 Lawrence Ave. Bre 
MAINE 
* . Portland: ; 
Base oor in America Maine Vocation Technical Institute Bro 
(Sponsored by Maine Oil @ Heating I 
Equipment Dealers Assn. 142 Free 
LOW IN COST | St.) Fa; 
You'll find the new low prices of Radiant-Ray (with UAF*) make | MARYLAND . 

it easy for you to compete successfully on every type of resi- Baltimore: : a 
dential job—small and large homes, and tightly-budgeted proj- Mergenthaler Vocational Technica 
ects. Radiant-Ray is rated and priced to help you sell in volume. (anc ae by OHI of Maryland Jam 

onsore of Maryland) 
EASY TO INSTALL Stafford Hotel 
You'll actually make more money installing Radiant-Ray than MASSACHUSETTS § 
conventional-type baseboard, because of the basic design ot Holyoke: I 
this modern radiation. The elements, enclosure, corner and eno George Bork Moi 
pieces are designed to be fitted together quickly and snugly 10 Lexington Ave. ; 
BEAUTIFUL APPEARANCE tie res Ro 
The sweeping horizontal lines of Radiant-Ray actually make the Massachusetts Trades Shops School C 
room seem longer and wider. Its subtle, unobtrusive design fits 161-163 High St. l 
equally well into a traditional or modern setting. Highly praised Boston 10 OHIO 
by architects and decorators, the clean, beautiful design of OHI of New England Clex 
ceen 6 Attetein wae Radiant-Ray is an important plus-factor in the sale. 839 Beacon St. B 
TOP PERFORMANCE ss Seen: : 
IBR-rated, Radiant-Ray is unusually efficient, has a high rating pe -— — Bs 
per lineal foot. Design insures that walls will stay free of dirt 181 Hillman st. a 
patterns. Curtains and drapes may safely be hung directly gag oo c 
REG. U. 8, PAT. OFF, over this radiation. Air turbulence is minimized. jf onan Junior School of i 
BASEBOARD RATING CODE "Unrestricted Air Flow. Mechanical Trades hd 
Easy Estimator booklet shows quick, rad Babs ney nee. B 
simple method for estimating and in- t. Louis 13 8 
stalling Radiant-Ray. Contains book- MICHIGAN | Phil 
let of tables showing IBR eoered Detroit: | 
| | Ratings, handy radiation calculation C. T. hnical High School N 
e sheets, cost sheets, product illustra- as lechnical High ochoo 3 
tions and prices, and layout of series 2421 Second Ave. Phil 
loop system. A valuable guide. Thou- (Sponsored by Michigan Petroleun | 
sands in use. Aion 
RADIANT-RAY a (42, | Detroit 26) Ph 
ae - P 
“peeing = radiant-ray i Minneapolis: | st 
vie < saan ~ William Hood Dunwoody Indusn i 
Newington, Conn. Institute MODE 
ees Te ee 818 Wayzata Blvd. Prox 
Please send me your ‘EASY ESTIMATOR" free of charge, and full information . ee 3 N 

aaah ; t. Faul: 
on Radiant-Ray baseboard Heating. St. Paul Public Schools e : 
a East Ses dssobucnpuesavatadcsuoscosbuscuedsnovt poPtGek outst ovsctesvpieer pooedgeesetisdsssteRPEGS Ramsey Annex "wes 
Kane 1703 Grand Ave. Seat 
cite a ise snsseyehonsnosvesdianioesinsin ine nonhnivathalenyeansbianninasnosisoniiol ee Meliaichins senisheoreiinabaadniataies St. Paul 5 : 
NEBRASKA a 
EE 6 ETE WE GTA ECL OCEANA AEE Ce TT EAE SEEN OE RCT ON TY SOD Omaha: 
oa E. M. Hosman, Director | Mil 
BI ss acters vtec ckeic Ascsanicesnninsisvensrnstcvesatiorsevnrsosicored DONO ice Wie ee A icnkscomavde Extension Divs. M 
i RSLS REE MEINE EI SNORT NI TORO EOE AEN HERES Omaha University I 
August 
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ice ICNOoOI!s 


g NEW JERSEY 
Atlantic City: 
l Atlantic City Board of Education 
Audubon : 
T prac. South Jersey Fuel Merchants Assn. 
lation 10 W. Tr Ave. 

chantville: 
r thos gy ort County Vocational School 
such a 6008 Browning Rd. 
for thi Newark: 

I§ Essex County Vocational School 
IS given Hall of Records 


Newark: 
Lincoln Technical Institute 


omplete 7 New Jersey Railroad Ave. 
to add Newark 5 

: New Brunswick: 

offering Rutgers University 

cluded Extension Division 



































NEW YORK 
Alfred: 
School Alfred University 
Bronx: 
Samuel Gompers Evening Trade 
School 
h School 455 Southern Blvd. 
Brooklyn : 
Berk School 
284 Atlantic Ave. 
Brooklyn 2 
Brooklyn : 
New York Technical Institute 
be Pacific St. 
Insti Brooklyn : 
Heats Brooklyn Evening Technical High 
42 Free School 
29 Fort Green Place 
Farmingdale : 
Long Island Agricultural and Tech- 














“No need to turn back 
with a Never-Clog Vac” 


Technical nical Institute 
| 520 Conklin St. 
faryland) amaica : 
y Thomas A. Edison Vocational High you’re IN...and out fast 
choo 


170 Jamaica Ave. 
Mount Vernon: 
Westchester Oil Trades Assn. 
39 Mount Vernon Ave. 
Rochester : 
s School OHI of Rochester, Inc. 
116 N. Plymouth Ave. 


with a dependable 
PULLMAN 


INEVER > CLO6’ 






























OHIO 
Cleveland : 
ee ey Institute 
ucil ve. 
in VACUUM CLEANER 
ae Depend on Pullman .. . day in, day 
poole Oregon out... for trouble free operation on the 
ol of . E. Hancock toughest jobs. No need to worry about 
PENNSYLVANIA time lost with a clogging vac because the 
Philadelphia : Never-Clog® filter bag maintains full 
Bok Vocational Schools suction all the time. This patented sec- 
8th @ Mifflin Sts. ondary protective filter sheds dirt . . . is 
Philadel phia : completely wear and tear resistant... 


the Never-Clog® lets you work non-stop. 

And the Pullman vac is fully guaran- 
teed for full time performance with no 
breakdowns. Lets you make MORE 


Modern School of Mechanics 
3228 Chestnut St. 
Petroleus Philadelphia : 
Murrell Dobbins Vocational-Tech- 

























nical School CALLS... MORE SALES .., MORE 
Lehigh Ave. at 22nd St. PROFITS every day. 
tadelphia 
' a? hia Wireless Technical In- Your customers will be ‘sold on you’”’ when 
Industria! ute : you service them quickly and efficiently with 
1533 Pine St. a Never-Clog® Vac... and a “sold on you”’ 
RHODE Isp. customer is the perfect prospect for MORE 
Prov; AND fuel oil sales, MORE profitable repair jobs, 
tovidence: and new installations. 
New England Technical Institute 
486 Broad St. 
WASHINGTON 
eattle: 
, PULLMAN 
Po of Washington VACUUM CLEANER 
5 Lloyd Blvd. CORP. 
VISCON sing 25 BUICK ST. 
Milwaukee - BOSTON 15, MASS. 
awake School of Engineering THE WORLD’S LEADING SPECIALISTS 
North Broadway IN FURNACE VACUUM CLEANERS 
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(TANK LINES | 





“i eay 


cost ess —- 300000 mil 








EASTERN 
TANK LINES, 


SOMERVILLE, MASS 


LOC. 2988 











“With our Fords, payloads average better than 65% of total weight,” says Mr. Hurley. 


“Elimination of excess weight accounts for Ford’s high pictured here gives you a choice of two lee 


payload. Yet Fords are much stronger than many saving Short Stroke V-8 engines—either oy 
heavier and higher-priced tractors. Ford materials have Torque King V-8 or the 212-h.p. Torque King 
always been the best in their class.””’ The new F-900 V-8. New Max. GCW—60,000 lbs. 
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Mr. Hurley is confident that his new °56 F-900’s will 
equal or pass the 300,000 mile mark. 


*‘A truck engine takes a beating in my 
kind of work, but this Ford Short 
Stroke engine can really take a lot of 
punishment and come back for more.” 





"| EASTERN | 
TANK LINES 


SOMEOVILLE. MASS 


2388 


leand still going strong 


says Mr. George Hurley, President 
of Eastern Tank Lines. ‘‘Some '51 and '52 Ford Tractors 
in our fleet have operated over 300,000 miles and 
are still running 300 to 400 miles a day.”’ 


es astern Tank Lines, Somerville, Mass., 

' isone of the largest over-the-road petro- 

_ leum haulers in New England. And their 

© all-Ford Fleet is among the highest in 

Miles registered every year. Each truck 

averages about 75,000 miles hauling pe- 

| troleum products between Massachusetts 
and Vermont. 

Here’s what President Hurley has to 

say about his Ford Fleet of 40 Bic Joss. 

| 1 figure my trucks as a long term in- 

a vestment. To pay off, they have to be 

able to take a real beating and give me 


plenty of dependable service. Aside from 
big truck ruggedness—Ford has the 
POWER and GO to take off faster and 
cruise more easily than other trucks 
with bigger, more expensive engines. 
In short—Ford Trucks spell out big 
performance at low maintenance and 
operating costs.” 


When you take everything into con- 
sideration . . . initial cost, resale value, 
operating and maintenance costs, and 
the fact that Ford Trucks last longer, 
you'll agree Ford Trucks cost less. 


URD TRUCKS LAST LONGER 


Using latest license registration data on 10,502,351 trucks, life insurance experts prove Ford Trucks last longer. 


loil 






























how PREMIER furnace cleaners 
cut your labor-time costs 





Labor-time takes 90% of your mainte- 
nance cleaning costs. PREMIER saves 
you money because it reduces that 
time. Here’s how: 

1 You spend less time on each job be- 
cause of special pleated filter design. 
The filters in PREMIER machines are 3 
times larger than others . . . 3 times 
more working-filter area than other 
makes. This saves time . . . boosts 
profit of each job. Notice this machine 
is half the size of ordinary cleaners, yet 
holds a full half bushel. 


2 PREMIER equipment is practically 
maintenance-free because their special 
built motors are well ventilated to run 
cooler. Extra air flow over the motor is 
possible also by the exclusive “‘3-times 
larger”’ filter. This means longer motor 
life. 


3 All models are completely equipped 
withstandard attachments. Special tools 
for out-of-the-ordinary jobs are also 
available. 


PREMIER YOUR BEST BUY 


4 Low initial cost due to high volume 
of sales. Fine engineering design born 
of years of experience have made PRE- 
MIER machines the preference of clean- 
ing men. 


5 Listed by Underwriters’ Laboratories 
and Canadian Standard Ass’n. 
“Oxtp RELIABLE” —first and most fa- 
mous Premier furnace and air-con- 
ditioning cleaner (P-908F) with ex- 
ternal filter bag for “hot jobs” now 
also is available with new 3-times- 
larger internal filter. For information 
on all Premier furnace and air con- 
ditioning cleaners, write today for 
Folder FB14. 


Fem 


PREMIER COMPANY 
Dept. 506 


955 Woodlawn Ave., St. Paul 1, Minnesota | 


35 Gerrard St. West, Toronto, Canada 
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White is elected President 
of Petroleum Foundation 


L. T. WHITE was elected chairman of 
the Petroleum Education Foundation 
at its annual meeting in June, suc- 
ceeding Kenody Ware. White is a di- 
rector of business education for Cities 
Service Co.; Ware is New York Divi- 
sion manager for Sun Oil Co. The 
new vice-chairman is George Savory, 
Savory Oil Co., Binghamton, N. Y.; 
treasurer is John Albright, Socony 
Mobil Oil Co., New York, and the 
secretary is Betty Hawley Donnelly, 
director of vocational education, New 
York City school system and trustee 
of the University of the State of New 
York. 

The substantial change discussed at 
the meeting is the fact that the Foun- 
dation is now national in scope 
through an authorization of the U. S. 
Attorney General, whereas it had 
previously been active only in New 
York State. 

The group’s principal responsibility 
has been a two-year college course in 
petroleum marketing at the New York 
City Community College. In addition 
it has been instrumental in setting up 
a series of educational commissions to 
sponsor courses at vocational training 
schools. One such commission has oil- 
heating courses in the Samuel Gom- 
pers and Thomas Edison vocational 
high schools of New York City. A 
third such course will be in the new 


William E. Grady Vocational School 


| opening in Brooklyn next February. 


Other commissions look after voca- 
tional courses in service station opera- 
tion and in lubrication practices. 

During the past semester there 
were 71 students in the Petroleum 
Distribution courses at the college... 
27 of these were graduated in June. 
The fall quota of 30 new admissions 
is filled. 

From the oilheating courses in 
vocational schools there were 36 June 
graduates from the Gompers and Edi- 
son schools. All have jobs and for next 
fall there is a waiting list larger than 
the capacity of the courses. There 
were seven awards of $100 each for 





high standards in the completed 
| courses given by Paragon Oil Co., 
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Brooklyn, of which Henry Schwart, 
is president. 

There were also four $100 award, 
for excellence from the Foundation to 
graduates of the college course, Th 
recipients were Morton Perlman 
Stephen Sabella, Arthur Blaker anj 
Eugene Golda. 

A committee was appointed by 
White to develop a booklet or bro 
chure setting forth the record and th 
aims of the Foundation for the bene. 
fit of those in other states who may ly 
in position to be helped by the group, 
The members are Ben Ames, Paragon 
Oil; William Bennett, Industrial Bank 
of Commerce; Ray L. Brickey, Es» 
Standard Oil Co. and Robert Gray, 
FuELoi & Oi Hear. 

The University of Western Mich 
igan at Kalamazoo will be starting 
a two-year petroleum distribution 
course in September of this year, the 
second such college course to be helped 
by the Foundation. 





L. T. White, left, Cities Service i 
Co. and chairman of the Petrolewn 
Education Foundation, presents 
Arthur Blaker, right, four $100 checks 
as awards for outstanding gradual 
of the Petroleum Distribution Section, 
New York City Community College. 
Arthur Torchio, center, senior os 
officer, watches. In addition to Blaker, 
Morton Perlman, Stephen Sabella 
Eugene Golda received awards fore 
cellence. All were in the graduatit 
class in the Petroleum Distribution 
tion, Industrial Distribution Dept" 
the College. 







































Here’s your answer to the heating problem in today’s 
modern, one-story homes — Heil’s great new DF-2 


INTRODUCING! = ‘Boor panel beat distibaten eystene, araen 


DF-2 offers snug heating comfort for snug quarters — 


and, as one of the Parkway series, pleases even the 
watt; a £ r e a t N E W trimmest heating budget. 


atl Utilizing the latest principles in counterflow design, 
tion to 
e. The 


the new DF-2 draws in air from above . . . filters and 
timan, 


circulates it slowly past many heating surfaces .. . 
ca counterflow 


discharges the uniformly heated air through 
a duct system below the floor. 

ed by 

or bro 


ind the 
e bene: 
may be 
group. 
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al Bank 
y, Eso 
t Gray, 
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Model DF-2 Oil-Fired Counterflow 
Parkway Winter Air Conditioner 


® Sound Construction . . . from top materials and workmanship! 
© Modest Space Requirements . . . OK'd for closet or alcove spacel 
e ® Economical Installation . . . pre-assembled and pre-wired! 
maximum heat © Extreme Accessibility . . . all vital parts in easy reach! 
© Efficient Combustion . . . “Focused Flame” saves fuel money! 
S e ©@ Maximum Heat Transfer . . . 16% broader contact surface! 
ce in minimum floor space © Quiet Operation . . . real “whisper’’ quiet! 
ee ® Good Looks . . . complements any utility area! 
* 
pe , delivers a RATING DATA 
00 e * ’ Bonnet Capacity, BTU per hour................: 112,000 
grag stead Normal Air Delivery (at 90° rise) CFM.......... 1,090 
1 ol y sales current " 0) Wialeney TR eas +s oc nv cs drusueucneas. 1.0 
0 . 
fre: clas Write for Specifications sheet. 


ro Blaker, 

ab — THE Co. 

ds for ex’ 

raduatit Buyers waist ou. Nesting. e 3083 W. Montana St., Milwaukee, Wis. _ Hillside, N. J. 
yution of” SALES OFFICES: Union, N.J.; Atlanta, Ga.; Cleveland, Ohio; Chi- 
ge f Abit Delors offer them HEIL! cago, Ill.; Milwaukee, Wis; Kansas ‘Cit 3 Mo:: Denver, Colo.; Dalles, 
, sii Texas; Los Angeles, Calif.; Seattle, Wash. 


The Heil Co. is a member of OHI, GAMA and an associate member 
of NHWA. 
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WATCH | 


..FOR NEW | 

















q NEW UTILITY UNITS- 
require minimum floor space! 
Perfect for closet or utility 
room installations. Both ol 
burner and controls can & 
inspected and serviced from 
the front. 





NEW COUNTERFLOW } 
UNITS— 

especially designed for perin- 
eter type residential heating 
systems. Warmairis discharged 
from bottom of unit—requitt 
minimum amount of ductwork 





NEW BASEMENT UNITS— 

for simple installation in new or existing 
homes where overhead clearance is limited. 
Exclusive pressure-atomizing oil burner 
delivers maximum fuel burning efficiency. 








SU UNITAIRES—3, 5 or | MUUNITAIRES—10 and RU UNITAIRES— water RO-RG UNITS—foreco- CAC CON DENSI! 

8-ton commercial units 15-ton commercial units or air-cooled air condi- nomical, year-round UNITS—convert 4 

for installation with or with dual 50% or 100% tioners for residential residential air condition- and 5-ton Westin 

without ductwork. refrigeration circuits. use, - ing. Require minimum Unitaires to water 
space! cooling. 
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WESTINGHOUSE 


FURNACE PROFITS! 





Here it is! This complete Oil Furnace Line offers 
extra sales opportunities. Lets you profit with 
Westinghouse Air Conditioning, too! 


Now, add new profits with Westinghouse! There’s a furnace for every 
residential location—basement, utility, counterflow units. They’re factory 
assembled for quick, economical installation. What’s more, they are engi- 
neered to link-up with the Westinghouse “‘Extra-Capacity” air condition- 
ers—giving you a peak season profit combination throughout the year. 
Best of all! Westinghouse Dealers are backed with the most comprehensive 
prestige-building program in the industry—S2 weeks of the year. 


Only Westinghouse Gives You Selling Help Like This! 


“WATCH WESTINGHOUSE” — 
a dynamic ad campaign in national magazines, newspapers, radio, 
TV ... builds your prestige and profits as a Westinghouse Dealer! 


STUDIO ONE— 
most honored dramatic show on TV builds Westinghouse and you 
... week after week in your home town! 


PRESIDENTIAL CAMPAIGN TV COVERAGE— 
biggest TV audience of the year. Sells for Westinghouse Dealers 
right through the ’56 heating season! 


e- for year-round sales! 


ACU UNITS—need no 

Water! Designed to link- 

Up with these new fur- 

haces to give complete 

year-round home air 
ioning. 


CALL OR WRITE YOUR WESTINGHOUSE DISTRIBUTOR FOR COMPLETE INFORMATIONI 


WATCH 
WESTINGHOUSE! 


COVER THE CONVENTIONS ON CBS TV AND RAD/O 


WESTINGHOUSE ELECTRIC CORPORATION, AIR CONDITIONING DIVISION, STAUNTON, VIRGINIA 
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World’s Largest 


Manufacturer 
of the 
Greatest Variety of Designs 


Soarktrose? 
a a aati 


Pioneer 
with Standard Types 


Soarktrose? 
342s 


Leading Supplier 
to Oil Burner Manufacturers 


Soarktrese? 


IMPORTANT 
to Service Organizations 


All Jobbers in Dielectric’s nation-wide 
system of distribution carry carefully- 
selected, well-balanced inventories of 
Sparktrodes in steady demand — all the 
designs most likely to be called for in 
the areas they serve. In almost all cases, 
they can, therefore, fill your orders direct- 
ly from stock. Backing this service are 
Dielectric’s unmatched facilities for making 
SAME-DAY SHIPMENT to them on 175 
special designs, as well as Five Standard 
Types pioneered by Dielectric, for appli- 
cation to 144 oil burner brands. When 
you order Sparktrodes from a Dielectric 
Jobber, you are assured of finest quality 


equipment and fastest service. 


DIELECTRIC 














7-56-13 


PRODUCTS COMPANY, INC. 


Jersey City New Jersey 








14 technical Papers summarized 
at ASHAE semi-annual Meeting 


OURTEEN technical papers on prob- 
lems related to heating and aircon- 
ditioning were heard by members of 
the American Society of Heating and 
Air-Conditioning Engineers at their 
semi-annual meeting June 18-20 at the 
Shoreham, Washington, D. C. 
Complete copies of the papers, which 
are here summarized, may be obtained 


|1com ASHAE headquarters, 62 Worth 


St., New York 13, N. Y. 

A report on the availability of hot 
water and graphs for figuring summer 
and winter operating costs for external 
tankless type heaters and for internal 
and external storage type heaters were 
contained in the paper, “Comparative 
Performance of Indirect Water Heat- 
ers,” by L. L. Hill, development engi- 
neer, Minneapolis Honeywell Regula- 
tor Co., and Warren S. Harris, re- 
search professor of mechanical engi- 
neering, University of Illinois. 

Since an automatic washing machine 
places one of the heaviest demands on 
a hot water heater, the authors studied 
both storage and tankless type heaters 
in tests simulating washing machine 
demands for hot water, both as to 
quantity and frequency of draw off. 

The paper includes a summary of 
the effects of control setting, tank size 
and inlet water temperature on the 
maximum number of loads of clothes 
which could be washed in succession 
which data are shown in graph and 
chart form. 

Further information pertaining to 
panel heating and cooling applications 
with a more general approach to design 
was offered by an analysis of convec- 
tion and radiation components of the 
total heat exchange at all surfaces of a 
room heated by warm panels as ex- 
plained in the paper, “Natural Con- 
vection and Radiation in a Panel- 
Heated Room.” The results of the 
study, conducted by T. C. Min, Lester 
F. Schutrum, George V. Parmelee and 
John Vouris, all of the ASHAE Labora- 
tory staff, may be useful, with certain 
limitations, in solving panel heating 
problems of various degrees of com- 
plexity. 
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The treatise, “Heat Requirement, 
of Snow Melting Systems,” by Willian 
P. Chapman, engineering sales servic 
representative, and Samuel Katunich, 
metallurgical research engineer, in 
cluded a description of experimental 
work to substantiate a proposed equs 
tion for determining heat requirements 
for snow melting systems, equation 
developed, and the authors’ conclusions 
on the results. The authors also deter. 
mined the amount of heat necessary 
to maintain an above-freezing slab sur 
face temperature during periods of no 
snowfall. 


In “Small-Pipe Perimeter Heating in J 









a Residence,” Donald R. Bahnfleth, 
research associate in mechanical engi 
neering, University of Illinois; Herbert 
T. Gilkey, NWAHAA, and Chuan F, 
Chen, University of Illinois research 
assistant in mechanical engineering, re 
ported the following conclusions: 


Adding Heat 


That adding heat to the basement 
did not affect the room-to-room tem 
perature balance, made only small im 
provement in room-air temperature 
gradient and differentials, caused a 
increase of 12% in fuel consumption; 
that floor-surface temperatures were 
satisfactory without heated basement 
except near exterior walls; that, in 
comparison, the perimeter system pry 
vided better temperature differentials 
and gradients than did the high side 
wall system. 

The thermal response method of 
more accurately calculating heating 
and cooling load requirements of built 
ings was described in theory and prt 
tical application in a paper presented 
by W. R. Brisken, manager advant 
engineering, commercial and industria 
airconditioning dept., General Electr 
Co., and S. G. Reque, GE - 
analysis engineer. The authors 
cated that a simple application m 
may be developed through the use d 
thermal response which will avoid 
customary dependence on outdoor de 
sign and other experience factors. 

In designing air distribution sys#™ 
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When we introduced our new ServiceSaver Fuel-unit, a few 
weeks ago, we proceeded with some caution. Not because 
we had any doubts about the performance of the units: we 
knew how efficiently the new self-cleaning, non-clogging 
rotary filter operated. More than 8 years of field testing had 
proved that. But we didn’t anticipate the tremendous inter- 
est that has followed our announcement of the new unit. 

And so what happened? Everybody “wants in.” Manu- 
facturers, wholesalers and dealers have asked—even insisted 
—on securing new ServiceSaver Fuel-units immediately. 

Unfortunately, we can’t supply everyone immediately. 
Even with our production greatly increased over the original 
schedule, we will be able to supply only a part of the demand 
during the balance of 1956. 

Fortunately, however, we have continued—even increased 
—our production of the 8000 Series Fuel-units that have set 
the pace for dependable performance and easy servicing. 

So, if you’ve been disappointed by our inability to meet the 
demand for ServiceSaver Fuel-units, we apologize—and urge 
you to continue ordering the 8000 Series units. Right now, 
we have “‘a bear by the tail,” but we’ll soon figure a way out. 
When we do, everyone—including ourselves—will be happy. 


For data on the 8000 Series Fuel-units, write for Bulletin A8A2; 
for data on the ServiceSaver units, ask for Bulletin A9A1. 
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RACINE WISCONSIN 
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it is of primary concern to know the 
crosssectional velocity distribution and 
the maximum velocities encountered at 
2 given distance from the nozzles. 
Where two parallel air jets are dis 
charged each behaves independently 
until a point is reached where they in- 
terfere. Estimation of air stream inter- 
ference caused by grilles or other out- 
lets located near each other is possible 
through the use of equations included 
in the paper, “Air Velocities in Two 
Parallel Ventilating Jets,” by Alfred 
Koestel, assistant professor of mechani- 
cal engineering, and John B. Austin, 
Jr, assistant professor in heat power 
engineering, Case Institute of Tech- 


nology. 
Water Vapor 


In their paper, “Dependence of 
Water Vapor Permeability on Tem- 
perature and Humidity,” S. C. 
Change, Central Institute of Health, 
Peking, China, and Neil B. Hutcheon, 
assistant director, division of building 
research, National Research Council 
of Canada, discuss ways of correlating 
dry-cup and wet-cup permeance data, 
which provides the necessary perme- 
ability coeficients for the isothermal 
case, 

“Effect of Unbalanced Air Pressure 
on Permeance” outlines a number of 
tests made by Frank A. Joy, professor 
of engineering research, Pennsylvania 
State University, and D. R. Fairbanks, 
engineer, Carrier Corp., which led 
them to the conclusion that applica- 
tion of a vapor barrier in today’s 
houses should be highly efficient and 
its cost can be justified. Since today’s 
smaller and more tightly-built homes 
ave less opportunity for the harm- 
less escape of moisture which can cause 
exterior damage and mold formation 
within frame structures, the moisture 
condenses on windows and in hidden 
Places unless a vapor barrier prevents 
its entrance. 

Problems involved in harnessing 
solar energy were described by Rich- 
atdC. Jordan, professor and head, and 
James L, Threlkeld, associate profes 
fr, department of mechanical engi- 
neering, University of Minnesota. 

The heat pump provides a means 

fecovering solar heat and, when 
Properly designed, the ground grid 








TAKE A 


GOOD LOOK 


AT YOUR ADVERTISING! 


Suppose you were a prospect for fuel oil . . . or needed 
a furnace repaired... what would you do? If you 
did what most people do — you’d look in the ‘Yellow 
Pages’ of the telephone directory. 


Do you know there are several different ‘Yellow 
Pages’ classifications producing business for fuel oil 
dealers? Make sure you are cashing in on all the 
headings that can bring more sales for you. 


Take a good look at your ‘Yellow Pages’ advertising 
today and make it easy and convenient for buyers 
to locate your business in the ‘Yellow Pages.’ 
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i Find Your 

Nearest Dealer 
In The 


‘Yellow Pages’ 
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Advertisers of branded products are using this 
emblem to tell prospects how to find their dealers. 

















Would you like some good sales ideas? Suggestions from your ‘Yellow Pages’ represen- 
tative on his next visit will help you to improve your Classified Directory advertising. 
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FURNACE CLEANER 
.-- Get the 


SOOTMASTER 


Filter Unit 





SOOTMASTER Filter Unit, de- 
signed for easy installation in 
container of G. E. and Premier 
Furnace Cleaners, eliminates 
the outside bag. Gives double 
protection against leaks and 
blow-outs. THROW-AWAY 
BAG provides a safe and easy 
method of dirt disposal. 


Complete with 19 throw- 
19 


away bags and quick- 
release tie-cord. 

© Order from your jobber 

© jobbers’ inquiries invited 


Master 


INC. 


puerly Cco., 
HAVERSTRAW, NEW YORK 








often proves the best available and de- 
pendable heat source. The paper, “In- 
termittent Ground Grids for Heat 
Pumps,” by George S. Smith, professor 
in electrical engineering, University of 
Washington, reported on experimental 
studies of a ground coil under inter- 
mittent operation with simulated nor- 
mal heating use. 

A discussion of problems associated 
with intermittent heating and cooling 
of buildings was contained in the paper 
of P. L. Pfennigwerth, instructor in 
mechanical engineering, and Merl 
Baker, director and professor of me- 
chanical engineering, University of 
Kentucky. An explanation of the ap- 
plication of the finite differences meth- 
od for analyzing such problems was 
given. 

Results of a study on performance 
of one-row tube coils with thin-plate 
fins, low velocity forced convection, by 
D. G. Shepherd, professor, thermal en- 





I-B-R will build testing 
Laboratory at Urbana, Ill. 


A HIGHLY SPECIALIZED testing labora- 
tory will be built at Urbana, Ill., for 
the Institute of Boiler and Radiator 
Manufacturers. The lab will provide 
check tests on baseboards and finned- 
tube type of radiation where I-B-R rat- 
ings are involved, supplementing orig- 
inal tests conducted by individual 
manufacturers. 

According to Robert E. Ferry, In- 
stitute general manager, the test lab 
will involve expenditures of approxi- 
mately $75,000. Preliminary sketches 
indicate that the building will be a 
one-story structure except for the por- 
tion containing the testing booths, 
which will be two stories. About 2,500 





gineering, Cornell University, was pre 
sented in a paper confined to the char. 
acteristics of such coils in which th 
effect of tube size, spacing and loc, 
tion, effects of fin size, spacing ang 
thickness were explored. 

The first of a series of papers op 
odor perception in airconditiones 
spaces, “Temperature and Humidity 
Effect on Odor Perception,” by Wi 
liam F, Kerka and Clark M. Hum 
phreys, of the ASHAE Laboratory staf, 
was a report of studies conducted with 
concentrations of odors in test rooms 
at the ASHAE Research Laboratory, 

John R. Watt, associate professor 
of mechanical engineering, and R. A, 
Bacon, assistant professor of mechani: 
cal engineering, both of the University 
of Texas, described indirect evapora 
tive coolers in use 20 years ago and five 
such coolers built and tested by the 
University in 1952 and 1953 as to 
capacity and other performance data. 





sq. ft. of floor space will be included 
in the building which will be located 
on an acre site. (See above photo.) 

Warren S. Harris, associate research 
professor of mechanical engineering, 
who conducts the 1-B-R research pro 
gram at the University of Illinois, wil 
supervise the lab until a permanent 
director is named. 

“This laboratory will not be as” 
ciated in any way with the University 
of Illinois as the I-B-R research program 
is,” Ferry announced. “It will b 
owned and operated solely by 1BR.” 

Indications are that five people will 
be employed on a full-time basis. The 
property and building have been a 
lected and designed so that expansion 
will be possible for other types of heat’ 
ing and cooling testing. 
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Put Dollars in their Pockets 


That’s the Way this leading oilburner Merchandiser gets Salesmen who are Closers 


by 
V. M. Douglas 


HERE WAS NO INDICATION of the 

hustle and bustle one might ex- 
pect in the office of one of the world’s 
largest retailers of oilburners. Henry 
Malfitano, sales manager of Silent 
Automatic Heating & Cooling Co., 
sat in his comfortable office at 4318 
West Chicago Avenue in Chicago. 


When asked what he considered 
the primary reason for the high sales 
volume of the company, he replied, 
‘Dollars put into salesmen’s pockets.” 
No one could argue against this idea, 
but it might be interpreted in several 
ways, so Malfitano further explained 
Silent Automatic’s sales policy. 

Every salesman must be a closer. 
Nothing else matters, as long as the 
sales are made legitimately. Young or 











Cooling Market too big to Ignore 


1 Be ARTICLE above presents methods and policies of a successful 
oilburner sales organization in the hope that others in the field 
will find the ideas useful. But this is the “Silent Automatic Heating 
and Cooling Co.” What about airconditioning? 

Many in the industry are studying the question, “Can a heating 
organization, including sales, installation and service, work with oil- 
burners for part of the year and then become an efficient aircon- 
ditioning organization for the remainder of the year?” That question 
was put to O. K. Moore, president of Silent Automatic Heating & 
Cooling Co. He answered with a frank, “I don’t know,” then 
explained: 

“Prior to this year we were skeptical, thinking perhaps the Timken 
line of equipment for airconditioning was not extensive enough for 
us to do a good job. Then we were offered two complete lines of water 
type and air type conditioners suitable for all domestic and light 
commercial cooling purposes. Timken had given us what we thought 
we needed. We had to decide on our policy for we knew aircon- 
ditioning would not wait for anyone.” 

He continued, “We did not want two separate organizations, each 
with a slack season. We were aware of the different technical 
demands. We expected some overlapping of seasons. We would never 
know what we could do without getting our feet wet. The market 
was too great to ignore. We had a lot of confidence in the ability and 
adaptability of our organization.” 

“So you jumped in, Mr. Moore?” 

No, we are still crawling before we attempt to walk, but we are 
definitely in the airconditioning business. Many of our oilburner 
customers have proved to be good prospects for airconditioning. We 
are sparing no expense to sustain our reputation, and if we make 

ginner’s mistakes, we pay for them, not the customer.” 

This somewhat conservative approach left a first impression of 
caution, with the possibility that there might be an element of “trial” 
in the operation, until Moore said, “The market is unlimited, and 
our experience leads us to believe that the people in our organization 
can and will adapt themselves to successfully carry on airconditioning 
work. I predict that within two years our airconditioning business 
will exceed our oilburner business in both sales volume and profit.” 


— 
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old, fast talking or slow talking, large 
or small, good looking or funny look- 
ing, it makes no difference as long 
as salesmen bring in orders. They must 
be closers. Any salesman can talk, 
many make friends easily, some are 
excellent engineers with all the me- 
chanical answers; there are those who 
are extra hard working, others who 
know the right people. Even though 
a salesman is ingenious, persuasive, 
persistent and has all the known quali- 
fications, if he is not a closer, he does 
not remain on the sales staff of Silent 
Automatic Heating & Cooling Co. 

“We spend a lot of money for ad- 
vertising to get prospects. If our sales- 
men do not close those prospects he 
wastes his time and our money.” Mal- 
fitano does not wave his arms and 
shout. Ask him a question and the 
answer is usually ready when the 
question is finished, 

Any sales manager reading this 
may have the question in his mind, 
“Splendid theory, but how do you get 
these sure-fire closers?” Malfitano’s 
answer, “Put dollars into their pockets 
and they will come to you.” He con- 
tends that it is well known in the 
industry, locally, what firms are get- 
ting high volume sales, and high vol- 
ume means high pay for commission 
salesmen. 

Many good salesmen in the Chicago 
metropolitan area are not getting half 
as many dollars put into their pockets 
as the salesmen who work with Malfi- 
tano. If you have an oilburner sales 
organization in Boston, New York, 
Detroit, Minneapolis or Seattle, it is 
possible that some of the ideas or prin- 
ciples used in Chicago may prove in- 
teresting. 

First, this leader of sales does not 
believe in an enormous sales staff. Too 
many salesmen for any given number 
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of prospects means that each salesman 
receives too few of the leads obtained 
by the company. Of course, the sales- 
men may dig up as many prospects 
as they are able, but the advertising 
done is responsible for many good 
leads and it is better not to spread 
them too thin. 

Silent Automatic has seven sales- 
men at present, in addition to Malfi- 
tano. (He is also a salesman, as will 
be explained later.) It is the intention 
to have one man on the floor each day 
of the week. Every prospect who tele- 
phones or walks in, is the exclusive 
property of the man on the floor. 

You may wonder what is required 
(other than sales) of the salesmen on 
the six days they are not on the floor. 
They are selling to prospects. Every 
prospect’s name is filed and all sales- 
men must respect priority rights. 

How do they get more prospects? 
A company which has been in business 
for 23 years, doing a good sales job 
has a lot of burners installed. Each of 
these burners is providing heat auto- 
matically to one or more persons. Most 
of these owners have friends or 
acquaintances with homes which 
should have an oil burner. Almost any 
prospect is within walking distance of 
one of their burner installations. 

A salesman with a pleasing per- 
sonality does not stop with a friend or 
acquaintance, but knows there is an 
almost endless chain of a friend of a 
friend of a friend. No salesman has 
a restricted territory. A good part of 
the success of a salesman who starts 
with leads from a satisfied owner, is 
due to the fact that there are many 
satisfied owners. 
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These owners might not be as well 
satisfied if it were not for good serv- 
ice and installation provided by the 
company. About 60% of their cus- 
tomers are on an annual service con- 
tract, which affords an opportunity to 
keep their burners performing well 
and in presentable condition. Many 
which are not on a contract basis have 
an occasional call and service men do 
not miss an opportunity to make the 
best of their call to insure continued 
satisfaction. 

Service calls have been made with- 
out charge, as a matter of good will, 
even though payment might have 
been justified. The good will estab- 


The sign in front says: “GAS — Hpaz 
— OIL” but is somewhat misleading, 
A customer may walk in as a prospect 
for gas heat but, chances are, he'll wa] 
out sold on oil. Ninety-nine percent 
of the salesman’s effort is devoted tp 
selling oilburners, even though he has 
both gas and oil to offer. Below, Mg), 
fitano looks over Twin-Boiler installa 
tion—the boilers are alike but one feq 
tures a rotary oilburner and the other 
a gun type burner, both Timken, ) 


lished has paid many dividends. 
Companies handling coal and ol, 


or oil exclusively, are another source 
of prospects. They hear of many prox 
pects, and are glad to refer them to 
salesmen who are good closers. It is 
only natural for them to refer prox 
pects to burner salas companies which 
do not handle fueloil. It is customary 
for oil companies to pay /2¢ per gal 
lon to burner salesmen for all oil de 
livered to customers presented by 
these salesmen. This is a personal deal 
and the sales commission usually com 
tinues as long as the oil dealer 
tains the account, These and other 
methods of obtaining leads are not 10° 
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unusual. Perhaps a few minutes with 
the sales department in action will 
prove enlightening. 


Daily Accounting 


Every morning, each salesman re- 
ports individually to the sales man- 





cannot close enough prospects are not 
kept on the sales staff. Too many fail- 
ures mean the salesman’s job is ready 
to be taken by another good salesman 
who can close and who is waiting for 
a chance to make good money. 

The salesmen are paid a straight 
commission on the total sale price of 





Sales manager Henry Malfitano catches up on dictation to his petite secretary 
Frances Gargano after salesmen have made their individual, daily reports on 
previous day’s efforts and the results. 


ager, between 8:30 and 9:00 o'clock. 
It will be realized that when seven 
men give a detailed account of their 
previous day’s efforts within 30 
minutes, they are not standing around 
telling yarns. That is where the big 
book on the desk of the sales manager 
comes into action. That book has every 
prospect listed. Each morning the 
name of each prospect of each sales 
man receives a notation, sold or not 
sold, and if not, why not. Once a week 
there is a general sales meeting, where 
problems can be aired and discussed. 


It is the individual report each 
morning which is most responsible for 
the successful sales operation. The 
salesman is expected to report truth- 
fully when he thinks he can do no 
more to sell a prospect. Then the sales 
manager puts that prospect on his own 
personal list and takes over. 


Just recently Malfitano stated that 
he had been out until eleven o'clock 
the previous night and closed two 
Ptospects which had been given up 
by salesmen. The commission on sales 
made by the sales manager goes to the 
salesman who originally had the pros- 
pect—"Putting dollars into salesmen’s 
pockets,” 

Would this procedure make sales- 
men indifferent to closing their own 
Prospects? Not at all. Salesmen who 


every job they sell. Before going any 
further, it should be explained, every 
salesman is a “Heating Engineer.” 
That is his title, it is on his business 
card, he must qualify as such before 
he is employed. To qualify it is not 
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necessary for him to have an engi- 
neering degree from any college. He 
must be a heating engineer to the ex- 
tent that he knows the fundamentals 
of oilburning and the installation of 
heating equipment which will provide 
efhcient performance. The salesman, 
or heating engineer, actually both, re- 
ceives 15:% of the total installed price. 

But, you may ask, who figures the 
price of the job? The salesman. 

Who checks the estimate? No one. 

Why? Because the salesman wants 
the price as high as possible, to give 
him a commission as high as possible. 

Why doesn’t he make it unreason- 
ably high? Because competition would 
be right in there grabbing the customer 
he has sold on burning oil. 

What is to prevent him from cut- 
ting prices, or chiseling, to cinch the 
job? He makes his estimate of the job 
based upon established prices of all 
parts such as burner, tank, oil piping, 
wiring, in fact a standard price has 
been established for any parts or labor 
which might be involved for almost 
any kind of installation. If any part 
of the installation price is overlooked, 
omitted or underpriced, that amount 

(Please turn to page 152) 





The large, well-lighted display room is so arranged that prospects must pass all 
the company’s equipment conspicuously displayed to reach the salesman on duty, 
or the sales manager. 











by 
R. H. Collacott* 


| ee A GREAT MANY YEARS, when- 
ever business was pretty good, 
any of us could go to a marketing 
meeting of any 
sort and hear that 
we were about to 
emerge into a 
market. 
The obvious con- 
clusion was that 
we had enjoyed 
the comfort of lax 
competition long 
enough. 


buyer’s 





This warning was usually followed 
by a string of cliches such as that the 
time had come to roll up our sleeves, 
our salesmen must now get on their 
toes, and so on. As tiresome as those 
remarks have become, we must admit 
that for four decades, with only a few 
uncomfortable interruptions, problems 
of supply have demanded our atten- 
tion just about as much as those of ag- 
gressive marketing. The current fore- 
casts of total demand persuade us that 
this expansion of the industry will not 
stop for some time to come. 


That does not mean, however, that 
various sized pockets of intense sales 
resistance may not develop. Indeed 
they already have, and since this par- 
ticular meeting is concerned with fuel- 
oil sales, I need hardly point out where 
some of the most impressive of these 
pockets have occurred. 


The rapid expansion of the long 
distance natural gas transmission lines 
has brought a none too welcome new- 
comer into many areas heretofore 
served very happily and we believe 


*Director of Public Relations, Standard 
Oil Co. of Ohio, Cleveland. This is a con- 
densation of a paper sponsored by the Fuel- 
oil Committee, API, presented before the 
general marketing session at Atlanta, Ga., 
May 21. 
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How Oilheating grows 
in a cheap gas State 


Decline of Coal and ex-urban Expansion have blessed Fueloil in Ohio 





satisfactorily by distillate heating oils. 
Such a development, of course, forces 
us to examine our own operations to 
see if years of soft living have led to 
an accumulation of unnecessary fat. 

We in Sohio were actually born 
into such an atmosphere. Our market- 
ing of domestic heating oils was pre- 
ceded by a fairly extensive natural 
gas service and what progress we have 
made in enlarging our market fur- 
nishes a beautiful example of co-exist- 
ence. We may not have much to offer, 
but like the erratic psychic bridge 
bidder who has landed in the wrong 
spot so often that he has learned how 
to play it, we are glad to recount our 
experience for what it is worth. 

I would suppose that anyone might 
profit from a careful study of Fred 
Burroughs’ article in the January is- 
sue of FUELoIL & Or Heat in which 











first time. A second is to examine that 
experience to see if any methods 
of meeting such competition have 
evolved over that time, and a third jg 
to see if any such techniques have been 
developed, whether or not they are 
transferable. 

The most obvious factor favoring 
the fueloil marketer is that the gas diy 
tributing system does not extend to 
every area. But even here the figures 
show that the enemy is closing in on 
us more rapidly than we may suspect. 

From the survey of residential gas 
service made by the American Gas Ay 


‘sociation we learn that out of a total 


of 2,400,00 dwelling units in Ohio, 1, 
481,000 or 61% were residential gas 
customers. Matching up against those 
figures the report of the 1950 census 
of housing data that approximately 
780,000 dwelling units of both cer 








In Ohio, marketing of fueloil was actually preceded by exten- 
sive natural gas service—enlarging the oilheating market then be- 
came a matter of not so peaceful co-existence. The result has been 
that in the face of gas prices, which are among the lowest in the 
country, oilheating has shown consistent increases in sales. 








he analyzes 29 oilheating markets east 
of the Rockies. That shows, for in- 
stance, that in Toledo which is fairly 
typical of the Ohio market 79% of 
the fueloil is distributed by major oil 
companies. All of these companies of 
course market gasoline in greater 
quantities than fueloil. But since that 
study shows that 92% of the fueloil 
marketers sell gasoline as well, it can 
be seen that the completely independ- 
ent distribution of fueloil so common 
in many other areas is no significant 
factor in that market. 

There are several reasons why we 
have been asked to present our experi 
ence here. One is, as I have mentioned, 
that we have been dealing with a form 
of competition a long time with which 
many of you are being faced for the 


tral and non-central heating types used 
gas for home heating, we can calcu 
late that some 700,000 homes actually 
had gas service available through a 
meter but had not elected to use it for 
domestic heating. 

Many of these already are heating 
oil customers but no matter what theif 
fuel was in 1950, those 700,000 homes 
plus the 780,000 already heating with 
gas did not constitute a very promis 
ing list of prospects for domestic heat 
ing oil. 

This reduced the 1950 potential 
market to something a little less than 
one million dwellings of which 80,000 
already were users of fueloil. Dismis* 
ing the small number of miscellaneous 
and sub:standard homes the market for 
heating oil for the ensuing years 
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represented by the new homes to be 
built and the larger number of coal 
ysers. These latter were reported in 
the 1950 census to be 880,000 central 
and 342,000 non-central heating units 
and which still comprised 54% of the 
total in that census. 

In showing what has happened since 
| should like first to go back to 1940 
when the census of housing of that 
year showed only 9,000 homes with 
central oilheating and 71,000 with 
central gas heating in the entire state. 
At that same time there were in exist- 
ence in the eastern states several dis- 
tributors whose business alone was 
greater than the entire Ohio market. 
The City of Detroit was said to repre- 
gnt at that time a market measured 
ona per capita basis six times that of 
the State of Ohio. 

Percentages based on those small 
1940 figures therefore are meaningless 
but I don’t believe that is true of those 
based on the figures of 1950. By the 
latter year the users for central heat- 
ing purposes had grown to 80,000 oil 
and 522,000 gas, not enormous by 
eastern standards but still large 
enough, I believe, to serve as a base. 
Just for the fun of dealing in useless 
statistics, I would point out even here 
that oil users had multiplied nearly 
nine times compared to a figure of a 
little over seven times for the users of 
gas. Since the expansion was consid- 
erably retarded during the war years 
and was just about completely halted 
during the shortages of 1947, we can 
safely assume that just about all this 
occurred during the first two and the 
last two years of that decade. 


What has happened since is inter- 
esting. From the figures on those cate- 
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gories prepared by FuELoi @& OIL 
HEAT magazine and by Gas Heat 
magazine, we get a census of 175,000 
central oilheating units and 824,000 
central gas heating units. 

The latter is, of course, enormously 
greater and is almost certain to con- 
tinue to be, but percentagewise the 
oil people have made an excellent rec- 
ord with a five-year increase of 119% 
against one of 58% for gas. 

Obviously these percentage in- 
creases could not be repeated for 
many more five-year periods without, 
like railroad diesel fuel, hitting the 
saturation point. As a matter of cold, 
unpleasant fact, we know that the 
trend might turn the other way as 
more and more suburban areas become 
more tightly settled. There must be 
some significance, however, to the fact 
that while oil heat was increasing 
119%, the gas installation amounted 
to just about an even 300,000, or 58%. 
While this figure did outdistance 
greatly the numerical increase in oil, 
you will remember that previous figure 
of 700,000 homes having gas at the 
meter, but not using it for heating. 
Surely some of this growth of 300,- 
000 came from conversions within 
that group leaving a somewhat un- 
impressive percentage figure to cover 
expansion elsewhere. 


Gas Rates 


I mentioned earlier that we had no 
spell-binding sales story to offset the 
unpleasant fact that at local rates gas 
stood ready where it was available to 
offer heat to the domestic user at prices 
which the fueloil distributor would 
find dificult to match. Let us see just 
how great those differences are. 


We can say that when natural gas 
of the quality distributed in Toledo 
is priced at 65¢ per thousand cubic 
feet, we would have to price No. 2 
heating oil at about 8.6¢ per gallon. 
It emphasizes the gap which must 
eventually be narrowed if we are not 
to lose the race. 

We can and do employ all of the 
devices which work to retard the drift 
to gas, but slowing down is one thing 
and checking is another. While price 
does not constitute the only factor, any 
such gap as 6¢ or 70% is too glaring 
to hope to offset by all the outside fac- 
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tors put together. It might not have 
to be reduced to zero, but surely some- 
thing like five of those six cents would 
have to be taken out of that difference 
to put us in the ring where gas is avail- 
able. 

In Cleveland, the East Ohio Gas Co. 
has applied for a 13% rate increase to 
domestic users with a pretty fair pros- 
pect of obtaining it. That would be 
the equivalent of 1.1¢ per gallon of 
heating oil and would reduce the gap 
to 4.9¢. Encouraging as this is, it still 
can -be classified only as one of those 
“steps in the right direction.” Inas- 
much as we have been advised recently 
of the gas expansion program in most 
of the urban centers, these steps in the 
right direction can’t be taken any too 
fast. 

When we look at the other end of 
this gap, that is at our own prices, we 
don’t believe there is enough resili- 
ency to allow any chance of reduc- 
tion. We have a very efficient distribu- 
tion system from the refineries to field 
and our operations from that point on 
are pretty tight. Any reduction which 
was passed downward into marrufac- 
turing prices would create a situation 
where we would be apt to find it more 
attractive to make alternate products. 

This presentation is not the place, 
and even if it were, there would not 
be time for a discussion of all the 
economic implications suggested by 
President Eisenhower’s veto of the 
Harris-Fulbright Bill. However, the 
jubilation of those who opposed that 
bill is pretty apt to be lessened with 
time. Many of those in political life 
who were loudest in their opposition, 
provided they stay in office for ten 
years, will be shouting with equal 
emphasis for greater supplies of gas. 
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As I just said, this is no place to 
belabor that subject except to point out 
one conclusion. That is that under fed- 
eral price controls with their dampen- 
ing effect upon exploration and the 
encouragement this gives to diversion 
of gas to strictly intra-state industrial 
users, the supply available to serve all 
of the concentrated populations of this 
nation simply will not be adequate. 
Economic forces can be interfered 
with, they can be bruised and battered, 


but over any long period they can not 
be thwarted. 

The price controls over the produc- 
tion of natural gas may be permanent 
but in that event, adequate supplies to 
northern cities at prevailing prices will 
not be permanent. The pressures re- 
sulting from this development will 
have the tendency to narrow the price 
gap between heating oil and gas from 
the underside. To many of you that 
may seem like a too long and uncer- 


Heating Oil is happier 


Middle Distillates come from behind an Iron Curtain 


by 
Wiley Butler* 


—— IN THE “dark ages” of the 
1930's, refiners and large market- 
ers regarded middle distillates as a nuis- 
ance — as some- 
thing they had to 
get rid of, prefer- 
ably with as little 
effort as possible. 
The refiners, in 
those days, had an 
expression that was 
very demeaning 
and exasperating to 
a fueloil marketer. 
They continually talked about “giving 
away quality” in reference to distillate 
fuel products. 





“Giving away quality” meant to 
them that they were either supplying 
a product with a gravity higher than 
the dctual minimum specifications or 
that a fueloil marketer was requesting 
that the heavy ends of distillate be un- 
dercut and degraded into residual fuel- 
oil. It was heresy in those days to even 
intimate that such was necessary in or- 
der to market the product. 

There was truly an iron curtain in 
those days between middle distillates 
and any degree of interest in them. A 
vice president in charge of manufac- 
turing said to me one day that we in 


*President Coastal Oil Co., Newark, 
N. J. This is a condensation of a presenta- 
tion made on behalf of the Fueloil Com- 
mittee of API before its Marketing Div. 
meeting in Atlanta, May 21. 


fueloil marketing must sell the material 
the way it came off the stills, because 
he would not spend one penny to im- 
prove the product. He was really say- 
ing that the sales department should 
force an unsatisfactory product down 
the throats of the customers. 

I recalled this the other day when I 
read the revelation that one of our big 
integrated companies was spending $2 
million on facilities to improve the 
quality of its heating oil. I am sure a 
lot of the old timers turned over in 
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The demand for middle distillates has 
been growing much faster percentage- 
wise than the demand for gasoline. 
From 1946 to 1955 the demand for 
gasoline grew by about 80%. The de- 
mand for middle distillates grew by 
about 110%. Of course, the demand 
for gasoline remains considerably 
greater than the demand for middle 
distillates, but the fact remains that 
the latter is growing at a greater rate. 


tain prospect and a little bit like si 
ting down and hoping that the Lorj 
will provide. I would agree with thos 
who feel this way but I would again 
emphasize that in the face of ga 
prices which may be classed among 
the lowest in the country we have lived 
with them and shown consistent jp. 
creases in sales; we are living with 
them. 

And we expect to continue to liye 
with them. 





(ees, 


It has taken a long time to 
improve the refiners’ attitude; 
it has been only during the 
past two or three years that 
the economic facts of the mat- 
ter have penetrated the indus. 
try’s thinking and middle dis. 
tillates have begun to gain the 
respect they deserve. 





their graves with that announcement, 

It was not until the late 1930's that 
the iron curtain began slowly to move 
aside. By that time, the Enterprising 
gentlemen who were manufacturing 
and selling oilburners had installed 
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The next point of importance is where 
the increased supply of product come 
from. Thanks to catalytic cracking, " 
comes, essentially, from that part ° 
the barrel which formerly was sold as 
residual oil. In 1946, 24.9% of 
average yield of crude was residual 0v. 
In 1955 this had gone down to 15.4%, 
a decrease of 9.5%. Roughly half ° 
this difference made more gasoline 

the other half more middle distillate 
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quite a lot of them. Indeed, a couple 
of million American families were very 
happily heating their homes with dis- 
tillate fueloil and refiners began to real- 
ize that there was a real and growing 
demand for the stuff. In short, it looked 
as if oilburners, like automobiles, were 
here to say. 

The outbreak of World War II, and 
indeed the entire wartime period, em- 
phasized to refiners and marketers the 
fact that they had a serious, established 
responsibility to provide distillate heat- 
ing oil to those who needed it. I don’t 
think we fueloil men were very popu- 
lar with the government agencies con- 
cerned with oil, or with the petroleum 
executives who had to meet the in- 
satiable appetite for oil during the war, 
but at least they became very conscious 
of the fact that fueloil was regarded 
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The greatest growth demand for mid- 
dle distillate has been for No. 2 heat- 
ing oil, which has expanded from 383 
to 936 thousand bbls. per day, or a net 
increase of 553 thousand bbls. Demand 
for diesel oil is next, having grown 
from 52 to 285 thousand bbls. per day, 
4 net increase of 233 thousand bbls. 

In total thousands of barrels per 
day, the demand for middle distillate 
has gone from 909 to 1,913. Increased 
volume alone is not the only reason for 
refiners’ interest. Direct dollar figures 
are another reason. 

It must be remembered that heavy 
uel—residual oil—consistently sells 
clow crude value at the wellhead, 
and it is the eager ambition of every 
tener to eliminate, where possible, any 
mished product that returns a lower 
net back than the cost of the raw ma- 
terial. This chart shows what middle 
distillates have been accomplishing. 


eloil 








Heating oil has come a long way from its lowly position in the 
“Dark Ages” of the 1930’s. In its evolution it encountered an iron 
curtain of indifference which was not raised until the enterprise 
of the manufacturers and installers of oilburners precipitated an 
increase demand for distillates that made the refiners sit up and 
take notice. Today, there’s no doubt heating oil is here to stay. 











as a prime essential by millions of 
families. 

Unexpectedly, the end of wartime 
rationing in 1945 served only to deepen 
the realization that it was necessary to 
provide the American public with in- 
creasing quantities of middle distillates. 
It had been generally expected that 
when war was over petroleum prod- 
ucts would be abundant, but, as all of 
us will remember, they weren't. The 
American people bought automobiles 
as fast as they could be made; and they 
also began buying oilburners at the rate 
of upwards of a million a year. 


Let it be remembered to the credit 
of refiners and marketers that they 
managed to supply enough product, al- 
though much of the time it wasn't easy. 


To get the figures which express the 
facts, I asked the co-operation of the 
Standard Oil Company of New Jer- 
sey and would like to give thanks and 
credit to this company’s coordination 
and petroleum economics department, 
and particularly to C. J. Robrecht, for 
the statistics which give the record of 
the past ten years. 

Middle distillates, and particularly 
No. 2 heating oil, are today of great 
self-evident importance to the petro- 
leum industry both because of their 
volume and also because of the profits. 

Yes, like the oilburner, No. 2 dis- 
tillate is here to stay. Today there are 
some eight million distillate oilburners 
in use and it’s probably safe to say that 
another half million or more will be 
installed this year and for all predict- 
able years to come. I, for one, do not 
fear that gas heating is going to reduce 
the demand for No. 2 heating oil, al- 
though it may somewhat cut into its 
future growth. For one thing, oilheat- 
ing has many friends because it is 
basically so beneficial to all concerned. 
For another, I cannot believe that nat- 
ural gas will be sold indefinitely at a 
wellhead price that is equivalent to but 
60¢ for a barrel of crude oil. A sound 


industry must sooner or later correct 
this inequity to itself. 

We who have lived in the shadow 
of an iron curtain for so long can be 
glad that the increased demand for 
middle distillates and the widened 
yield of them have brought about a 
better return on crude oil. Thus heat- 
ing oils have come into focus as a ma- 
jor product. 

We old timers in the fueloil business 
could gloat over these developments 
. . . but instead we thank our lucky 
stars that the economics of the petro- 
leum industry have completely dis- 
solved the iron curtain and we are no 
longer considered an unprofitable nui- 
sance, but are looked upon as in the 


brotherhood. 
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In 1946 a refiner paid $1.31 per bbl. 
for crude oil and sold nearly one-quar- 
ter of the barrel (24.9) as residual oil, 
for which he was paid at the rate of 
$1.22 per bbl. The No. 2 heating oil 
he sold brought him $1.90 per bbl. 

In 1955, a refiner paid $2.76 for a 
barrel of crude, yet the price of resid- 
ual oil had gone up to only $2.01, 
while the price of No. 2 heating oil 
had climbed to $3.60. In other words, 
when a portion of residual oil was ele- 
vated to No. 2 heating oil, a refiner 
was able to get $1.59 per bbl. more for 
it. Refinery spreads being what they 
are, this can mean the difference be- 
tween a profit and loss for a refiner. 
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by 
Robert Gray 


The typical northern dweller thinks 
of Florida as a winter haven from ice 
and snow, as a land of very high prices 
for everything but grapefruit. That’s 
because reams of publicity have cre- 
ated the impression. It’s true as far as 
it goes, but the portions of the state 
well removed from the lush resorts 
have considerably more interest for 
fueloil men and for oilheating in gen- 
eral. 

A St. Petersburg fueloil distributor 
is installing 400 oil furnaces this year, 
practically all in builder developments, 
and he has to make a profit on the 
equipment because the average oil 
account buys less than 300 gallons a 
year. 


OMPANY PENSIONS and Social Se- 
[ curity old age benefits are the 
real causes of the Florida boom. These 
don’t fit the rumored $50 a day rates 
of Miami Beach, but they are the 
solid core that will bring the state its 
own social security through the years. 

When families go to Florida to re 
tire permanently they are tied to fairly 
modest incomes but they want the 
best living conditions they can reach. 
Central heating, for example, was lit- 
tle known south of Jacksonville until 
very recent years. But northern folks 
have grown used to it, and they still 
want it for the occasional chilly spells 
in their new environment. 

Floor furnaces and space heaters are 
still the rule, but where homes sell 
above $15,000 the buyers will like as 
not insist on a central furnace. 
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Oilheating the white 


VcOueen Bros., St. Petersburg oil Men, sell a lot of Heating in Florida 








McQueen Bros. Oil Co. of St. 
Petersburg is making the most of the 
new popularity for furnaces. A day 
spent with them brought to light a 
number of interesting activities and 
market conditions. 

For example, in selling 400 Delco 
furnace jobs to builders this year the 
company anticipates about a 12% net 
profit on the department, based on its 
1955 experience. Normally you think 
of an oil man being in the heating 
equipment business to build oil vol- 
ume for the future years, with a zeal 


root Set 





that sometimes carries over to a loss 
in the department. 

But that wouldn’t work with Mc 
Queen because of the small gallonage 
per account, so he sells equipment for 
the same reason he sells anything else, 
to make money and to build new cus 
tomer contacts. That’s why he makes 
his own oil tanks instead of buying 
them . . . to save costs on his own 
needs and to sell some to other deal 
ers at a profit. 

The city of St. Petersburg has 
grown in 10 years from 45,000 popw 
lation to 145,000 today. Half of the 
families are retired folks, Their credit 
is extra good for they know just what 
they can spend. Frugal customers in 
this group may use as little as 150 
gallons a year; others will use as high 
as 600 gallons in the same sized hous 
by ignoring economies, leaving the 
doors standing open and such. 

Oil doesn’t have a monopoly in St. 


Thomas A. McQueen steps into his 
showroom alongside and under two 
Delco warm air units. Originally and 
still primarily a fueloil distributor, Me 
Queen is installing 400 oilheating fur 
nace jobs this year, plus a lot of floor 
and wall furnaces and quite a line 0 
space heaters. 

Starting 12 years ago with one truck 
and a bank balance of $60, McQueen 
subsequently bought out his brother 
and last year had a gross billing of 
$1'% million. For Florida that is ve") 
important volume for an oilheating 
specialist. The company is now second 
in St. Petersburg fueloil volume, firs 
in oilheating sales. 
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Petersburg, but doesn’t miss it far. 
Blectricity heats 6% of the homes, gas 
another 5°90; there’s no coal, so oil 
has the rest. Included in the electric 
heating list are 300 heat pumps. 

McQueen uses five salesmen on 
heating; 98% of sales are new con- 
gruction; 90% of these jobs bring an 
oil account. 

The market uses about four million 
gallons a year of No. 2 cil; all fueloils, 
fom No. 1 through N.». 6, run to 
15 million gallons. The pricing brack- 
ets are unusual. For No. 2 fueloil the 
price is 15.2¢ on drops of 75 gallons 
or more, 16.2¢ on 50 to 74 gallon 
drops and 17.7¢ under 50 gallons. The 
average delivery is only 90 gallons, 
and nearly all of that is call-in busi- 
ness. . . degree-day systems don’t fit 





Florida, although some form ot auto- 
matic delivery is needed with natural 
gas coming fairly soon. 

These small deliveries would be 
quite a burden were it not for good 
margins... 4.1¢ a gallon at the 15.2¢ 
price, 

January this year brought quite a 
cold spell to all of Florida, At least 
tt was cold for that state. Only one 
night had frost in the coastal cities, 
and that day it was up to 70° by nine 
Oclock. But the nights on the aver- 
age were cold for the first 16 days of 
the year. The state got unfavorable 
publicity; the fueloil business flour- 
ished, 

McQueen sold as much oil in those 
16 days as in the entire balance of 

€ winter. He is convinced that the 
climate ig changing and that last win- 








Sheet metal shop, in which the boys 
broke off from their lunches to stand 
by the machines they operate. With a 
lot of warm air installations, plus fast 
growing airconditioning, this is a busy 
spot. 

Also two views in the tank shop, 
showing the machines that roll the 
bodies and the heads and also the dry- 
ing room. McQueen makes all of his 
own oil tanks, sells some to others. 

Curiously, most tanks for furnace 
accounts are 110 gallon size, but it’s 
understandable when the average ac- 
count buys only 250-300 gallons for a 
season. 










































































































. «+ + The white roof So 


In the $18,000 range this home by build 
W. I. Wallace has a garage installation of 
a Delco furnace unit. Shown in the photy 
with the heating equipment is Lou Brock 
whose job is to “follow through” for the 
sales department, seeing that everything goes 
as the builders expected. Notice the 110 gal 
lon tank mounted high on the garage wall 
The driver fills it by using a step ladder, The 
interior of the home has a wide-open feel 
ing with a minimum of partitions and tey. 
razzo floors throughout. 


ter may be an indication. Twenty line from the Mississippi oil fields. With plenty of time on their hands, 
years ago, he recalls, his city had frost McQueen had a grin over the antics the curious crowd was so big that traf: 
for many mornings each winter, and of one builder in Sarasota, just across fic police were called to smooth the 
it may come back, in his opinion. the bay to the south. This builder ran flow. There were just four of thes 





Competitive fuels will become more a big ad featuring LP gas heat that houses and they sold immediately. 
troublesome before too long. Natural could be changed to natural as soon Two years later all four have switched ( 
gas seems assured through a projected as the line is in. to oil. 

Social Security has brought on — “™ 


very odd concept to the region around 
St. Petersburg. The recipient can om 
earn an extra $1,200 a year, no more. Or 
The city doesn’t permit big industry be 


















but a number of small plants of the tut 
more or less scientific stripe have 

aE NST OY moved in to get the part time use of 

are in the $20,000 and upward good brains at $1,200 a year. The idea 

range. They are built on will grow; no telling what its effect 

“made” ground pumped from may be. 

the bay, so each faces water. In the meantime, McQueen rolls 

Delco f = ee we ae the his ten oil trucks and eight service 

garages but in separate small d decile 

enclosures. Lou Brock of Mc- trucks through the streets and deepen 

Queen Oil looks things over. his roots by the day. 
N 
of 
Of 
b 
dc 
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Fully airconditioned by McQueen. In the past two .years the compan) 0 

has installed 80 complete air cooling jobs using central plants. Buyers ) 

settling in the area from the North seem to expect that airconditioning h 

would be common practice. Actually McQueen provides for future 4” P 


conditioning on all installations, by using larger insulated ducts. 
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Oregon 


OHI holds Second 


NE HUNDRED members of the Oil 

Heat Institute of Oregon at- 
tended the group’s second annual meet- 
ing in Salem, June 23, to hear speak- 
ets discuss topics of industry interest, 
Oregon OHI manager Dale Josephson’s 
report on the National Oil Heat Insti- 
tute convention, and to elect officers. 


New officers 
of the Oregon 
OHI are headed 
by Fred Mac- 
donald, above, 
president of 
Macdonald Oil 
who was 
named presi- 
dent. Others are, standing, (from left) 
William Penland, Penland Bros., new 
director; Charles Rickabaugh, Rick’s 
Co., new director; Roy Lindsay, 
momy Oil Co., treasurer; Sam Stine- 
baugh, Stinebaugh Oil Co., secretary; 
tank Davies, Vancouver Oil Co., new 





Among subjects discussed were new 
and better developments in oilheating 
equipment, better customer service, 
upgrading the quality of service, em- 
ployee education and promotion, and 
the oilburner service technicians train- 
ing school. 

Speakers included Henry C. Auld, 






director. Seated (from left) are Robert 
Hemphill, Portland Oil Co., director; 
Clifford Arntson, Albina Fuel Co., di- 
rector; Henry C. Auld, Jr., Automatic 
Heat Co., retiring president and new 
board chairman, and Merle Brown, 
Merle Brown Co., director. 


Banquet climaxed 
second annual 
convention 
of Oregon OHI. 
Billboard in back- 
ground was used 
in spring adver- 
tising campaign. 







annual Meeting 


Jr., retiring president and new board 
chairman; Howard Hedrick, Astoria, 
a member of the group’s advertising 
committee; George P. Griffis, vice- 
president of Pacific National Adver- 
tising Agency, which directs Oregon 
OHI advertising and public relations, 
and Jack Shields, executive secretary, 
National Association of Manufactur- 
ers, who was the luncheon speaker. 

Newly-elected officers are Fred 
Macdonald, president of the Macdon- 
ald Oil Co., Portland, president; Al 
Loucks, Home Oil Co., Salem, vice- 
president; Sam Stinebaugh, Stine- 
baugh Oil Co., Grants Pass, secretary, 
and Roy Lindsay, Economy Oil Co., 
Portland, treasurer. 

Elected to the board of directors for 
two-year terms were William Penland, 
Penland Brothers, Pendleton; Charles 
Rickabaugh, Rick’s Oil Co., Eugene 
and Frank Davies, Vancouver Oil Co., 
Vancouver, Wash. 

Continuing on the board are Merle 
Brown, Merle Brown Co., Oregon 
City; Robert Hemphill, Portland Oil 
Co., Portland; Joseph Young, Filtered 
Heating Oils, Hood River; Douglas 
Power, J. D. Powers, Inc., Vancouver, 
Wash., and Clifford Arntson, Albina 
Fuel Co., Portland. 
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Instructor Walter Brunner explains importance of component parts of primary 

oilburner controls for Ernest Schrimsher and Willis Tucker, students at the 

Oregon OHI burner service technicians’ school. Panel was donated by Minne- 
apolis-Honeywell. 


Oregon oilburner School 
trains service “Technicians 


Tt EVER GROWING need for better 
oilburner service and the heating 
oil distributor’s responsibility to pro- 
vide it with adequately trained serv- 
ice technicians was a theme empha- 
sized at the 13th annual Pacific Coast 
Distribution Division Oil Heat Insti- 
tute of America convention in Spo- 
kane last May. But it was nothing new 
to the Oil Heat Institute of Oregon. 
Early in 1955, the Oregon OHI made 
plans to provide this much needed 
burner service training in the Pacific 
Northwest. The board of directors, 
working with administrators of a lo- 
cal trade school in Portland, Ore., de- 
signed a 500-hour 
course which was inaugurated in mid- 
May, 1955. 
At the end of August of the same 
year, 16 certified graduates of the OHI 


comprehensive 


of Oregon burner service technicians’ 
school were placed in active service in 
the industry. 

Of the 16 graduates, nine were sent 
to the school by Association members 
and seven came on their own. Upon 
completion of the course, four grad- 
uates chose to set up their own service 
business. The other 12 were employed 
by industry members. 

Because of the success of the first 
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school in 1955, the Oregon OHI board 
of directors decided to take on the 
operation of the burner service school 
as an exclusive project in their over-all 
program of work. 

They hired Walter H. Brunner as 
technical director of the Oil Heat In- 
stitute of Oregon and full-time instruc- 
tor of the burner service technicians’ 
school and other basic familiarization 
courses held throughout the state. 

In addition to Brunner, top men in 
their respective fields in the oil heat 
industry in Oregon serve as guest in- 
structors for the school. This group in- 
cludes specialists in the fields of pumps, 
controls, fueloils, oilburners, tanks and 
piping and electrical work. 

The Association burner service 
school is presently located at 4706 
N. E. Glisan, in Portland. The school 
boasts a complete shop, including a 
bench area for working on all oil- 
burner parts, several “live furnaces” 
for trouble shooting, a considerable 
number of charts, control panels, and 
diagrams. A separate section of the 
building is maintained for lecture ses- 
sions and book work. The textbook 
used in this course is “Domestic Oil 
Burners” by Charles H. Burkhardt, 


national secretary, Distribution Di- 


vision, Oil-Heat Institute of Americ, 

In addition to class and actual shop 
work, the students take several fie 
trips throughout the duration of th 
course. These field trips include visits 
to burner manufacturing plants 
pump and control manufacturers’ rep 
resentatives, specialists in certain 
phases of repair service, actual burner 
service companies, and once in a while 
they even go out on service calls with 
men currently practicing in the field 


Members of the Association have 
observed that this training offered by 
the Oil Heat Institute of Oregon is the 
equivalent of two to three years of 
actual experience in the field by 
novices. . 

Brunner comments, “Our school has 
been progressing steadily in the past 
year and a half, and has grown tre 
mendously in stature with the induy 
try. Our demand for graduate sty 
dents of this school now far exceeds 
the supply of students for enrollment 
in this course. 

‘This is indeed unfortunate at a time 
of our greatest need for better burner 
service technicians. We have had re 
quests for employment of graduates 
from areas as far distant as Idaho and 
Washington, as well as many of our 
industry members in the State of Ore’ 
gon and Southwest Washington. We 
cannot stress too strongly the need for 
companies who desire to employ 
trained burner service technicians from 
this school to take the responsibility 
upon themselves of securing students 
for placement in this school. 

“Nearly all students in the present 
course are from Portland, and are not 
particularly desirous of taking em 
ployment elsewhere, though by the 
time school is out some may do so. The 
next course begins on August 20 and 
will run until approximately Novem 
ber 15. 

“Heating oil distributors planning 
to set up service departments in their 
own companies, and perhaps using 
graduates of this course as a nucleus 
of their service department, should 
certainly start lookirig now for st’ 
dents for this school.” 

The course is open for enrollment 
by students from anywhere in the 
Northwest, whether employed by 
members or not. 
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Blackboard workout has Del Mont- 
gomery diagram primary wiring cir- 
cuit and explain it for class as Instruc- 
tor Brunner follows closely, Training 
enables students to understand and 
diagnose troubles on any type of do- 
mestic oilburning equipment, regard- 
less of make or model. Below, Schrim- 
sher, Ben Gale and Angelo Locatelli 
discuss ways and means of repairing 
pump on an old oilburner. 


Shop talk continues during the coffee break. Taking part in the 
discussion at left are Gale, Schrimsher and Brunner, standing, 
and Lawrence Drexel, Locatelli and Montgomery, kneeling. 


Operational sequence of a new central oil furnace occupies the 

attention of Robertson and Drexel, left below, as Brunner stands 

by to answer questions. In addition to class and shop, students 

make field trips to manufacturing plants, go on actual service 
calls with men practicing in the field. 


Trouble-shooting on a control wiring circuit, below, are Schrim- 

sher, Robertson, Drexel and Gale. Upon completion of their 

course, these and other OHI school students will find ready em- 

ployment as the demand for graduates far exceeds the student 
enrollment in the OHI course. 











Fireboxes and Combustion 


Part I—Firebox is important; Its Functions and principles need exact Defining 


by 
J. W. Schulz 


A= OILHEATING SYSTEM pro- 
vides clean, quiet, dependable, 
economical heat. Such a system is 
made up of many component parts. A 
typical oilheating expert, for example 
a well-informed serviceman, can out- 
line the functions and principles of 
each part of the oilheating system. 

Without an excellent firebox, a gun- 
type burner cannot produce clean 
combustion. Even quiet combustion 
depends on an excellent firebox. To 
serve homeowners best, oilheating must 
be both clean and quiet. The truth in 
that statement is realized best in cities 
where advocates of other forms of 
heating stress their clean, quiet heat. 

A good understanding of things 
electrical and mechanical can lead to 
a good understanding of every part of 
an oilheating system—except the fire- 
box. 

To understand the firebox, and dis- 
cuss its functions and principles ac- 
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‘D-Firebox Cool --- for 
any reason 





E-Undersize or 
Wrong Shape 


curately, takes more than the knowl- 
edge of an excellent mechanic, and 
more than the knowledge of an excel- 
lent electrician. 

Yet the firebox, and its functions 
and principles, must be understood to 
arrive at excellent performance of a 
modern oilheating system. 

Servicemen making their daily 
rounds face many problems related to 
firebox performance. Thousands upon 
thousands of installations soot up their 
smokepipe elements 
(parts of their stack controls) several 
times each heating season, merely be- 
cause of poor firebox design and con- 
struction. Poor fireboxes cause thou- 
sands upon thousands of service calls 
related to soot and smoke from chim- 
neys, need to clean soot from furnace 
and boiler flues, oil odors and soot 
marks in basements and rooms, and 
excessive fuel consumption. 

Facing squarely the fact that his 
installations have inferior fireboxes, 
what can a serviceman do about it? 

He can, as has been pointed out to 


heat-sensitive 
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F-Streamline Flame, 
No Turbulence 


Six firebox design errors which lead to insufficient flame temperature: The three 
upper fireboxes can be improved easily through use of insulating firebrick, cut to 
shape as needed, or use of other suitable refractory material. ““A’’ needs only 
increased side-wall height; “B” needs shortening—for try, first build a temporary 
wall and take combustion-test instrument readings. ‘“C’’ needs only filling in of 
the space below the nozzle, or lowering of the burner if that is feasible. ““D” 
could be caused by use of firebox material that does not heat rapidly—material 
both heavy and an excellent heat conductor. “E’” may call for attention to the 
burner’s nozzle or air-handling parts in the gun tube. The same for “F,” which 
may be helped also by a corbel or overhanging lip for its back wall. 
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many worried servicemen who haye 
written FUELOIL & Oi Hear about 
their dirty-combustion and high-fuel. 
bill problems, make several faulty in, 
stallations his guinea-pig jobs. On at 
least three or four jobs, he can replace 
just-ordinary fireboxes with literally 
the best fireboxes that can be built. 


Why does a gun burner, low-pres 
sure or high-pressure, need a firebox? 


The answer is that to operate at all, 
a gun burner needs a firebox. Fitted 
with a miserably cheap, inadequate 
firebox, a burner gives a dirty, noisy, 
inefhcient, troublemaking, fuel-wast- 
ing flame. But without any firebox, the 
burner can’t operate at all. 


That's the only reason the cheapest 
operators among burner dealers pro- 
vide their installations with any fire- 
boxes. To go on from there, to operate 
splendidly a burner needs a splendid 
firebox. . 

The main difference between an 
ordinary firebox and the best firebox 
that can be designed and built lies in 
the low flame temperature of the poor 
firebox and the exceedingly high flame 
temperature of the excellent firebox. 

Appreciation of high flame tem 
perature is important. Any man ca 
pable of explaining the merits of high 
flame temperature is well on his way 
towards being able to define the prin 
ciples and functions of a firebox— 
and the overwhelming advantages of 
the best firebox that can be built. 

As the first point for high flame 
temperatures, they are needed to per 
mit you to arrive at the low smoke: 
instrument readings and the high 
CO. readings which only highly ef- 
ficient installations can produce. The 
flue-gas heat loss is an important loss, 
to state things mildly. Usually worst 
jobs stack up against best jobs mainly 
in this way: On worst jobs, perhaps 
50% of the heat in the oil go 
through the smokepipes and up the 
chimneys, whereas on best jobs per’ 
haps 15% of the heat in the oil goes 
through “the smokepipes and up the 
chimneys. 
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To go still further, on many instal- 
lations the smokepipe loss is the only 
loss, These are jobs on which heat 
from furnaces and boilers does not 
overheat basements in winter. Heat 
given off by furnaces and boilers (and 
perhaps by warm ducts and pipes) 
isnot wasted heat, because it is needed 
to heat the basements. In these cases, 
the smokepipe loss is the only loss. 

You can evaluate the smokepipe 
loss by using instruments to obtain 
CO, and stack temperature readings. 
For the smokepipe loss to be low, the 
stack temperature must be low and 
the CO» reading must be high. High 
flame temperatures are needed to help 
you get the instrument readings that 
spell low smokepipe losses—and that’s 
the first point for high flame tempera- 
tures. Without them, you obtain low 
CO. readings. Without them, the 
stack temperature readings are un- 
necessarily high. 

The second point in favor of high 
flame temperatures is that they help 
you tremendously in your efforts to- 
wards what’s known technically as 
“complete combustion.” That means, 
to a combustion engineer, literally no 
combustibles in the flue gases . . . no 
unburned carbon or soot, and no oil 
vapor, in the flue gases. 

On a job enjoying the high flame 
temperatures that lead to nearly com- 
plete combustion, your smoke instru- 
ment gives the low reading that proves 
no smoke whatsoever can be seen 
coming from the top of the chimney. 

On such a job, you receive no com- 
plaints about soot particles skyrocket- 
ing from the chimney top and dirtying 
white outside walls of a house, or wash 
hung out to dry, or tattletale snow on 
the ground. 

On such a job, furnace or boiler 
flue passages remain pleasingly free of 
fluffy soot. That avoids a two-way ex- 
tra expense for the owner; first, he 
stves the expense of cleaning soot 
from the flues often, and second he 
saves fueloil as the result of higher effi- 
clencies caused by the innards of his 





Another firebox design for converting a gas boiler to oil. 
Suitable for a firing rate of about 1.0 gph, this firebox was 
installed under a raised gas boiler. Flame inspection door 
‘important for any gas boiler of this type converted to 


oilfiring. 


furnace or boiler remaining clean and 
absorbing efficiently the heat released 
by the flame. 

Arriving at practically complete 
combustion gains one more advantage. 
It avoids an increase in fuel bills 
caused by the escape through the 
smokepipe of combustibles in the form 
of oil vapor, or carbon or soot. Engi- 
neer for tremendously high tempera- 
tures in the firebox, and combustibles 
or burnables do not escape from it. 

Here’s the third advantage provided 
by high flame temperatures: They 
give greater flow of heat through the 
heating surfaces of the furnace or 
boiler, on a basis of heat given the di- 
rect and indirect heating surfaces by 
the hot gases (originating at the 
flame) in contact with these surfaces. 

Conducted heat, flowing through 
furnace or boiler heating surfaces as 
the result of hot products of combus- 
tion wiping them, is directly propor- 
tional to the temperature difference 
involved. Double this temperature 
difference, for example, and you 
double the amount of conducted heat 
the furnace or boiler receives from the 
flame and its hot products of combus- 
tion. A relatively cool oil flame fills 
the flue passages of a furnace with 
relatively cool 
products of com- 
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The fourth advantage which lies in 
exceptionally high flame temperatures 
is tremendous on both a practical and 
academic basis, though for some prac- 
tical oilheating men it seems you've 
got to be something of a scholar to 
understand this advantage fully. It has 
to do with the amazing increase in the 
amount of radiant heat transmitted 
to direct heating surfaces of a furnace 
or boiler, as the result of a small in- 
crease in the temperature of an oil 
flame. 

Full appreciation of this fourth 
advantage of extra-hot oil flames does 
hinge on this chain of items, which 
you should study fully in textbooks if 
you aim to be an oilheating scholar: 

a. With respect to transmission of 
heat from a flame to a boiler or fur- 
nace by radiation, at one extremity 
there is the non-luminous or complete- 
ly blue flame, difficult to produce burn- 
ing oil but produced commonly burn- 
ing gas. At the other extremity there 
is the yellow-red or luminous flame, of 
which there is no better example than 
the flame produced in the firebox of 
an atomizing-type oilburner. 

b. Related to the chemical reactions 
taking place in them, non-luminous 
flames lose (or transmit to the fur- 
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heating surfaces. 2 
A fiercely hot oil 
flame provides the 
furnace flue pas- 
sages with ex- 
tremely hot, some- 
times red-hot, 
products of com- 
bustion — devel- 
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direct heating sur- 
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Properly oilfired, this gas boiler produces higher efficiencies than when fired by 
the gas it was designed for. Reasons: 1. Luminous oil flame works its direct heat- 
ing surfaces vastly harder than they were worked by the gas flame, which was 
non-luminous; 2. With the boiler oilfired, when idle after its ‘‘on’” periods the 
boiler is not swept by internal air currents as it was when gas fired, for the new 
oilburning firebox prevents up-flow of basement air through its flue passages; 
3. Oilfiring the boiler gives it the benefits of closely-controlled forced-draft, 
whereas natural draft with accompanying feeble and uncertain control of com- 
bustion air was employed with gas firing; 4. Oilfired, the boiler is fired at a 
reduced rate because of its gain in efficiency compared to gas firing; 5. Converting 
to oilfiring was accompanied by assistance from combustion-testing instruments; 
thanks to no chance of producing carbon monoxide, for example, the amount of 
excess air needed for the oil flame is less than the amount that was feasible and 
safe for the gas flame. For complete details on how this gas boiler was converted 
to oilfiring, see FUELOIL & Om HEAT, p. 76, February, 1954 and p. 108 of the 
March, 1954 issue. 


naces or boilers they fire) a certain, 
small amount of their heat by radia- 
tion. Luminous flames similarly lose 
a certain, small amount of heat by 
radiation to the furnaces or boilers 
they fire, also related to the chemical 
reactions taking place in them. Highly 
important, however, luminous flames 
lose, in addition, tremendous amounts 
of radiant heat given off by the incan- 
descent particles of carbon in these 
flames, which make the flames lumi- 
nous or yellow-red. Thus the luminous 
flame has the great advantage of radiat- 
ing to the direct heating surfaces (of 
the furnace or boiler) much more 
radiant heat than is given these sur- 
faces by a non-luminous flame. Direct 
heating surfaces (the furnace or boiler 
heating surfaces lighted up by the 
flame, or the surfaces which “see” the 
flame) are worked much harder by a 
luminous flame than by a non-lumi- 
nous flame. 

c. In terms of temperature differ- 
ence between the flame and the direct 
heating surfaces, expressed in degrees 
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absolute temperature, the flow of 
radiant heat from the flame to the di 
rect heating surfaces varies as the 
fourth power of the temperature dif- 
ference. On this basis, then, doubling 
the temperature difference by increas- 
ing the flame temperature means an 
eight times increase in the flow of ra- 
diant heat from the flame to the direct 
heating surfaces. To the practical man, 
this boils down to saying that you get 
the benefit of a terrific increase in the 
radiant heat flow (from the flame to 
the tremendously important direct 
heating surfaces) merely by increas- 
ing the flame temperature a few hun- 
dred degrees. A slight increase in 
flame temperature pays off in the form 
of an amazing increase in the amount 
of radiant heat poured into the direct 
heating surfaces of the boiler or fur- 
nace. 

In the case of a flame of given size 
and a boiler or furnace of given size 
and design, any increase in heat-flow 
through the direct or indirect heating 
surfaces means a gain in efficiency and 


ireboxes and 


Ombustion 


a lowering of fuel consumption, The 
more heat that flows through the heat. 
ing surfaces, the less that can flow oyt 
the smokepipe opening in the form of 
hot products of combustion leaving the 
unit! 

Here’s the fifth, and last to by 
listed here, advantage of exceptional. 
ly high flame temperatures: Increased 
catalytic-action benefits from the re. 
fractory material in contact with the 
oil flame. 

Catalytic action deserves attention 
from a man interested in the func 
tions and principles of oilburner fire 
boxes. Although talk of catalytic oil 
cracking plants and cat-cracked fuel- 
oils started among oilheating experts 
only in recent years, knowledge of 
catalysis is not new. It goes back to 
1817. 

That Sir Humphry Davy knew 
much about flames and combustion is 
testified to by his well-known, invalua 
ble Davy miner’s safety lamp invented 
in 1815. 

In 1817 Davy discovered that at 
room temperature a mixture of hydro 
gen and oxygen does not ignite of its 
own accord—but that merely bring- 
ing such a mixture into contact with 
platinum causes the mixture to ignite. 
The platinum undergoes no change. 
An early explanation of the action, 
which has the great advantage of sim 
plicity, is that the hydrogen and oxy 
gen are adsorbed by the surface of 
the platinum, and are put by the 
platinum into a condition far more 
conducive to combustion than exists 
without the presence of the platinum. 
Undergoing no change itself although 
it eggs on the hydrogen and oxygen 
to get going and unite chemically, the 
platinum can be called a chemical 
matrimonial agency. 

Later other elements were found to 
have catalytic benefits for the partial 
or complete combustion of hydrocat 
bons, including such as osmium, gold, 
silver, and copper. 

Of extreme interest to firebox ex’ 
perts, it developed that at and above 
red-heat temperatures practically al 
substances provide excellent, pra 
tically equal catalytic-action benefits. 

The Welsbach gas mantle, made up 
of 99% thorium oxide and 1% cerium 
oxide, is an excellent example of the 
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practical application of catalysis. Be- 
coming incandescent and employing 
the principles of catalysis and surface 
combustion, it produces intense light 
_many times as much as is produced 
by burning gas at the same rate in an 
open jet. It undergoes no chemical 
change in itself, but urges illuminat- 
ing gas and air to burn entirely dif- 
ferently than if it were not present. 

The fascinating power of catalysis 
is employed many ways to excellent 
advantage. In the firebox of an oil- 
burner, it serves especially well when 
encouraged by extremely high flame 
and firebox temperatures, and by the 
action of the oil flame wiping or rub- 
bing the surface of incandescent re- 
fractory material that forms the fire- 
box. That is not to be taken as an 
invitation to design fireboxes so that 
oil particles strike firebox refractory 
material, for the result of this is 
“impingement” and formation of car- 
bon within the firebox. It is an invita- 
tion to have firebox walls as close as 
possible to the heart of the flame with- 
out risking carbon formation, and to 
have flames in contact with extremely 
hot firebox walls. 


Small Fireboxes 


Designing for exceptionally hot 
flames and fireboxes of course means 
the use of small fireboxes which fit 
flames closely. Thus it necessarily 
gains catalytic benefits. These include 
lean, complete combustion using a 
practical minimum of excess air, higher 
fame temperatures gained directly as 
aresult of employing the catalytic ac 
tion, and another increase in the 
amount of radiant heat the flame pours 
into the all-important direct heating 
wrfaces of the furnace or boiler. 

This article has outlined details of 
the following advantages which you 
gain by designing fireboxes for ex- 
tremely high flame temperatures: 

|. Extremely hot flames are needed 
0 permit you to arrive at the low 
moke-instrument readings and high 
CO, readings necessary for highly ef- 
ficient operation. Hot flames burn 
clean using less excess air than is 
needed for cool flames. In addition, 

flames lead to reduced stack tem- 
erature readings, 
2, Exceptionally high flame tem- 


peratures are conducive to nearly 
“complete combustion” which means 
minimum burnables (soot, visible 
smoke, and oil vapor) in the flue 
gases. Designing for high flame tem- 
peratures reduces formation of soot 
in flues, thus avoids the fuel-wasting 
effect of such soot; also it spares the 
owner the expense of frequent clean- 
ings for boiler and furnace flues. 


3. The red-hot products of com- 
bustion, pouring from the firebox of 
an extremely hot flame, conduct espe- 
cially great amounts of heat to the fur- 
nace or boiler heating surfaces with 
which they come in contact. Double 
the temperature difference involved 
between the hot gases and the heating 
surfaces they rub against, and you 
double the amount of conducted heat 
these gases pour into the heating sur- 
faces. 

4. Only a small increase in flame 
temperature results in a terrific in- 
crease in the amount of radiant heat 
an oilburner flame pours into the all- 
important direct heating surfaces of 
a furnace or boiler, because on a basis 
of absolute temperatures the radiant 
heat given by a flame varies as the 
fourth power of the temperature dif- 
ference, as has been explained. 

5. By designing for extremely hot 
flames, you gain valuable catalytic-ac- 
tion advantages which are not gained, 
for example, on jobs having fireboxes 
which are not red-hot during the 
burning of most of the oil used. Rela- 
tively small fireboxes, used necessarily 
to produce especially hot flames, arrive 
at both the high refractory tempera- 
tures and the wipe action (flames wip- 
ing or rubbing firebox walls) needed 
to gain most from catalytic action. 

The preceding five points give you 
incentives for designing fireboxes that 
produce extremely hot flames. Your 
installations need such fireboxes to 
produce oilheating that is clean, quiet, 
dependable, and economical. 

Rapid heating of a firebox goes 
along with its producing a high tem- 
perature flame. Most of the fueloil 
used should be burned while the fire- 
box is hot. Short oilburner “on” pe- 
riods unquestionably are the fashion 
today, for long “on” periods mean 
bumpy, on-off heating. That shows up 
particularly on forced-air installations. 


Indicative of the trend to short “on” 
periods, the Minneapolis-Honeywell 
electronic Moduflow home-heat con- 
trol system in its standard form per- 
mits you to set up for oilburner “on” 
periods either three minutes long, or 
four and one-half minutes long. 

Designing for high flame tempera- 
tures to affect the burning of most of 
the fueloil used is equivalent, then, to 
designing for rapid heating of the fire- 
box. 

Determined to design for high flame 
and firebox temperatures, what does 
a man do next? He can follow this 
seven-step program: 


Design Program 


1. Figure as closely as practical the 
gph firing rate to be used for the fur- 
nace or boiler. Important: Aim to use 
the lowest gph rate that will heat the 
house properly on coldest mornings. 

2. Select a modern type of firebox 
material, one that permits building a 
firebox of the proper shape that will 
reach red-heat extremely rapidly after 
the burner starts firing. 

3. Decide the flame shape the burner 
prefers to give, or can be altered to 
give to match the combustion-cham- 
ber dimensions of the furnace or boil- 
er. Avoid planning on using a flame 
shape the burner can’t provide in an 
efficient manner. 

4. Decide upon the proper dimen- 
sions for the nozzle height and the 
side walls of the firebox. Don’t plan 
on low side walls, for these lead to 
low flame temperatures. 

5. Decide how many square inches 
of firebox floor to provide for each 
gph to be fired, and while you do this 
aim for the smallest firebox practical 
for the particular burner. This factor 
is different for different burner mod- 
els, for some burners can give espe- 
cially compact flames whereas others 
cannot. 

6. Using the data in preceding items 
1, 3, and 5, design the firebox floor. 

7. Use your best common sense, 
ingenuity, and engineering knowledge 
to provide special firebox design fea- 
tures if these can be used to increase 
the flame temperature, improve the 
flow of products of combustion out of 
the firebox, or otherwise improve the 
efficiency. 
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Condenser - com- 
pressor unit oper- 
ates in a separate 
room from the rest 
of the system as 
it would under 
actual installa 
tions. Different 
conditions of tem- 
perature and hu- 
midity are main- 
tained in each 
room. 











Thermocou- 
ples, left, are at- 
tached to each cir- 
cuit of the cooling 
coil to provide a 
complete and ac- 
curate check of its 
operating charac- 
teristics. 





Varying temperature and humidity of 
air entering the system are maintained 
in the rooms at right where the system 
is operating. Temperature, moisture 
content and quantity of the air leaving 
the system are measured in the wind 
tunnel at upper right and recorded by 
operator. 
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Laboratory Studies Cooling 


Century Engineers study Performance under varying Conditions in new Installation 






















AN ULTRA MODERN air cooling laby 
ratory has been established x 
Cedar Rapids, Iowa, by Century Engi 
neering Corp. to aid its engineers in th: 
development of cooling systems t 
match its full line of furnaces, 

The installation includes a specially 
designed wind tunnel in which tem, 
perature, moisture content and quan, 
tity of air discharged from air cooling 
units are measured. 

In the laboratory, Century engineer; 
can set up and accurately maintain a: 
mospheric conditions in order to rate 
combination heat-cooling systems ac 
cording to ASRE standards, It also can 
be used to determine requirements for 
satisfactory operation under varying 
load conditions. 

To determine exact operating condi: 
tions of cooling coils under varying 
conditions, thermocouples are attached 
to each circuit of the coil on electronic 
thermometers in the central control 
room. 

The Century line now includes more 
than 24 models for either water or air 
cooled installations. 
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The Mark IV by Surburban Greens at Manetto Hills, Manetto Hill Road, 





aturally house-hunters are vitally interested in what kind 
of a heating system has been installed in the home they consider buying, 


“In line with the current preference of Long Island builders, 

we find that our customers unanimously and heartily approve 

of oil heating. Oil doesn’t need any hard selling in our houses 

. .. people already know that it stands for safe, clean, 

low-cost heat. Men approve of its superior performance and endurance, 
and women appreciate its cleanliness and safety factors 

. .. to say nothing of the good looks of modern oil heating equipment. 


“Yes, you'll find oil heating in Suburban Greens... 
oil sells itself — and helps sell our houses.” 


only Oil assures safe, low-cost heat 


*Herman Cooper, well-known 
builder of Surburban Greens 
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ure it’s true that five out of every six homes built on 
Long Island during the past five years have oll heating! Why? 
Let us tell you our experience... 


“When we install oil heating, a house sells faster. Home buyers 
seem to know they're getting safe, economical heat — heat that costs 
less. We do ourselves and them a favor when we-tell them it’s oil. 
Don’t forget that the oil burner is the heart of the house, 

Today you can put in a good heating plant and still stay within 

your costs. The pay-off is a quicker sale, a satisfied owner, 

and a house that has quality built right into it.” 


safe, low-cost heat 


*Irving Rosen and Jack Pirozzi, nationally- 
famous builders of Robin Park homes on Park 
Avenue, north of Jericho Turnpike, Huntington. 


ONG [SLAND INC. 


LM. ¥. * Wanhoe 3-2773 





On Long Island, New York suburb, 
oil remains the preferred fuel although 
gas is trying hard. With ads like these 
the Oil Heat Institute of Long Island 
publicizes the fact that the “better 
builders” like it, too. They find that 
it not only “helps sell our houses,” but 
it offers the homeowner “superior per- 
formance and endurance,” plus “clean- 
liness and safety factors.” All in all, 
oilheating provides “built-in quality” 
for modern houses. 
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BY THE FOURTH OF JULY the Webster 
Electric Company’s Caravan of Serv- 
ice had logged better than 10,000 
miles, had been on the road for 20 
weeks and had been visited by more 
than 3,000 oilburner dealers and serv- 
icemen. 

Established as an oilburner installa- 
tion and service clinic, the Caravan is 
housed in a trailer van converted to in- 
terior displays of equipment made by 
Webster Electric Co. for use on oil- 
burners. These include fuel units, 
transformers, Delaytrol oil valves and 
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Webster Caravan takes equipment Displays, know-how to Country 





featuring on recent stops Webster's 
new “Service Saver” fuel unit, with 
built-in rotary cleaner. 

The trailer left the factory at Ra- 
cine, Wis. right after the first of the 
year and has been on the go almost 
continuously since then. It was re- 
decorated for the June Oilheating Ex- 





Louis Ehrich, above, Webster's field service engineer, hooks up a fuel unit 
to the testing equipment set up in a corner of the Caravan. This not om) 
enables him to demonstrate operation of the fuel unit, but permits him 1 
bench test defective units and make repairs with supply parts carried im 
the trailer. At left, Ehrich explains some of the features of an oilbumer 
ignition transformer to Milton Berk, service manager, Paragon Oil Co. 
burner division. 


August 
1956 


Exterior of Webster Electric's Cay, 
van of Service, whose tour is designed 
to establish direct contact and develop 
good will between the company anj 
wholesalers and dealers. On-the-spoy 
information and guidance on correc 
installation and maintenance of oil 
burning equipment is provided by the 
team of experts which accompanies the 
Caravan. 





position in New York and thereafter 
was on exhibit in and around New 
York City, after which it toured Long 
Island and Westchester before moving 
up into New England. First stops were 
made in Wisconsin, Indiana, Illinois, 
Ohio, Kentucky, Missouri and Michi 


gan. 
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The trailer visits oilburner parts 
suppliers, large dealers or manufac- 
turers, with invitations extended to oil- 
burner service personnel to visit the 
Caravan. Actually, the informal tour 
of the displays, with its accompanying 
explanation of what the equipment is 
and what it does, is only the forerun- 
ner to an equally informal and spon- 
taneous question and answer period. 
According to Louis Ehrich, field serv- 
ice engineer, who has been with the 
Caravan much of the time since it left 
Racine, these questions and answers 
are by no means confined to specific 
queries about Webster equipment. In- 
tead—and this is encouraged—they 
cover the whole range of oilburner 
grvice and installation problems. 





Actually, the primary purpose of 
the Caravan is educational. Also, it 
establishes direct contact between the 
manufacturer, wholesaler, dealers and 
stvicemen in the oilheating industry. 

The pictures reproduced herewith 
were taken on July 6, when the Cara- 
van spent a day at Paragon Oil Co., 
Mineola, N. Y. The photographs in- 
clude a typical group being shown the 
displays on this day when Louis Ehrich 
and Otto Nielsen of Webster’s Service 
Department were running the show. 


Tentative schedule for the Cara- 
van's tour calls for it to return to the 
Midwest after New England; in fact, 
it will be moved around until all oil- 
heating territory has been covered. 
Probably visits will be continued all 
during this year and into 1957. 

: The Caravan of Service and its 
stassroots selling” is another of 

ebster’s continuing efforts to im- 
Prove the dealer's knowledge of oil- 


burning, its application and proper 
maintenance. 


"Service Saver" 
fuel unit is oper- 
ated, right by 
Otto Nielsen, of 
Webster's service 
department. The 
“Service Saver’ is 
on a rig, equipped 
with pressure and 
vacuum gauges, 
which makes it 
possible to simu- 
late service com- 
plaints so that 
their effects can 
be seen and solu- 
tions discussed. 


Cut-a-way models, above, 
of Webster's fuel units, 
including the new ‘Service 
Saver” units, makes up one 
portion of the Caravan’s 
equipment display. 


Typical group of 
Paragon service- 
men listens atten- 
tively during the 
first part of their 
tour through the 
Caravan of Serv- 
ice. Viewing of 
displays, with ac- 
companying ex- 
planation, is prel- 
ude to informal 
question and an- 
swer period on 
any and all prob- 
lems concerned 
with oilburner 
service. 





Delaytrol oil valve is de- 
scribed by Nielsen, below. 







































































by 
J. R. Lewis 


S pemaeeseuncea EQUIPMENT and 
automatic controls having enough 
capacity to cool and dehumidify all 
rooms in a residence will usually be 
most economical and practical when 
they are combined with a warm air 
heating system. This is easily under- 
stood without need for a complete un- 
derstanding of airconditioning. 

The public interest in present or 
near future installations of residential 
cooling has helped to boost the sales 
volume of warm air heating equipment 
during the last few years. Obviously 
the experienced dealer knows that 
this does not mean that it is simple to 
combine good cooling and good heat- 
ing components that will provide maxi- 
mum comfort in any weather. How- 
ever, it does mean that it is easier to 
use the air circulating method with 
carefully planned engineering to ob- 
tain maximum satisfaction at most rea- 
sonable expense. 





Profits in Cooling 


Air flow Adjustments must be made under operating Conditions—and Instruments help 


Engineering analysis is always im- 
portant. For example, the “add on” 
cooling installation may require more 
air or higher duct static pressure than 
the original heating blower has capac- 
ity to produce. It then is best for the 
dealer to recommend and insist on 
furnishing a new blower, possibly for 
two speed operation. 

Another possibility is to use two in- 
dependent blowers. Speaking general- 
ly, the average installation in New 
England may be satisfied with one 
single speed blower. It would be un- 
usual if the cooling cycle were to re- 
quire much more air than should be in- 
troduced with the same blower for 
heating. On the other hand, the hottest 
climates in this country may need 
double the air quantity for cooling 
than can be used for heating. The deal- 
er’s engineer will have to decide how 
this can best be accomplished. 

Furthermore, some existing duct sys- 
tems leak sufficiently to cause trouble 
when handling cool air in summer. 
There may also be unnecessary loss of 


(9) 





Working parts of the heating-cooling residential thermostat made by General 
Controls Corp.: 1. Cooling bi-metal. 2. Cooling selector dial. 3. Heater “plug” 
for cooling. 4. Sealed mercury switch contact for cooling. 5. Switch box. 6. Sealed 
mercury switch for heating. 7. Heater “plug” for heating. 8. Heating selector 
dial. 9. Front and back are hinged. 10. Heating bi-metal. Heater “‘plugs” are used 
to anticipate heat or cold. One warms the bi-metal when burner is on to take 
advantage of the residual heat in the system and stop the burner sooner than the 
standard direct acting thermostat. The heater ‘‘plug’”’ for cooling cycle is used 
when compressor is off, to start the cooling before temperature rises too much. 
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capacity if dampers on outlets in work 
rooms, garage and baths are not 
pable of preventing any circulation t; 
rooms that do not need to be cooled 

Grilles and outlets may not hay 
been sized properly in accordance with 
present day methods. Both time and 
money may be involved to mak 
changes that will meet with present 
day practices. Neither should be con. 
sidered wasted as time will prove the 
investment was well spent. 

Another important condition to be 
analyzed before adding cooling to an 
existing building is the electric load 
situation. Power lines to the residence 
frequently are at, or near, maximum 
load. It is equally important to analyze 
the question of heat dissipation from 
the condenser of the refrigeration unit, 
Air cooled systems are in general de- 
mand for systems as large as the aver 
age commercial job and all smaller 
capacities. Nevertheless, the dealer can 
never overlook the need to completely 
dissipate appreciable heat from the 
condenser to its surroundings. The us 
of fans to help with this problem is 
becoming common practice and intro 
duces a noise problem of growing im 
portance as quantity of air circulated 
is increased. 

Heating equipment design has fre 
quently used crawl spaces for ducts or 
as a plenum in order to save initial 
cost. “Add on” cooling can raise op 
erating problems and corrosive maitv 
tenance because crawl spaces are get 
erally damp during the warm weather 
when ducts are required to circulate 
chilled air. Any exposed cool duct be 
low the dew point temperature of its 
surroundings will form condensation 
that can be quite serious. 

Then too, some consideration must 
be given to the controls which are (© 
be used for desired automatic perform 
ance. It is a familiar saying that unless 
controls are as simple as possible, they 
will not remain automatic very long 
Dealers must recognize that what 
is now considered simple would have 
been extremely complicated more than 
a few years ago. 
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Damper is adjusted to obtain air veloc- 
ity reading on a side wall register. 
This one fast means of balancing air 
flow through a residential air system. 
Instrument is Model MRF Flo Rite. 


Bacharach Industrial Instrument photo 


The trend in controls points defi- 
nitely to the room thermostat which 
will anticipate what action will be re- 
quired in order that the room tem- 
perature can be maintained at the 
control setting during the time that the 
conditioning system passes through 
its initial operating cycle. It requires 
time for a burner to heat a cold furn- 
ace. It usually takes even longer for 
a refrigeration compressor to circu- 
late enough refrigerant to chill the 
cooling coil and the air that is being 
recirculated through ducts that have 
probably raised to room temperature. 

This explains the logic in provid- 
ing an operating position at the con- 
trol before the final setting has been 
tegistered on a thermometer. At both 
ends of each cycle it is equally desira- 
ble to have the burner or the compres- 
sor cease functioning as soon as there 
is enough carryover to bring the ther- 
mometer even with the temperature of 
the control setting. 


One such instrument that is being 
used by Lennox Industries Inc. and a 
number of other conditioning equip- 
ment manufacturers is shown in the 
accompanying photograph. This Gen- 
eral Controls Co. instrument is nicely 
styled in satin finish, For the cooling 
cycle there is a ‘Fan Continuous” se- 
lective switch position to obtain most 
crea temperatures. There also is a 
Fan Intermittent” position offering 

t dehumidification on the muggy 
ys when maximum cooling is usual- 


ly not desirable. As with most good 
controls today, the contact servicing 
problems are eliminated through the 
use of sealed mercury switches that 
are immune to dust or lint. 

Another new M-H T-87 Control 
for Heating-Cooling combinations 
also includes the temperature antici- 
pating feature. The new instrument 
and W-212 companion panel helps to 
avoid complicated field wiring which 
can be very costly. The contractor is 
able to select eight different sub-bases 
with different switch combinations. 
The sub base and switching mech- 
anism acts as support for the thermo- 
stat. No field wiring to the thermostat 
is required. 

As mentioned earlier and well 
worth re-emphasizing, good engineer- 
ing, good equipment and careful at- 
tention to installation problems will 
never assure best operating perform- 
ance unless the final air flow adjust- 
ments are made under operating con- 
ditions. As with everything else, there 
are good “tools” and good procedures 
which greatly simplify the work to 
keep down cost and to provide com- 
plete satisfaction. 


Any contractor who has tried to 
balance and adjust warm air circulat- 
ing system dampers by measuring 
temperatures in each room and set- 
ting dampers in an attempt to get 
uniformity is well aware of the time 
consumed. Furthermore, it then is 
common to receive call-backs, and 
owners frequently reach the conclu- 
sion that the service man is experi- 
menting at his expense. 

To avoid this, it is desirable and 
economical to use a good measuring 
instrument that is designed for just the 
type of work under discussion. The 
Bacharach Industrial Instrument Com- 
pany’s Flow-Rite air velocity meter 
is a compact, direct reading, easy to 
use air velocity meter designed for 
field men testing all types of heating, 
cooling and ventilating work. One of 
its most important functions is the 
measurement of velocities at the face of 
supply and return grills. For resi- 
dential and commercial air condition- 
ing the instrument is available with a 
single scale 0- 1000 fpm range. For 
special test work a similar instrument 
with two scales is offered in range of 





Q- 3000 fpm and another calibration 
of 0- 35 miles per hr. 

Placing this instrument in a stream 
of moving air causes air within a 3” 
diameter area to be fed through a 
multi-blade rotor assembly. Pressure 
exerted on the blades is a direct meas- 
ure of the air velocities as read on 
scale of the instrument. There is also 
a locking device to retain the needle 
position if instrument cannot be seen 
when it is in position to measure the 
air flow. 

Bacharach recommended that their 
instrument be used in the following 
manner to properly balance any resi- 
dential type of warm air heating sys- 
tem: 

1. Adjust blower speed and con- 
trols and burner capacity for continu- 
ous air circulation as suggested by 
National Warm Air Heating & Air 
Conditioning Assoc. (manual No. 6) 

2. Leave all dampers wide open and 
operate for several days of normal 
heating. 

3. Upon returning to the job, the 
dealer closes any grilles that will nor- 
mally not be used. (Garage, laundry, 
storage space, etc.) 

4. All interior doors frequently 
open are to be opened. 

5. Thermostat is advanced several 
degrees to get burner and blower op- 
eratiun continuously during the test 
and adjusting period. 

6. Adjust each duct damper to get 
velocity instrument reading in the 
range as shown in Table 1. It is by all 
means desirable to make this a two 





Recommended Grille Velocities 
for Balancing 
Forced Air Heating Systems 


Register Instrument 
Location Reading* 
Low side wall 320-340 
High side wall 450-500 
Floor registers 
measured at grille face 240-260 
measured in register box 290-310 


When register is on short duct near 
plenum, reduce readings 10%. 


When register is near end of trunk 
ducts, increase readings 10%. 


For thermostat room reduce 10%. 


*Information is copyrighted by 
Bacharach Industrial Instrument Com- 


pany. 
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Air meter that is direct reading for 
temperature, velocity and static pres- 
sure. Uses probe of small size with 
flexible wire connection to the test in- 
strument. Has wide range and labora- 


tory accuracy. 
Anemostat Corp. of America photo 


man job and shout instructions from 
the register to the man who can change 
duct damper settings. 

In following the test procedure 
mentioned it is important that meas 
urements from wall type grilles should 
be made on the horizontal centerline 
of the grille face and at the position 
which gives the highest reading for 
each register. Air from floor registers 
may be taken at the center of the 
grille, but it is better to remove the 
register and measure velocity at the 
center of the duct which feeds the reg- 
ister and at the point where expan- 
sion collar is increasing duct area. 


Note also that there always is con- 
siderable turbulence at a _ register 
where supply and room air begin to 
mix. Relative velocity figures are ob- 
tainable with the type of instrument 
under discussion, and the figures 
listed have been found by experience 
to provide good results. It can be ex- 
pected however that the use of dif- 
ferent type instruments for measur- 
ing air velocity at air outlets may indi- 
cate readings which are different from 
those recorded here. 

Another recently developed instru- 
ment that is proving most useful for 
taking measurements in air is the 
Model 60 Anemotherm Air meter. 
This compact instrument is portable 
and combines equipment to accurately 
indicate air velocity, air temperature, 
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and static pressure. The probe which 
is placed where readings are to be 
taken is about the size of a pencil. It 
is wired to the case which can be 
strapped to the shoulder. Power is 
from flashlight batteries. 

The velocity scale is in three ranges 
covering from 10 to 8000 fpm. The 
five temperature ranges provide quick 
response to temperature between 0 
and 255 degrees F. Manufacturer 
claims readings are within 2 degree 
accuracy. The two static pressure 
ranges read inches of water from 0 to 
8 negative and positive with sensi- 
tivity of better than .05” at the lower 
range. 

This instrument can be used for 
testing the performance of any air cir- 
culating system with laboratory preci- 
sion, and engineers may then get accu- 
rate pictures of how the operating re- 
sults compare with the estimated re- 
quirements. Such information, rapidly 
tabulated, will be of invaluable as- 
sistance in getting the final air circula- 
tion adjustments to the most satisfac- 
tory positions. 

Because the temperature, velocity 
and static conditions should be known 
before major revisions are made to an 
existing installation it is very helpful 
to depend upon this type of instru- 
ment for conversion work as well as 
for final settings on all new jobs. 

It is encouraging to note that resi- 
dential airconditioning contractors are 
using past experience to find new 
time and money saving short cuts. 
However, it is impossible to apply any 
simple, yet all-inclusive rules on a na- 
tional basis for the important ques- 
tion of air distribution. 

There are locations where it is now 
best practice to calculate and to install 
air quantities on the cooling load re- 
quirements. Then during the heating 
season the burner capacity and fur- 
nace temperatures are regulated to 
avoid short cycles. In other locations 
it is better to decrease air quantities 
during heating periods. In some loca- 
tions it may be best to design separate 
duct systems. 

The best general recommendation to 
individuals must be to seek the advice 
and suggestions of those who have the 
most successful experience under 
similar local operating conditions. 







National-U. S. Radiator 


buys Unarco cooling Diy, 


THE AIRCONDITIONING Division of 
Union Asbestos & Rubber Co., Chi 
cago, has been acquired by National. 
U. S. Radiator Corp., Johnstown, P, 
Theodore B. Focke, president, Ny 
tional-U. §S., stated that the move was 
a further step in the direction of broad. 
ening the company’s activities in the 
fields of heating and summer cooling 

The principal acquistion in the 
transfer is a manufacturing plant in 
Greenville, Ill. A spokesman for both 
companies said that the majority of al] 
personnel connected with the opera 
tion of the Division were being trany 
ferred to National-U. S. with no 
change in duties. 

National-U. S. Radiator Corp. came 
into existence on April 1, 1955 asa 
result of the merger of the National 
Radiator Co. and United States Radi 
ator Corp. Union Asbestos & Rubber 
Co, has been a major supplier of air 
conditioning products to National 
U. S. for several years. 

The equipment will continue to 
carry the Unarco label. 

Edwin E. Hokin, Unarco president, 
said that the transfer of the Division 
was the result of a long term policy 
decision to concentrate company ac’ 
tivities on the older, more established 
divisions. 

eo 


AsHAE publish rating Code 
for Furnaces and Heaters 


A CODE for testing and rating heavy 
duty furnaces and direct-fired unit 
heaters published by the American Sv 
ciety of Heating and Air-Conditiow 
ing Engineers is applicable to forced 
warm air furnaces and direct-fire unit 
heaters having output ratings in excess 
of 250,000 Btu an hour. 

Definitions are given of the various 
parts of the heaters and of the terms 
used in referring to the heat input and 
output or rating of the units. 

The ASHAE Code contains eight se 
tions covering purpose, scope, defini 
tions, rating limits, testing equipment, 
testing procedures and rating proce 
dures. 

It is available from ASHAE, 62 Worth 
St., New York 13, N. Y. 
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FANCY-FREE FAN: *IiIM-pak 


[M-pak CHANGES TO ANY OF 4 POSITIONS —WHILE IN PRODUCTION! “Fancy-Free” is the word for 
Utility's new IM-pak Blower with Interchangeable Mounting — but it’s fancy-free in a way you'll like! IM-pak’s com- 
plete flexibility gives you an across-the-board stock that covers up to 98% of blower applications for residential air- 
moving equipment. The key is the Interchangeable Mounting. The two housing supports and motor mount bracket are 
shipped unattached to the unit, but with all hardware needed for rapid installation. Simply adjust ‘the angle of dis- 
charge to any of four positions, and quick as a wink, the job is done. No oil cup problems, due to IM-Pak’s sealed 
ball bearings; and the blowers are also available with a specially designed interchangeable sleeve bearing mount which 
is easily adjustable and permits time-saving production-line switches. IM-pak is sufficiently fancy-free to adapt to 
your manufacturing needs— without top-heavy inventories of blowers or many unassembled parts. Of course it has all 
of Utility’s famed quality engineering built right in... quality that complements the excellence of your own equip- 
ment. Proof again that— YOU CAN’T MATCH UTILITY FOR PRODUCT AND PRICE! 


* INTERCHANGEABLE MOUNTING 





A Division of Utility Appliance Corp. 


Loy = x IX. x fl i E’*A. Iw Cc © REF. 911 East 59th Street, Los Angeles 1, California 


MANUFACTURERS OF HEAVY AND STANDARD DUTY BLOWERS FOR HEATING, AIR CONDITIONING AND VENTILATING INSTALLATIONS. 
PRODUCERS OF BLOWERS AND BLOWER PARTS FOR ORIGINAL EQUIPMENT MANUFACTURERS. WRITE FOR CATALOGUE DATA. 
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Canadian Association insures 
bonded heating Installations 


30 contracting companies unanimously 
accepted the plan. 

At a cost of $20 per year each mem- 
ber is bonded by the Chapter Bonding 
Co. All installations must conform to 
the manuals and bulletins of the As 
sociation. Plans for the heating unit 
must be approved by the individual 
chapter offices and the job then re- 





Biapcaesess BONDED HEATING is a 
program being sponsored by the 
National Warm Air Heating and Air 
Conditioning Association of Canada. 
It guarantees adequate heating to con- 
sumers across the Dominion. 

During the spring Toronto became 
the first city to organize its members 
into the co-operative effort. More than 
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Sheared to Size—Less Scrap 
Save Time—Cut Costs 


The right steel makes all the dif- 
ference in your oil heat combus- 
tion chambers. That’s why it pays 
to use Ingersoll heat-resisting 
Stainless steel! 


It’s easy to fabricate—because it 
has exceptional forming qualities. 


It withstands high temperatures 
—because its analysis is correct. 


It’s uniform in quality—because 
Ingersoll specializes in producing 
this type of steel. 


It comes to you sheared to your 
specified blank sizes, or multiples 
thereof, depending on size—so it 
saves you time, money and scrap. 


Specify Ingersoll—and profit by 
the difference! 











































Write, wire or phone for details 



















Ingersoll 


STEEL DIVISION 


| Borg-Warner Corporation 
| 310 S. Michigan Ave., Chicago 4, Ill. 












~ ° Plant: New Castle, Indiana 
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ceives the NWA seal at a cost of $1 
per plan submitted. 

Each installation must be checked a 
the consumer's residence and recejyy 
the Seal of Approval to the effect tha 
the installation conforms to the plan, 
Inspection costs the dealer $10, 

A heating dealer can lose his mem, 
bership and bond if there are any ip, 
fractions not corrected within 60 days 

In Toronto, B. S. Shipp & Sop 
Ltd., Canada’s largest domestic hom. 
builder, was the first builder to take 
advantage of the program. G. S, Shipp 
president, signed a contract with the 
Toronto Air Conditioning Co., Ltd, 
to install NWA’s certified bonded heat. 
ing systems in all new homes built by 
the company in 1956. 

Another mass production builder, 
Saracini Construction Co., has aly 
endorsed the program and is installing 
Bonded Heating throughout its proj 
ects, 

‘Indoor Comfort” is the slogan that 
will be used to publicize the program, 
and it is estimated that many thow 
sands of dollars will be spent in adver 
tising it. 

Local chapters of the Association 
will run the individual bonding pro 
grams, In the case of Toronto, to be 
bonded a heating company must ke 
within a radius of 35 miles of the To 
ronto City Hall. 

The bonding plan received further 
impetus at the 13th annual National 
Warm Air Heating and Air Condi 
tioning Association Convention in Tv 
ronto, June 12. 

Highlights of the convention were 
discussions on the future of the indus 
try; introduction to summer aircondi 
tioning; problems of tri-level home 
heating and cooling; and business marr 
agement course for heating contrat 
tors. 

The Association has increased its 
size by 75% more manufacturer met 
berships and 25% more associate mem 
berships. Increased activity recently 
caused the group to move into new 
larger offices with an enlarged staf 
The Association headquarters are ® 
Toronto at 4195 Dundas St., W. 

ae 

W. F. Winter has joined Berger 
Furnace Corp., Pittsburgh, Pa., as sales 
representative. 
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FOR YOUR CUSTOMERS! 





rogram, 
y thou 
adver: 


Exclusive 
Selling Features 


@ The Whirling Flame—secret of its amaz- 
ing performance! 
@ Welded steel construction for permanence! 
e ly insulated like a giant thermos 
bottle which assures minimum radiation and 
throughout the entire year! 


@ All the domestic hot water you need—the 
year "round—at the lowest possible cost! 


a Beautifully finished duotone baked enamel 
inet! 


@ Shipped as complete as a refrigerator! 
@ Backed by a 100-year-old firm! 
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Gives You an Edge on Competition! 


Acclaimed America’s finest Oil Heat Package Unit, the Bethlehem 
DYNATHERM is truly the most efficient automatic heating plant on the 
market. It actually exceeds customers’ expectations because it gives them 
more for their money in fuel economy, convenience and comfort than 
they have ever known before, regardless of what heating system was 
used. Fuel savings of more than 40% are common... one reason why 
the Bethlehem DYNATHERM pays for itself in 5 years! Then too, it 
comes completely assembled and tested at the factory, thereby reducing 
installation cost, and assuring dependable, uninterrupted service. 


If you’ve been losing sales . . . why not get started selling this outstanding 
Package Unit with many exclusive features . . . that offers everything your 
customers have been looking for in Healthful Heating! 


Want to make more sales? ... more profit? ... have more satisfied cus- 
tomers? Then—wire or write immediately for full information! 


BETHLEHEM FOUNDRY & MACHINE COMPANY 


BETHEL SWEM  , PENNSYLVANIA 
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“Comfort Queens” brighten 
Better Heating-Cooling Week 


THE FIRST ELECTION of an industry 
queen by the Nation’s heating con- 
tractors and wholesale distributors to 
reign during Better-Heating-Cooling 
Week, Aug. 6-11, ended in a tie, so 
twin titles were awarded making both 
Mae Conley (Miss Sunny Warmth) 
and Louise Riley (Miss Summer Cool- 





ing) “Comfort Queens.” 

Since their coronations, the ““Com- 
fort Queens” have had busy sched- 
ules and can look forward to more of 
the same. Their activities include per- 
sonal appearances at home shows, 
conventions and new home openings 
where hot water or steam heating is 








and guaranteed. 





Write for free catalogs. 
HERCO OIL BURNER CORP. 
LANCASTER, PA. 


SoaocoacooHaot 


Boiler-Burner Units 


ae P44 
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WHAT’S THE JOB? 
Do it with a HERCO! 


Whatever the job, here is a complete line 
of oil heating equipment, with each item 
individually fire tested at the factory 


You get finest quality, lots of satisfaction, 
and fewer service headaches. 
prices are also in line. 


It's hard to beat a Herco... 
eeeeany way you put it? 


In the Heating Business since 1927. 


Low Pressure Burners 





You find the 


OIL THRIFTY 





 foldaate-Viam Olelhis 


featured; attendance at sales and other 
meetings of trade associations apd 
manufacturers associatiated with the 
Better Heating-Cooling Council; par. 
ticipation in Better Heating-Cooling 
Week activities and appearances dup 
ing the week on several network ty 
programs stressing fluid heating ang 
cooling systems and the practicality of 


instant household hot water from the 
home heating boiler. 

The election of the “Comfort 
Queens” to personify the advantages 
of liquid heating and cooling is part 
of a four-way promotion being con 
ducted by the Better Heating-Cooling 
Council and consisting of (1) a full 
week of activities to generate home: 
owner enthusiasm for fluid heating 
and cooling; (2) a new half-hour color 
sound movie on the life-time type of 
comforts; (3) a series of round table 
editorial conferences for consumer edi 
tors of all media, and (4) a permanent 
six-member staff of the Council to carty 
out a complete public relations pro 
gram. 

The first of the editorial confer 
ences was held at New York's Hotel 
Pierre June 27 with 35 editors from 
magazines, newspapers and television 
attending. 

Of that conference, John E. Reed, 
president of the Better Heating Cool 
ing Council, said: 

“The conference was instrumental 
in stirring greater interest among the 
editors in quality systems. The resills 
of that gathering alone are proof that 
the Council is a valuable asset to ma 
ufacturers, wholesalers and contra’ 
tors alike.” 
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STOP TROUBLE 


Before It Begins! 









soe General Fuel Oil Filters get to the “heart” of any 
ag filtering job. Note the unique “step back’ design 
of the high grade, wool felt cartridge. Oil is cleaned faster 
because one-third more filtering surface is exposed. 


A fine wire mesh screen, bonded to the cartridge, anchors 
each layer securely so microscopic particles can’t channel 
_ between. Patented treatment of this center core prevents MODEL 
lint from escaping into oil lines, reduces danger of by- " | 

passing, and improves filtration by increasing the density i 2A-700A 
of the inner surface of the felt. F UE ere)? 


Lifetime, leakproof construction is another trouble-stopping 33 

GENERAL feature. The cast iron cap and steel body won’t FILTER 
rack, stretch, leak or wear out. Two vent screws allow easy 
bleeding of the filter and lines. 

























































































om the 
Best of all, GENERAL Cartridges fit all leading filter makes. 
casi Insure eee protection in every filter you service, “STEP BACK” 
by installing a genuine GENERAL Cartridge at least once 
antages - each heating season! " WOOL FELT 
is part CARTRIDGE 
ig con’ 
Dooling 
a full 
home: . 
ail MODEL 200 
| 
ei HUMIDIFIER 
d table Customers are the first to realize a 
rer edi humidifier is no better than its resis- 
naan tance to clogging from lime and cal- 
cium build-up. GENERAL HUMIDIFIERS 
0 carry reduce clogging troubles in three 
18 pro ways: (1) Use of a patented, fast- 
acting WATER-FLOW REGULATOR, im- 
pervious to rust, lime and scale; 
Conner ““POROSIL” (2) Elimination of all floats and needle 
; Hotel valves (the chief causes of trouble in 
¢ from EVAPORATING PLATES conventional humidifiers); (3) Calcium- 
ian resistant ceramic evaporating plates 
ven which “channel” moisture upward 
through minute “breathing spaces,” 
is KEEP FLUES OPEN — IT’S EASY! | gusqumuevumeues uum Svseer 
5Cook A Ye" layer of soot can raise fuel costs 25%! CLEAN RIGHT why the Model 200 is making life 
destroys a 2” coating in 2-5 minutes — without flash or cor- long friends for shops who sell it! 
ntal rosion. Take a can on every service call. Stop soot troubles 
- the easy way! 
ng the 
results 
of that 
0 maf GEN ERAL Fl LTERS, i Lom WRITE FOR full information, prices, 
ontrae 43800 GRAND RIVER AVE. NOVI, MICH. and name of your nearest jobber. 
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Ballard Oil Company 


uses installation Bonds 


THE USE OF guarantee bonds to insure 
satisfaction with new oilheating equip- 
ment has been successfully tried at 
various times in the industry . . . nota- 
bly in the recent case of the Better 
Home Heat Council of Boston. 

But now the Ballard Oil & Equip- 
ment Co. of Portland, Maine, issues 
a security bond designed especially for 


its use 


Casualty Co. of that city. The bond 


is issued to a purchaser of an oilheat- 
ing installation and in effect assures to 
the buyer complete satisfaction with 
his new equipment for a period of one 
year from installation. 

In other words, if the purchaser fails 
to get satisfaction in both good heat- 
ing and operating efficiency consistent 
with the design of the heating system, 
he is indemnified to the extent of the 
full purchase price. One condition is 
that the unit be supplied with Bal- 
lard heating oils. 

The bonding company is not yet 


by the Maine Bonding and 








Sinclair Research Laboratories—9 buildings 
and 39 acres ot Harvey, Illinois—constantly 
improve present products,develop new ones. 


RESEARCH HELPS KEEP SINCLAIR FUEL 


OIL 


DISTRIBUTORS AHEAD...PROFITABLY 


Distributors who sell Sinclair Fuel Oil profit more because 
continuous research makes Sinclair Fuel Oil a better product. 


For example, ingredient RD-119®, discovered at Harvey, 

helps make Sinclair Fuel Oil an exceptionally clean-burning, high 
quality product. Result — service calls are cut to a minimum, 
consumer good will is increased. 


Another advantage enjoyed by Sinclair Distributors is strong 
advertising that consistently promotes Sinclair Fuel Oil. 
And Sinclair’s vast production and storage facilities assure 
Sinclair Distributors a continuous source of supply. 


Build a better business for yourself with Sinclair Fuel Oil 
containing RD-119. Write now to: Sinclair Refining Company, 
600 Fifth Avenue, New York 20, N. Y. 


SINCLAIR FUEL OIL with Ro-n19" 
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seeking general business along this ling 
Rather it is experimenting with the 
idea first through Ballard. Ed Hacker 
is president of Ballard. 


o, 
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Revisions of warm air 
Standards submitted 


A RECOMMENDED REVISION of “Warm 
Air Furnaces Equipped with Pressure. 
Atomizing or Rotary Type Oil Burn 
ers, Commercial Standard cs195-54” 
was circulated to the industry for ac- 
ceptance under date of June 15, the 
Commodity Standards Division, U. §, 
Department of Commerce, has an 
nounced, 


The revision, proposed by a stand 
ing committee of the industry and ad 
justed in accordance with the comment 
of other interests, applies to the speci 
fied warm-air furnaces which are mar- 
keted by the manufacturer as furnace: 
burner-units. It covers definitions, gen 
eral requirements, furnace design and 
construction, performance, test codes 
for gravity and forced-air furnaces, 
publication of furnace ratings, label 
ing, and installation requirements and 
performance tests. 

The recommended revision is desig 
nated Ts-5319. While supplies last, 
copies may be obtained by addressing 
a request to H. A. Bonnet, Commodity 
Standards Division, U. $. Department 
of Commerce, Washington 25, D.C. 


o, 
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Home improvement Plan 
to have Section in Magazine 


OPERATION HOME Improvement # 
sponsoring a special advertising st 
tion in the September 29 issue of The 
Saturday Evening Post. The section 
will carry advertising for heating 
airconditioning systems as well as other 
products and services related to home 
improvement. 

On the bottom of each page will be 
a line referring the reader to other a 
in the section. This special advertising 
is designed to intensify local-level od 
tivity this fall. The Post is making 
available to retailers tie-in ma’ 
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SALONGAGS 
; meso RO ns 
Reads in gallons for | 


customer convenience 


@ Has easy-to-read numbers. 
e Requires only 4” clearance for installation. 
© Fits conveniently, safely in serviceman’s kit. 


 @ Costs less to ship than other gauges. 


“GIVES QUALITY APPEARANCE TO ANY JOB! 


i 





September OHI Board to 


meet in Asheville 


THE SEPTEMBER board .of directors 
meeting, Oil-Heat Institute of Amer- 
ica, New York 36, N. Y., takes place 
on September 19, 20 and 21 at Grove 
Park, Asheville, N. C. This vacation 
spot was selected in the tradition of 
holding the September meeting at a 
place which provides an opportunity 
for relaxation, in addition to facilities 
for performing necessary work. 


A special event is scheduled on Sep- 


the First and Only 





Removable Coil 











tember 19, when the Distribution Di- 
vision of the Institute holds its first 
regional round table, covering the 
South Atlantic and South Central 
areas. The all-day meeting will start 
with a morning round table covering 
five topics of prime interest to oilheat- 
ing dealers. In the afternoon the deal- 
ers will see the “Housewarming Party” 
sound film; Burroughs Corporation’s 
“Break through for Profit” fueloil 
management film and the slide film on 
nozzles prepared by manufacturers for 
the Distribution Division. 


All Copper Tankless Heater 


+TARADE MAR ix 


... and 
ONLY 


KA 


REG. U.S. paT.O 


\ 
» 


FF- 


CUTS MAINTENANCE COSTS... 
..- ASSURES CUSTOMER GOOD WILL! 


EXCLUSIVE 


The 


ENGINEERED 


DELUXE TANKLESS WATER HEATER DE- 
FIES COMPARISON ... at ANY price! 


@ Can be installed either VERTICAL or HORI- 





ZONTAL. 

Does NOT have to be completely removed in 
hard water areas. 

REMOVABLE copper coil unit permits re-use 
of shell or coils. 

Air vent PREVENTS heater from becoming air 
bound. 

Pre-tested to withstand 150 Ibs. 
working pressure. 

All joints, coil tubing, copper shell, seams and 


ACTUAL 


bronze flange are SIL-FOS brazed to BRONZE 
fittings to insure permanent air tight, water 


tight union. 
LIFETIME Guarantee 
WORKMANSHIP. 


on a" GAD 


Write today! 


Our 50th Anniversary 
KAM WATER HEATER MFG. CO., INC. 


239-249 ALABAMA AVENUE 


BROOKLYN 7, NEW YORK 


In Canada—Diamolloy Co. Ltd., 2316 Gerrard St., E., Toronto, Canada 


QUALITY PRODUCTS SINCE 1906 





Registration fee is $5 for al] mem 
bers of all divisions. Dealers attending 
will be invited to the Distribution Di 
vision board meeting on September 29, | 

A preliminary schedule of meetings 
calls for the Distribution Division gy 
ecutive committee to meet on Thur 
day morning, September 20, followed 
by the Distribution Division board, A 
luncheon of the Institute executiye 
committee follows. : 

On Friday, September 21 the Insti 
tute board meets in a morning session, 
Chairmen of committees and sections 
also will arrange meetings of their vari 
ous groups during one of the three 
days. 

Hotel reservations should be ar 
ranged with Miss Claire M. Perkins, 
executive sales director, The Grove 
Park, Asheville, N. C. Ralph Becker, 
Institute secretary, requests copy of 
the reservation request to facilitate 
planning details. 

Ladies are invited, with the assur 
ance given that arrangements will be 
made with Grove Park for an informal 
entertainment program for the wives 
of directors and guests at the meeting. 


°, 
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Dunham-Bush Merger 
approved by Stockholders 


CONSOLIDATION of Bush Manufactur 
ing Co., West Hartford, Conn., and 
C. A. Dunham Co., Chicago, into 
Dunham-Bush, Inc., has received the 
approval of stockholders of both com 
panies. 

A national network of strategically 
located Dunham-Bush warehouses will 
provide faster deliveries and lowered 
freight rates. Specific products will be 
manufactured in geographic areas 
lected with customers’ interest in mi 

Airconditioning and_ refrigeration 
products will now be produced if 
Michigan City, Ind.; Marshalltown, 
Iowa, and Toronto, Canada. Certaif 
additional heating products will be 
manufactured for the first time at the 
West Hartford plant. Facilities # 
Brewster, N. Y.; Riverside, Calif., and 
London, England, will also be used. 

An enlarged sales engineering 
partment will give greater assistane | 
to wholesalers, contractors and om 
sulting engineers on airconditioning ” 
heating and refrigeration problems. 
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COMMERCIAL & | 
INDUSTRIAL 
oilburning 


© lene THE HEATED area of the 
sparklingly new Meier & Frank 
department store in Salem, Oregon, 
totals 183,000 square feet, a pair of 
100-hp Orr & Sembower Powermas- 
ter boilers fired at an average rate of 
45 per cent of capacity meet all heat- 
ing requirements. 

The $8,000,000 drive-in emporium 
which opened for business last Octo- 
ber, occupies more than nine acres in 
the downtown section of the Oregon 


Floor plans and model of the Meier and Frank department store in Salem, Ore., 
show the novel five-level spiraling garage that permits shoppers to park just a 


Oilheating the Ultra 


Northwest's most advanced Emporium 
features counter-side Parking 








The oilheating industry may have little to do directly with traf 
conditions, but when a department store like Meier and Frank get, 
nationwide acclaim for its ultra 
spicuously oilheated. 

Located in Salem, Oregon, the store’s customers drive to the floor 


level where they wish to shop, park and step right in to the counter, 


features we gain by having it cop. 








state capital."A third of the square 
block location is devoted to a five-level 
spiraling garage that lets shoppers park 
near departments they wish to visit. 
The first floor area is twice that of a 
normal city block—Salem is one of the 


few steps from any department they wish to visit. 


few towns in the nation laid out in; 
classic grid pattern of wide streets an 
huge blocks. ! 


Heating the store space is compli 
cated by the many entrances and th 
vagaries of the climate of Oregon’ 
Willamette Valley in which the city 
of 47,000, second largest in Oregon, i 
located. Climate varies from steaming 
hot in summer to temperately cold in 
winter, and the mercury can call for 
anything from shirt sleeves to fur 
within a few hours. 


Fluctuating Demand 


The heating plant doesn’t have to 
meet with extreme cold, but it has to 
be capable of delivering steam accord: 
ing to demand that may fluctuate 
greatly within one shopping day. I 
also must provide comfort heat ini 
store with great areas of glass wal, 
few inner partitions and a constatt 
in-and-out flow of traffic through av § 
merous doors on several levels. 

The boilers built by the Reading 
Pa.; company were chosen for the job 
for several reasons: They are equipped 
with controls that automatically reg 
ulate firing from 100% down 
20% of capacity. They are delivered 
as a package; the entire unit is assell 
bled at the factory. They dont © 
quire expensive foundation and statl 
structures. 

The initial three-month operatit 
of the heating plant convinced t 
Meier & Frank’s Salem engineeritt 
staff of the wisdom of their choice,” 
cording to head engineer Ron Bel: 

Bell reports that he is firing No. f 
fueloil. Cost per gallon of oil ™ 
0688 a gallon or $2.89 a barrel. 
consumption runs about 2,000 gales 
a week against maximum d 
consumption per week of 4,600 # 
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ontrol Progress 








New U.L. Requirements 
Alter Control Specs 


Effective January 1, 1957, the industry 
will officially recognize what has long 
heen known by specifying engineers, 
distributors and installers of fuel burn- 
ingequipment: the great bulk of 
“standard” flame safeguards and sim- 
ilar safety controls is hopelessly inade- 
quate to meet the true requirements of 
safe operation. 

The principal weak spot is speed of 
action in case of flame failure. . . plus 


too long a period of trial for ignition. 
* * * 

The following table has been adapted 
from Table VIII of the U.L. Manual 
(UL 296) dated December 1955. It 
gives the maximum number of seconds 
allowed for trial-for-ignition and for 
flame failure shut-off . . . by grade of 
fuel, hourly input, and kind of ignition. 
Fireye standards, shown in red, provide 
some interesting comparisons. 


SAFETY CONTROL TIMING 





BURNER OPERATION 





Grade Kind of ignition 


Fuel Maximum Main Flame Hourly Input and 





1-6} 1,000,000 Btu (approx. 7 gph) 
Pilot . patel gee 
Unproved igniter . 


1+6| 2,500,000 Btu (approx. 16 gph) 
Pilot . it 
Unproved igniter . . 


1-6| 5,000,000 Btu (approx. 33 gph) 


Pilot . : 
Unproved igniter . 


1-2} Over 5,000,000 Btu 
Proved pilot (required) . 


4~6| Over 5,000,000 Btu 
Proved pilot . 
Unproved pilot. . 








NOMINAL MAX. TIMINGS (seconds) 
Trial for Flame Failure 
Ignition Shut-off 
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Many readers will recognize that even 
¢ new U.L. requirements are not 
48 stiff as the local regulations that are 


| taforced in many areas of the country. 


Same readers are also likely to 

know that the Fireye standards given 
for comparison are not new... 
Over the years Fireye alone has 
“onsistently met or surpassed the tough- 
Performance requirements laid 


™ anywhere for flame safeguard 
t. 


The point is plain: the need for 
modern electronic safeguards is win- 
ning full recognition, and time is run- 
ning out on practices that sell safety 
short. Among electronic controls, 
Fireye equipment has been the first 
choice for years, by men who know the 
real requirements of safety. There is a 
Fireye system specifically built for any 
installation setup you may meet. Write 
NOW for further information . . . time 
is getting short! 


ll 
ule 


Burning Fuel Safely is Everybody's Business 
“1 





New 
Illustrated Catalog of Control 
Panels for Automatic Burners 


For many years, one of the biggest 
headaches of specifying engineers and 
installing distributors has been the job 
of specifying, ordering, assembling, 
installing, and checking out the multi- 
ple elements that make the complete 
control setup for an automatic burner. 
Flame safeguard, programming timer, 
pilot and main-fuel valves, draft oper- 
ator, draft control, motor starters, indi- 
cators, switches, and all the rest had to 
be specified to match up on the job, 
and then separately installed. Slip-ups 
were inevitable, and costs could quickly 
get out of hand. 


Fireye’s Series AC panel control sys- 
tems remove this headache. For ANY 
automatic burner installation, there is 
an AC system that contains all the parts 
needed for the complete job... in an 
integrated panel “package”, factory- 
built, factory-tested, ready to install at 
the job site. 


These systems are fully described 
and illustrated in Bulletin CA-22... 16 
pages of detailed information, specifi- 
cations, application data, and 
photographs, tailor-made to solve the 
problems of specifying equipment to 
complete the job — not just carry it one 
item further, 


Your free copy is waiting for you... 
WRITE FOR IT. 





COMBUSTION CONTROL Division 


ELECTRONICS CORPORATION OF AMERICA 
Dept. C20-8, 718 Beacon Street, Boston, Mass. 


In Canada, write Electronics Corporation of America 
(Canada) Ltd., Box 111, 98 Advance Road, Toronte 18 


89 








~COMMERCIA 


: 


& 


L 
L 


INDUSTRIA 
oT are) 











lons. Fueloil consumption and cost fig- 
ures for the first three months of op- 
eration are as follows: 


$545.85 
$522.90 
$565.51 
$544.66 


Dec., 1955 7,930 gals. 


Jan., 1956 7,455 gals. 
Feb., 1956 8,365 gals. 
Average monthly cost of fuel: 


The boilers are secured each evening 
and placed on the line in the morning. 
The greatest demand for steam occurs 
immediately after lighting off the boil- 
ers in the morning. Approximately an 


. . « « Oilheating the Ultra 


hour after lighting off, the two boilers 
are placed on high fire and the auto- 
matic modulation control adjusts the 
flow of fueloil to the burner at the 
maximum setting—the equivalent of 
28.8 gals. of oil each hour for each 
boiler. Boiler pressure is maintained at 
13 lbs. psi, and during the period of 
high demand, approximately 7,000 
lbs. of steam are delivered each hour. 
After this initial high period of heat- 
ing of approximately two hours, the 
demand for steam usually drops off 
about one third. 

Fueloil is automatically fed to the 
burner at 200°F, the temperature best 


Solution to the problem of providing low-cost heating for this store, twice the 
size of the usual city block, with large glass areas and much going and coming, 
was found in two 100-hp. Powermaster packaged automatic boilers. Fired at an 
average rate of 45 percent of capacity, they meet all heating requirements with 
an average monthly fuel bill, during cold-weather months, of less than $550. 














suited for smooth combustion of the 
fuel used. Steam passes from the boi 
ers at 13 psi at a temperature of 
221°F to hot water converters, Ci 
culating hot water passes from they 
converters at an average temperature 
of 150°. 

The boilers are of the three-pay 
fire-tube type. They are equipped with 
an automatic sequence of combustion 
chamber venting, gas ignition apd 
fuel ignition. 

The combustion chamber is a cen 
tral tube running from the center of 
the forward tube sheet to the rea 
tube sheet. Baffles of fire brick direct 
the flow of combustion gases at the 
end of the combustion chamber along 
passages below it and again along 
upper passages to the stack breeching 

From the standpoint of mainte 
nance, the boilers also have proved 
practical. The simple design of short, 
straight and uniform large-diameter 
tubes enables maintenance personnel 
to brush tubes and tube sheets free 
of soot, carbon deposits and light 
scale with a minimum of time and ef- 
fort. Cleaning can be done froma 
standing position outside the boiler 
unit. 

The boiler water is treated for 
alkalinity, oxygen content, silicates, 
and reserve phosphate every day. 
The feed water in the Salem afta 
virtually free of calcium and magne 
sium compounds, but since the boil 
ers are secured each evening, the wa 
ter has a tendency toward high oxygen 
content. 

The automatic features eliminate 
danger of personnel error. For exat 
ple, it would be impossible for ign’ 
tion to take place while the boiler s 
empty of water. Automatic scaveng’ 
ing of the combustion chamber with 
fresh ‘air eliminates the possibility of 
an oil vapor explosion. Automati 
controls make it impossible to diy 
charge fueloil into the combustion 
chamber should a lighting failue 
occur. 

These features, together with the 
automatic low-water level cutoff ant 
alarm reduce the job of supervisié 
boiler operation to a matter of a few 
minutes a day, yet department stor 
maintenance personnel check the oF 
erating conditions frequently. 








The Training Center was named for 
i Commodore William Bainbridge, 
mn. of the * commander of the famous frigate 
the boil ' CONSTITUTION, immortalized in 
i the poem ‘Old Ironsides.”" 
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e and ef yaa : THE U.S. NAVAL TRAINING CENTER, Bainbridge, 
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he boiler ; , a year in advanced technical skills needed for de- 

1 fense. The men are kept comfortably warm by 
194 Hev-E-Oil burners, famous for outstanding 


ated. for efficiency, fuel economy and precision construc- 


silicates, Prevent eee = tion. The Hev-E-Oil burner uses low-cost No. 5 
ry day. oe & ay ge oil — an oil rich in heat energy, but lower in cost 
n afta is a em than lighter No. 2 oil. Estimated savings to the 
1 magne t : ¢ Navy amount to $641,000 annually. 
the boi es < & gee a In hundreds of. other installations all over the 
hs a —— world, efficient Hev-E-Oil burners are cutting fuel 
, the war LA, Loe \ 8 es costs .. . achieving savings that amount to thou- 
h oxygen aA non sands of dollars annually for schools, office build- 
Vt : _ ’ a ta ings, hospitals, apartments and stores. 
oliminate - TE You, too, will like the quality construction and 
a a sound basic design of the Hev-E-Oil burner. It 
“A / $e! a _ offers full flame modulation, automatic pressure 
for ign cael | \ : “ lubrication, low fire start with no puff backs, and 
boiler 8 ‘ | : - accurately metered oil and air for the best in eco- 
scavenf’ aca ‘yee: = nomical performance. Little wonder the Hev-E- 
ber with wm | OS | oo eee Oil burner has proved itself a leader in perform- 
bility of wii foe gt oe ance and in sales. 
sie j If you own, specify, install or service burners, 
— os 4) ee rsa with get all the facts about the burner designed to save 
fo dy f ge corms nay ‘you money. Write for illustrated bulletin AD-102 
mbustion now. Cleaver-Brooks Company, Dept. J, 379 E. 
failure Keefe Ave., Milwaukee 12, Wis. 
*Official U.S. Navy Records. 
with the 
toft and 
pervising 
of a few 
ent store oe Bs 
the o” apts to ait standard 


1, 


heating boilers Hev-E-Oil burner will cut your fuel costs 


TH 


COMMERCIAL & | 
INDUSTRIAL 
oilburning 


School oilheated | 
in Zones 


Illinois School has Two-Temperature heating System with eight controlled Zones 


AL NEW Staunton Community 
Elementary School is nearing 
completion in the City of Staunton, 
Ill., about 75 miles south of Spring- 
field and approximately 30 miles 
northeast of St. Louis. 

Ferris and Hamig, heating engi- 
neers of St. Louis, working with 
Architect Edward A. Kane of Ed- 
wardsville, Ill., have developed a two 
temperature heating system, incorpo 
rating zone control. This system is 
based on a minus 10° outside design 
temperature. 

As soon as the outside temperature 
drops below 65° the system starts to 
work. Outdoor thermostats start three 
circulating water pumps. One pump 
supplies hot water at a temperature of 
about 190° to four unit heaters in the 
gymnasium. This circulation is con- 
tinuous. 

Two thermostats located in oppo- 
site ends of the gymnasium control 
the fans of the unit heaters. Each 
thermostat controls two fans, and thus 
controls the temperature in its portion 
of the gymnasium. Water from this 
pump is also used to heat a small 


Zone control is provided by motorized modulating valves located in boiler room 
between main header and main pipes leading to controlled zones. Each zone 
has own space thermostat to operate valve. 


ticket booth by direct radiation. ing pumps to the main header when 
Hot water, at approximately 130°, a motorized valve is opened by an out’ 
is delivered by the other two circulat- side thermostat. At any time when the 
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Inspection of three water circulating 
pumps is conducted by Carl Schroeder 
of Napier Plumbing Co., Litchfield, 
Il. Pumps, activated by outside ther- 
mostats, start to work when outside 
temperature drops below 65°. 


main header valve is closed, circula- 
tion of hot water, through relief 
valves, is maintained through the 
pumps and the boiler. Hot water sup- 
plied to the main header through the 
opened motorized valve is available 
immediately to any or all of the seven 
lass room zones heated by copper 
tube in the floors, These seven zones 
cover three and one half acres. 


Fach zone has its own thermostat 
which operates a motorized modulat- 
ing valve located in the boiler room 
between the main header and each 
main pipe leading to the controlled 
tone, The distribution is such that the 
130° water piped through the zone 
controlled valve actually radiates 
through the panels at a temperature 
of 85°, Each zone has an average of 
13 separate circuits where the tem- 
Pérature is controlled by balancing 
cocks, 


The water is heated by a 100 horse- 
power Powermaster package unit for 





Balancing cocks, above, on zone circuit 
control regulates temperature. Each zone 
has an average of 13 separate circuits. 














burning No. 5 fueloil. The oilburner 
is started by an Aquastat to maintain 
the required water temperature. 

In explaining the thermostatically 
controlled circuits, Clarence Hartung, 
of Ferris and Hamig, was confident of 
uniform heating under any weather 


Unit heater in gym- 
nasium, above, is one 
of four to which one 
pump supplies hot 
water at a tempera 
ture of 190°. Thermo- 
stats at opposite ends 
of gym control fans of 
heaters, thus control- 
ing temperature. At 
left, thermostatically- 
controlled motorized 
valves are part of the 
two-temperature heat- 
ing system, incorpo- 
rating zone control. 


conditions. The many exposures of 
the “E” shaped building, subject to 
the influence of wind and sun, would 
have just the right amount of water 
of the right temperature, to maintain 
warm floors and constant tempera- 
ture without over heating. 
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Competent Servicemen, Key 
to profitable service Program 


The condensation of the paper, 
“Profitable Service Program,” by Mil- 
ton Way of Ray Oil Burner Sales Co., 
New York City, presented on these 
pages is one of a series of papers which 
was read at the second annual Com- 
mercial-Industrial Oilburning and 


Equipment Workshop, sponsored by 


Oil-Heat Institute of America and the 
Department of Mechanical Engineer- 
ing, Michigan State University, dur- 
ing May at the University in East 
Lansing, Mich. 

Condensations of other papers given 
at the Workshop will be published in 
future issues. 


—_— 
COMMERCIAL ¢ 
INDUSTRIAL 
oilburning 


dll 


" 


_—_—, 


Feces SERVICEMEN, backed 
up by good service managers and 
a realistic pricing policy, are the key 
to a profitable service program, Milton 
Way, Ray Oil Burner Sales Co, New 
York City, told the recent on! Com 
mercial-Industrial Workshop at Michi 
gan State University, East Lansing, 
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Every Location in-the Nation 


Mich., discussing the operation of 
service department concerned with 
commercial-industrial oilburner instal. 
lations. — 

“It is absolutely necessary that we 
have high quality service.” This sound. 
ed like a plug for his own service or 
ganization. However, as he continued 
to talk Milton Way convinced his lis 
teners that he was speaking for the 
cause of “profitable service” in any 
sales and service organization. He am 
plified his statement by explaining that 
we are living in an age of high costs, 
Everything, labor, material, overhead, 
make every move or act, in a service 
Organization costly. 

Someone must pay those costs. If 
the operation is to be profitable, the 
customer must pay. Incompetent or 
second rate servicemen require too 
much time to locate and eliminate 
trouble and frequently a call by a poor 
serviceman requires a follow-up bya 
good man. Customers will not com 
tinue to pay for poor service and re 
peat calls. 


Talk isn’t cheap 


Aside from being a good mechanic 
a good serviceman must keep his mouth 
shut. This does not imply that he mus 
be dumb or stupid. On the contrary, 
he must be smart to know when to talk. 
His time is too valuable for him to be 
making explanations, presenting alibis 
or discussing family or job problems 
while on a call. Customers may en)? 
visiting until they learn what it cos 
them. The man who likes to chatter 
with the serviceman is the first one ® 
complain—“but he only worked on the 
job for five minutes.” 

A good service manager of dis 
patcher can be the difference hetween 
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Get ‘‘Million Dollar’’ Performance 
from Every Burner Installation 
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By Installing Wing Draft Inducers to Insure: 
1. Stabilized draft independent of wind or weather. 
2. Highest CO, such as 12-13% steadily. 
3. Correct flame shape by eliminating draft variations. 
4. Capital savings thru reduction of stack height. 


5. Reduction or elimination of smoke and soot. 
6. Lower maintenance costs. ] at 


full details are given in Bulletin I-56. Send coupon below 
for your copy. 


LJ. Wing Mfp.Co. 66 Vreeland Mills Road, Linden, N. J. i. RAFT IN Le U C E RS 
; Factories: Linden, N.J. and Montreal, Can. | L. J. Wing Mfg. Co. 
me | 66 Vreeland Mills Rd., Linden, N. << 
Mail | Please send copy of Draft Inducer Bulletin 1-56. 
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Horizontal Rotary Oil Burners, 


FOR EVERY COMMERCIAL 
AND INDUSTRIAL USE 
Se telaltiel| 


* Semi-Automatic 
¢ Full-Automatic 


There’s an ENTERPRISE Burner 











and Combination Oil and Gas Burners 


BURNER CAPACITIES — 150,000 BTU OIL 








1,000 BTU GAS 
“ 
2| |8 : sé 
é alia. a 52 S 5; 
it iM@si a= |= | ee | 88 | Cat 
g)5/>*| “s | s| 6 | sz | cs 
Siz s* 13] s* | 26 “ 
a < ° o a a wi | 
AA|'2| 4|  600| 13] 1,800| 2,880] 450 
A l%| 7] 1,050| 23| 3,200] 5,120] 795 
C |%| 15} 2,250| 50| 6,950] 11,120] 1,270 
E |%| 20| 3,000] 67] 9,310] 14,900] 2,310 
F |%| 28| 4,200| 93] 12,930| 20,700] 3,270 
G |1 | 35] 5,250|116|16,125| 25,800| 4,000 
H |1 | 50| 7,500| 166| 23,075| 36,900] 5,725 
3 | 2] 70] 10,500 | 233 | 32,390| 51,800] 8,040 
K | 3 |100| 15,000 | 333 | 46,290] 74,000] 11,490 
t | 3 |135 | 20,250 | 450 | 62,550] 100,000| 15,525 
mM | 5 1200 | 30,000 | 666 | 92,575 | 148,100] 22,975 


























All maximum capacities are necessarily approximate 
Burners installed with adequate draft provisions and 
correct furnace volume, properly designed, will de- 
velop capacities indicated, at sea level 


APPLICATION 
Enterprise Horizontal Rotary Burners are spe- 
cifically designed for Commercial and Industrial 
use. Commercial heating includes heating 
plants in all types of buildings larger than pri- 
vate homes, including apartment houses, hotels, 
hospitals, schools, greenhouses, public build- 
ings, offices, manufacturing plants. Industrial 
applications include furnaces, kilns, driers, etc. 


MULTIPLE TYPES 

Manuval—To be started, regulated and stopped 
by operator. 
Semi-Automatic — Started and stopped by op- 
erator, but automatically regulated by temper- 
ature or pressure control. 
Full-Automatic — Burner automatically starts, 
stops, and is regulated to provide desired 
temperatures or steam pressure. Fixed fire start 
available on smaller sizes. Low. fire start for 
high-low or full modulating control on all sizes. 

All burners available with either Standard 
gear pump or P.D. Metering Pump or Non-pump 
(for use with separate pump set), 

Any grade of fuel oil is burned efficiently 
—No. 6 (Bunker C) fuel is burned by burners 
equipped with oil heating system. 


COMBINATION OIL-GAS BURNERS 
All of the above types of burners are incorpor- 
ated in combination type burner to burn either 


fuel oil or gas. Gas may be natural, manu- 
factured, or L.P gas. 


STANDARD EQUIPMENT 


All full-automatic burners are furnished with: 
V-Belt drive, with known advantages of stand- 
ard electric motors. 

Gas-electric ignition —dual ignition on sizes 
G toM. 

Interconnected linkage to provide proportion- 
ate mixing of oil and air or gas and air at all 
firing rates. 

Optional open type or angular vane air noz- 
zles for flame control. 

Copper tubing — provides free flow of oil with 
minimum connections. 

Operating and combustion safety controls — 
oil burners, temperature or electronic type — 
Combination Oil-Gas burners, electronic con- 
trols exclusively. 


SPECIAL FEATURES 


The Enterprise P.D. Metering Pump provides 
exact delivery of oil to the burner by positive 
displacement, rather than through a metering 
valve. This definitely insures correct oil supply 
and air proportioning regardless of the vis- 
cosity of the oil, resulting in high efficiency. 
Burner hinges are provided with leak-proof 
“O" rings rather than conventional packing 
glands. 
FULLY APPROVED 


All Enterprise Burners have been tested, ap- 
proved, and listed as standard by Underwriters’ 
Laboratories, Inc. and by other recognized 
boards and bureaus of safety, measures, and 
controls. 

ENGINEERS will be provided with complete 
engireering information, either by manufactur- 
ers or qualified distributors, upon request. 





DISTRIBUTORS and DEALERS 


ENTERPRISE delivers the “plus” factors 
that ring up sales, profits and satisfied 
customers. This is the ‘‘key” to contin- 
ved success for ENTERPRISE distributors 
and dealers. Write for information. 
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ENTERPRISE ENGINE & MACHINERY ‘CO. sobsisiory of Gonerat Metals Corporation 


18th and Florida Streets, San Francisco 10, California 
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profit and loss. In the first place he 
must know burners and servicing thor 
oughly so he can discuss any troubles 
intelligently with the customer, Mog 
of his contact with the customer is by 
telephone. He must be a diplomat. 
Many of the most unreasonable cus 
tomers think they are entirely reason, 
able, that theirs is the most important 
problem, that a serviceman should be 
there in minutes, fix the job perma 
nently, within minutes, etc., etc. 

One of the most important jobs of a 
service manager is to inspire confi 
dence. If he can tell the customer what 
to do to eliminate a service call, he has 
won his respect and confidence. The 
way has been paved for acceptance of 
other service charges without question. 
A summer overhaul job is much easier 
to sell if the customer has confidence 
in the service manager. 


Service all Makes 


Way explained that they service all 
makes of burners. Companies differ on 
this policy. He explained the disad- 
vantages such as extra experience re’ 
quired by servicemen, extra inventory 
of parts and difficulty at times in get 
ting parts. Also the possible accusa 
tions of not giving the best service to 
all makes. 

It is their policy to give conscien 
tious service on all makes on the basis 
that a satisfied customer is likely to buy 
new replacement equipment from 4 
company which has given good service. 

The policy regarding replacement 
of burner parts and controls was ex’ 
plained. No commission is paid to serv 
icemen on the sale of parts or controls. 
This eliminates the probability of uv 
necessary sales which might not be to 
the best interests of the customer. 

Servicemen are trained to use cav’ 
tion and discretion in determining # 
the charge will be greater to the cu 
tomer by repairing or replacing. At 
present day labor costs, an hour or two 
required to repair a part could easly 
represent a higher charge than to ™ 
stall a new part. 


August 


1956 
















HEAVY OIL SERVICE IS EASY 
When You LINK-UP 
with Sid Harvey’s 

\ HEAVY OIL 

\\ REPLACEMENT PARTS 


BIG PROFIT 


The field is wide open. You can get the parts. 
Link up to this profitable business. 


NEW & REBUILT 


Pumps — Magnetic Valves — Electric Pre-heaters 
— Programming and Electronic Controls — Flame 
Rods — Scanners — Relays — Pyrostats — Motors 
Stators — Transformers — Ignitors — Draft Con- 
trols, etc. 


LOW COST — NO WAITING 


Sid Harvey’s has rebuilt heavy oil parts for immedi- 
ate exchange. Cut your replacement parts cost in half. 
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Fully described in Si dHarvey’s 
New catalog — now at the 
printers. Write for your copy 
today. 
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Charges are not left entirely to the 
judgment of the serviceman. If at any 
time he thinks the charges for his call 
will exceed $50, it is his obligation to 
phone the service manager. This per- 
mits a credit check and, with details at 
hand, the service manager can discuss 
the matter with the customer for his 
approval, rather than argue over an 
invoice after the job is completed. 


. . « « Profitable Service 


Now for the charges. Way said they 
charge $8 per hour, including travel 
time from the shop or from the last 
job. Some in the audience murmured 
and wondered how he got away with 
it. He explained that it is a legitimate 
charge for service in New York City. 


‘High wages, high priced equipment, 


high insurance, paying parking tickets 

($2,000 last year), costly inventory of 

parts, and unavoidable lost time. 
The hourly charge was increased 


from $4 to $8 over a comparatively 


short period of time, and there was 


very little complaint from customers 
One important factor—service charges 
are not itemized on invoices. A lump 
sum is charged. Even people who are 
accustomed to paying high prices 
might not like to have $8 per hour stare 
them in the face. If anyone calls of ob 
jects to charges, office records are im. 
mediately available and a breakdown 
is submitted. There is no cover-up of 
labor or material charges. 
Manufacturers’ mistakes cog 
money, which is absorbed in the hour. 
ly charge. Manufacturers make 





The better to serve you-— 





GREFCO warehouse employees are experienced in the handling 
of weighty, breakable refractories, and well aware of the prob- 
lems involved in moving heavy loads. Aided by the most modern 
in materials handling equipment, they can unload a carload of 
refractory material, place it in stock, and later prepare it for 
truck shipment fast and efficiently. This insures you of a perfect 
shipment every time and at the lowest possible cost. 


GENERAL REFRACTORIES CO. 


experienced warehousemen 


changes—without changes we have no 
progress—changes are designed and 
tested, but in some cases there are 
“bugs” which do not appear until 
equipment gets into field operation, 
The margin on manufactured items is 
usually* small. “Replaced free of 
charge” is one thing, but a few hours 
service on an item which costs a dollar 
or two is something else. 


the burner or control manufacturers’ 
position, so, if service is to be profita- 
ble, the customer must pay. This was 
admittedly not a large item, but just 
another of many which cannot be “ab- 
sorbed” by sale of equipment. 


Summer Overhauls 


Major overhauls during the sum 
mer season are important in reducing 
seasonal labor peaks. Jobs often oper 
ate several years with little more than 
operating attention. Servicemen report 
cases where a thorough overhaul will 
be a matter of economy rather than 
expense. Usually the service manager 
surveys such jobs and submits a writ 
ten quotation to the customer, includ 
ing either an estimated or firm price 
for labor. A round figure for jobs of 
this type is about $150, plus the price 


Way was very liberal in recognizing . 


















In New York City 
34-40 Laurel Hill Bivd. 
(Maspeth) RA-9-5353-4-5 


In Elizabeth, N. J. 
1180 East Broad St. 
EL-2-5324 


Also in Chicago, Los Angeles, Detroit, and Troy, N. Y. 


Similar services available from many GREFCO dealers located 
in the U. S. and Canada. 


FIRM NAME 


2950 East Tioga St. 
GA-6-6432 


In Philadelphia 





Fill out this coupon for your free ready-reference wall chart 
(14''x22"') containing all the tables, charts, drawings and data you 
need to estimate and order refractories. No obligation, of course. 


GENERAL REFRACTORIES COMPANY (Sales Promotion Div.) 


1520 LOCUST ST., PHILA. 2, PA. 
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of any parts which may be requited. 
This policy has proved profitable for 
the company doing the work. It alo 
benefits the customer by preventing 
costly shut-downs. 

Way has service contracts with @ 
fixed charge, but is not too enthusiay 
tic over this method of service. In some 
respects it serves a very useful pur 





ADDRESS 


An interested listener asked Way 








MY NAME AND TITLE 


what he did when a serviceman made 
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parently restored the job to proper 
working condition. The following day 
another service call was necessary. The 
customer objected to paying for an- 
other call after just paying for expert 
attention to his burner. 

Way explained that it is in cases 
of this kind where the service man- 
ager demonstrates his value. The cir- 
cumstances are reviewed and if there 
is no evidence of lack of ability or 
negligence, it is the service manager’s 
responsibility to sell the customer on 
the fact that by comparison with an 
automobile,—spark plugs needed to- 
day do not keep the brakes from going 
out tomorrow—and every service call 
cannot include a complete inspection. 
In some cases the customer is right and 
charges must be adjusted or cancelled. 

Way conceded there are times when 
the service department is not profit- 
able. However, it is a necessary opera- 
tion in conjunction with a sales organ- 
ization. It contributes toward sales and 
could be considered successful if it 
breaks even, he concluded, and, if 
properly handled along the lines pre- 
sented, it can and does show a profit. 





No. 4 Fueloil for larger 


Capacity gun type Burners 


Aue INQUIRY from a Darby, 
Pa. reader emphasizes the inter- 
est being shown in the use of gun type 
oilburners in commercial applications 
and not necessarily using the lighter 
distillate fuels. The following question 
and answer, therefore, is reproduced 
in somewhat longer detail than usual, 
principally for the background ma- 
terial it contains. 

“One of the exhibit booths in the 
Coliseum oilheating show at New 
York featured especially large pres- 
sure burners for up to about 30 gph. 
A sign on a burner indicated it can 
use “No 4 fueloil having maximum 
viscosity of 70 seconds, Saybolt Uni- 
versal at 100°F.” 

“T ask you now about this particular 
fueloil and its suitability for pressure- 
atomizing gun-type burners of typical 
design but of relatively high-range 
gph capacity. 





“My curiosity has been aroused 
because the old timers I ask about this 
oil, and its use in pressure burners 
(having no electric oil heaters), seem 
entirely familiar with but cannot give 
precise details about “No. 4 oil having 
maximum viscosity of 70 seconds, Say- 
bolt Universal at 100°F.” 

A. To answer your question re- 
quires a short feature article. 

History is repeating itself in this re- 
spect: In a few parts of the country, 
including New York City and 
suburbs, a few fueloil suppliers are 
Going again what was done about 20 
years ago. These companies are offer- 
ing owners of medium-size and large 
pressure burners a fueloil lower priced 
and of somewhat higher viscosity than 
the domestic fueloil they sell regularly 
for domestic pressure burners which 
fire at rates below 5.0 gph. 

At best, such No. 4 fueloil (maxi- 
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MODEL 53 METERING PUMP DUAL-FUEL BURNER 


25 to 500 H.P. 


(Serene 


MME 





or write direct. 








The new way to bring beating costs down 


S. T. JOHNSON CO. 
940 Arlington Ave., Oakland 8, Calif. 
Church Road, Bridgeport, Pennsylvania 


JOHNSON Duol-Fuct BURNERS 
THAT OPERATE AUTOMATICALLY 


.ON EITHER 0 on : Gas! 


In regions where low-cost gas is available part of the time but not evailable 
constantly, Johnson Dual-Fuel Burners are an ideal installation. They - 
enable the user to change from one fuel to the other whenever it is advan- 
tageous. If gas is available and cheaper ... he can burn gas. When gas is 
not available, or when oil is cheaper . ... he can burn oil. And all in the 
same burner. Just a flip of the switch makes the changeover. (For a little 
extra cost, he may have an Automatic Changeover Switch which is con- 
trolled by outdoor temperature or by gas pressure.) 


These burners are available in Domestic, Commercial and Industrial sizes 
and types. All are completely automatic and equipped with the finest elec- 
tronic controls. They are engineered, tested and precision-built to give 
lasting service and satisfaction. See them at your nearest Johnson dealer, 
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43-22 Tenth St. 





PETROMETER 


Remote Reading 
LIQUID DEPTH GAUGES 


© Accurate, dependable readings — operates on 
principle of hydrostatic pressure. 


© Easy to install—on tanks above or below the 
ground and up to % of a mile away. 
© For tanks 20” to 50 ft. deep. 
SEND TODAY FOR BULLETIN PF. 


PETROMETER CORPORATION 
Long Island City 1, N. Y. 
























NEW IMPROVED 


RAYFIELD-STAFFCO 


AUTOMATIC 


No. 5 OIL BURNERS 


INCREASE YOUR PROFITS 


Burn No. 5 heavy fuel oil. Self-conn; 
all electric. Self-lubricating, Many aaa 
clusive features, From a bungalow to a 
skyscraper . . . there’s a dependable Ray. 
field-Staffco Oil Burner to handle your hey. 
ing job. Write for full details. 






RAYFIELD-STAFFCO BURNER CO, 


2066 CANALPORT AVENUE 





CHICAGO 8, ILLINOIS 


















Compact, lightweight pumps 
that operate at wide ranges 
of speed—to handle oils of 
all viscosities and give long 
trouble-free life. 


Direct-drive design 


Roller tolerances permit handling 
extraneous matter that would jam 
other mechanisms. Good suction 
characteristics. Capacities 60- 
600 GPH; pressures to 100 psi. 
Ask for Bulletin A-1330. 


















Reduction-drive design 


Time-tested Kraissl design for di- 
rect burner supply—or as boost- 
er pump. The pump that will pull 
heavy oil when it is cold. Capaci- 

* ties, 75-1800 GPH; pressures to 
100 psi. Ask for Bulletin A-1193. 


Bulletin A-1330 and/or Bulletin 
A-1193 ... gives you full data— 
write for your copy today! 


ARAISSL® 


“ 295 Williams Ave., Hackensack, N. J. 
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mum viscosity 70 seconds Saybolt Uni- 


| versal at 100°F.) does not contain 


troublesome amounts of sediment, sul- 
phur, or water. If not 100% overhead 
oil, it has only slightly greater tendency 
to clog suction-line strainers than 
100% overhead oil has. That refers to 
the suction-line strainers usually used 
for medium and large size pressure 
burners. 


Judge for yourself that history may 
be repeating itself by reading these 
sentences from the January, 1934 issue 
of FUELOIL JOURNAL, and from the 
article, “Where are We going in 
Fueloils?” 

One paragraph of this article reads: 

“Again some of the gun-type and 
horizontal-rotary makers became rest- 
less. Burners were apparently operat- 
ing too successfully with No. 3 oil, so 
early in 1932 several factories quietly 
carted their burners to the Underwrit- 
ers’ Laboratory and had them officially 
listed for No. 4 oil.” 

That refers to fueloil similar to to- 
day’s oil used in small domestic pres- 
sure burners, except that its viscosity 
was 70 seconds maximum on the bass 
you name. 

Later in the same 1934 article come 
these words: 

“Some dealers, too, are cautious in 
recommending No. 4 oil for small in- 
stallations. A large eastern dealer who 
represents a well-known burner that 
is listed for No. 4 oil has established 
these requirements: The size of the 
installation must be at least 900 square 
feet of steam radiation, or equivalent 
hot water radiation, and must require 
not less than three gallons of oil per 
hour. 

“Moreover, a light No. 4 oil must 
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be used, similar to special No. 4 oils 
that several eastern refiners are market: 
ing. If heavier No. 4 oils are used, 
these are the minimum capacity re 
quirements: 1,500 square feet of radia- 
tion or five gallons of oil per hour. 
Apparently, he will use heavier No. 4 
oils only in commercial installations 
For installations smaller than these, 
No. 2 or No. 3 oil must be used. 
“Many burners are operating satis 
factorily on No. 4 oil, but this is large: 
ly due to the good grades of No. 4 oil 
being supplied, say the oil companies. 
One company asserts that its No. 4 is 
running between 40 and 42 seconds 
viscosity, whereas the Commercial 
Standard specification permits a maxi 
mum of 125 seconds Saybolt Uni 
versal at 100°F. Another company te’ 
ports its No. 4 to be the same as its 
No. 3 oil of three or four years ago. 
Those are sentences from 1934. Bear 
that in mind. When the Commercial 
Standard indicated 125 seconds maxi 
mum viscosity for No. 4 oil, as mem 
tioned above, many manufacturers of 
low-pressure and pressure burners de 
clared that all or some of their models 
could use “No. 4 oil having a maxi 
mum viscosity of 70 seconds.” As has 
been explained, the No. 4 oil had to 
be suitable for medium and large sit 
pressure burners with respect to the 
impurities it contained, its nozzle and 
strainer plugging characteristics, et 
- Commnercial Standard cst2-35, firs 
in effect in 1935, specified that the 
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REDUCE HEATING Costs __. 
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_,.2 No. 4 oil for gun Burners 


maximum viscosity of No. 3 fueloil 
was 70 seconds, Saybolt Universal at 
100°F. That again pinpointed the 70 
seconds viscosity. 

Now we come to 1951 and ideas 
from a detailed treatise prepared by a 
major oil company. This indicates that 
small gun-burner installations seldom 
have fueloil heating equipment, conse- 
quently need fueloils of favorable 
viscosity at boiler-room temperatures. 

This means from 35 to 65 viscosity 
(same Saybolt Universal basis at 
100°F.) and the higher limit is for 
higher capacities, the treatise of this 
large oil company indicates. 

This means in turn No. 2, No. 3, 
or “selected No. 4 fueloils,” the 
treatise continues. 

Then in a table the treatise indi- 
cates two kinds of fueloils for pres- 
sure burners. For burners firing up to 
3.0 gph, the table indicates the use 
of fueloil having maximum viscosity 
of 35 seconds (same basis) , Grade No. 
2, gravity 32 maximum, Conradson 
carbon residue by weight (10% bot- 
toms) maximum 0.15, and maximum 
sulphur 0.50% by weight. 


Now study the following maximum, 
indicated by this major oil company 
treatise for fueloils used in gun burn- 
ers fired at from 3.0 to 30 gph: 

Maximum viscosity 65 seconds 
(same Saybolt Universal 100°F. basis). 
Grade “No. 3 or selected No. 4”. 
Maximum gravity, 27 degrees API. 
Maximum Conradson carbon residue 
by weight, 2.0%. Maximum sulphur 
by weight, 1.0% (twice that of the oil 
recommended as suitable for gun burn- 
ers firing up to 3.0 gph). 

Notice particularly the 65 second 
viscosity covered by the first sentence 
of the preceding paragraph. 

Check on the “No. 4 oil, maximum 
viscosity 70 seconds” delivered to large 
pressure burners (firing rates above 
zither 3.0 or 5.0 gph) by certain fuel- 
oil suppliers, and you will find that the 
viscosity of the oil being delivered ac- 
tually is far below 70 seconds; many 
samples of these No. 4 oils actually 
are of about 55 seconds, 

Emphasis is on viscosity for good 
reasons; other than having slightly 
higher viscosity than fueloils best for 
small pressure burners, these oils 


would be suitable for pressure burners 
using lowest gph nozzles. 

In 1937 FUELOIL JOURNAL pub- 
lished a “Specifications Book of Oil- 
burners & Fueloil” which included 
these instructions: 

“Although under current specifica- 
tions the maximum viscosity for No. 3 
oil is 70 seconds, oil companies are 
cautioned that many burner engineers 
consider 55 seconds the maximum 
viscosity for trouble-free operation of 
pressure burners operating at low gph 
rates, say below 1.6 gph. Generally 
only clean 100% overhead oils are 
satisfactory for such burners; oils con- 
taining even small percentages of 
residual or crude products usually 
plug valves, nozzles, and strainers, and 
cause poor combustion. These points 
should be remembered by oil com- 
panies who get orders for “domestic 
No. 4 oil’, the grade omitted from cur- 
rent oil specifications but frequently 
mentioned by owners, dealers and 
burner manufacturers desiring for gun 
burners a domestic oil cheaper and 
slightly heavier than the No. 2 or 3 
usually sold in the territory.” 





Preferred Anti-Syphon Valves 
Meet Every Code 


Non-Adjustable—Angle Type for convenient in- 
stallation, Heavy Bronze Construction. Approved 
by Underwriters’ Labs., Inc. 

TYPE A—114” to 3”. Maximum capacity to 1000 
G.P.H., with #5 and #6 oil. 

TYPE B~3,” and 1”. Maximum capacity to 100 
G.P.H., for #1 to #5 oil. 

TYPE C-%” and %”. Maximum capacity to 30 
GP.H, of #1 to #3 oil. 


Write for Bulletin 1619 


PREFERRED UTILITIES MEG. CORP. 


NEW YORK 23 


) BROADWAY 
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SAFETY SWITCH 


THAT SHUTS OFF FUEL 
IF BLOWER FAILS 





Protection 
for 
Oil Burners 
7 
Industrial 
Ovens 
* 
Power 
Gas Burners 


WHAT IT DOES 


The Dewey Safety Air-Flow Switch protects 


against 





You Can Improve Your Selling Technique... 


“THE SELLING MAN” 


BY W. A. MATHERSON 


The one who reads this book, whether he is just starting 
or whether he has been selling for many years, can gain 
knowedge of sales techniques. Each hard fact is based upon 


tested sales principles. Only $4.00 per copy. Send remit- 
tance to: 


2 W. 45th st. 


Fuel Oil & Oil heat N. Y. 36, N. Y. 
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opening of fuel valve until fan is up to speed. 

Insures purging of furnace before fuel valve opens. Closes 
fuel valve if fan slows up or stops. Flashes danger signal 
if fan or fuel stops. Safeguards against danger from gas 
fuel failure when used with safety shut-off valve. 
Thousands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on leading 
products. Write for prices and literature. 


DEWEY GAS FURNACE CO. 


100 E, Baltimore Detroit 2, Mich. 
Canadian Distributor: Ontor Laboratory, Ltd. 
12 Leswyn Road, Toronto 10, Ont. 





CQOOFAY sarety AIRFLOW SWITCH 
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Let this Patented, truly 
different THEAMIFLO principle 
make Profits 
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SERIES M > 


Guided fire and water travel transfers 
water faster with economy and ease. FLUE 


TRAVEL LONG, BUT SMOOTH. NO PULSATION! 


Now! Boiler-Burner 
Units Completely Packaged! 


Completely Piped and Wired. Ready to Connect to 
Radiation, Oil Lines, and House Wiring. 


CERTIFIED ASME CONSTRUCTION STAMP AVAILABLE 


U. S. Patent #2575723 issued Nov. 20, 1951 

U. S. Patent #2633107 issued March 31, 1953 
Canadian Patent #510454 issued March 31, 1955 
Other U. S, and Foreign Patents Pending 


Some Choice Territories Still Open for Representatives 
and Distributors. Write: 


ANVILLE co. ne 


Main Office & Factory, Hackettstown, N. J. 
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Activities of local and national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group's 
activities to the editor by the Sth. 
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first Series of New England 
OHI Schools begins Sept. 10 


APPROXIMATELY 1,500 students are ex- 
pected to take part in the 12th Annual 
Oil Heat Service Schools presented by 
the Oil Heat Institute of New Eng- 
land. The first series will begin in Wor- 
cester, Mass., on September 10. 

The course is set up in ten weekly 
sessions. The Worcester group will 
meet on Mondays, the Claremont and 
Concord, N. H., groups will meet on 
Tuesdays and Wednesdays, respec- 
tively, and the Augusta, Me., group 
on Thursdays and the Portland, Me., 
group on Fridays. 

A second series of schools will be 
held during the early part of 1957 for 
Salem, Framingham, Hyannis, Malden 
and Quincy, Mass. The final cities to 
be visited in the spring are Pittsfield, 
Mass. Hartford, Conn., Bridgeport, 
Conn., and Providence, R. I. 

New features never offered before 
at the schools have been added to the 
course. The first four weeks in each 
group will cover controls, basic elec- 
tneity, wiring and systems, Minneap- 
olisHoneywell will be in charge of the 
instruction. 

James DeWolfe will lecture the fifth 
week on good oilburner installation, 
wtvice procedure and annual clean- 
ups. During the sixth week Mitchel 
Landau will cover troubleshooting on 
warm air installations. 

Servicing Sundstrand pumps will be 
discussed the seventh week, and Mac- 
Donald Miller Co, will offer instruc- 
tion. on safety controls (low water cut- 
offs, water feeders, et) during the 

eighth week. 

A Setvice presentation on Delco 
equipment will be featured 
during the ninth week, and during the 
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tenth week discussion will center 
around Delco’s Roto-Power Unit, pri- 
mary controls and motors. 

Each student will receive a loose- 
leaf manual covering servicing and 
technical information on all of the 
equipment covered in the schools. 


Heating Wholesalers Convention 
stresses Cooling, June 18-19 


“WARM UP TO COOLING” was the rally- 
ing cry of the National Heating and 
Airconditioning Wholesalers’ spring 
convention, at French Lick, Ind., June 
17-19. 


























These pumps were spe- 










cifically designed for installation on 
tank trucks. They provide economical 
installation and operation with their un- 
rivaled features of compact size, lightweight, 


According to Frank Green, program 
chairman, there were no big name 
speakers to tell why dealers should be 
active in airconditioning; but rather 
the program was designed for member 
participation. 

Several panels discussed facets of the 
cooling business. Among those on the 
panels were Harold Squire, Glenn Ash- 
burn, William Dulle, Lou Feeney, and 
William Lake. 

Taking part in the credit portion 
were Robert Woodward, Charlie 
Brooks, Tim E. Dolley and Meril A. 
May. 


and full-rated, smooth flow delivery at idling 


engine speeds. 


Maintenance time and expense is reduced toa minimum with “slid- 


ing vanes” which are 


“self-adjusting for wear,” 


and heavy-duty 


anti-friction bearings. The wearing parts can be replaced easily and 


economically. 


Choose pumps for your trucks from the complete Blackmer line. 


Sizes available: 114” thru 4”. 








INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 
'BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


DIVISION SALES OFFICES 
| New YORK « ATLANTA « CHICAGO « GRAND RAPIDS « DALLAS « WASHINGTON e SAN FRANCISC> 


See Yellow pages for your local sales representative 


Pricloil 


liters 
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CAST IRON BOILERS 








PACKAGED 





Here, in one single package... at one pur- 
chase price ...is a completely assembled, fully 
equipped, automatic oil fired hot water boiler 
that saves days and dollars of uncontrollable 
“on site” boiler and burner assembly time 
and costs. 


Lex-Pak Boilers are made of cast iron, the 
lifetime metal, exclusive honeycomb design 
combined with wet base construction provide 
more prime surfaces in a smaller, lighter 
boiler. Integrally cast fins, in offset arrange- 
ment, retain the hot gases of combustion un- 
til all usable heat is picked up by prime sur- 
faces and quickly transferred to boiler water. 


Provision is made for year ’round automatic 
hot water for domestic use by built in tank- 
less heater coil that delivers a full 3 GPM 
flow of hot water. Saves extra cost of storage 
tank and separate fuel. 





CUT INSTALLATION TIME FROM 
DAYS TO HOURS 


Reg.U.S.Pat.Off. 









Lex-Pak Boilers eliminate the slow, costly 
physical activity of part-by-part boiler, bur- 
ner and control assembly, confusing wiring 
diagrams, extra parts inventories, shortages, 
and interruptions that all add up to needless 
costs that cut deep into your profits. 


Just position the Lex-Pak Boiler, hook up 
radiation and fuel piping, connect electrical 
source to clearly marked terminals, and it’s 
ready for dependable, fully automatic opera- 
tion. 






Lex-Pak Boilers are shipped in sturdy, skid 
bottom type crates protected from dirt and 
moisture by plastic covering, assuring arrival 
in showroom condition. 


Don’t delay, write to factory for prices and catalogs. 
DUNKIR RADIATOR 
CORPORATION 

DUNKIRK, NEW YORK 
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Professor, Bankers, Industry 


men talk Finance for Jobber; 


HIGHLIGHT of a Jobber Managemen 
Conference sponsored recently by the 
Indiana Independent Petroleum Agy 
ciation and Indiana University Schoo) 
of Business was a session on finanej 

monitored by Prof. Albert Haring of 
the university and featuring three Ip 
dianapolis bank vice-presidents, typ 
industry speakers and a representatiye 
of the Small Business Administration, 
Washington, D. C. : 


Appearing on the panel were E. J 
Henderson, vice president, Merchants 
National Bank; Carl Koepper, gice 
president, Indiana National Bank; Ey 
gene M. Howard, vice-president and 
loan officer, American Fletcher Nz 
tional Bank. 


Also, Niles M. McMahan, treasurer 
of Rock Island Refining Corp.; Marvin 
E. Houghin, district manager of $ 
cony Mobil Oil Co.; Wilford L 
White, representative of the Smal 
Business Administration. 




















The conference schedule was pre 
pared under the direction of Prof, Ed 
ward Kuntz, assistant dean of the In 
diana University School of Business 
While giving jobbers pointers on the 
operation of their businesses, confer 
ence speakers and educators learned 
about business, too—from the jobbers 
point of view. 
































The learned learned about jobber prob 
lems at a Jobber Management Confer 
ence, sponsored by the Indiana I 

pendent Petroleum Association and In 
diana University School of Business,@ 
which they were speakers. Above, Pr! 
Edward Kuntz, assistant dean of ™ 
University School of Business, liste 

to speaker Russell Williams, J 
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PUROLATOR MICRONIC® FILTERS used by New Jersey Oil Distributor 
Joseph D. Forte are pedestal type with flow rate of 300 gpm. 


“| know my fuel’s clean 


“Despite rust which may develop in storage 
tanks or pipes, my fuel is always clean when 
it should be —on delivery,” reports Joseph D. 
Forte, Atco, N. J. Oil Distributor. “That’s 
because I filter it through Purolator Micronic® 
filters instead of just passing it through a screen. 


My Micronic filters intercept and remove the 


contaminating particles — even those that are 
too small to be seen by the naked eye. I know 
it's clean — and so do my customers.” 

Home fuel... diesel fuel...any fuel can be 
contaminated in storage. And the best methods 
of freeing it of abrasive contaminants are offered 
by Purolator’s complete line of bulk filtration 
equipment, with flow rates ranging from 15 to 
1500 gpm. 

A recent addition to this line is Purolator’s 


on delivery’ 


curb pump filter. It has a high flow rate of 25 
gpm for diesel fuel and almost no pressure drop. 
Its development helps make certain that what- 
ever fuel you filter ...and whether you filter it 
at the curb or at a terminal... you can get pre- 
cisely the right filter from Purolator. 

For full details, write ‘Purolator Products, 
Inc., Front and Linden Streets, Allentown, Pa., 
Dept. B4-812. 


PUR. LATOR 


PUROLATOR PRODUCTS, INC., Rahway, New Jersey, and Toronto, Ontario, Canada 
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Chicago Associations have 
joint golf Party, Outing 


THE BURNING OIL Distributors Asso- 
ciation and the Chicago Oil Burner 
Association jointly sponsored a golf 
party and outing at the St. Andrews 
Country Club, June 28. Approximate- 
ly 275 members attended. 


Lee R. Wolfe, executive secretary 
of both organizations, planned the 
meeting with the golf committees. 
Prizes were awarded the golfers and a 
drawing for door prizes was held for 
non-golfers. O. K. Moore had the low 
golf score and was awarded a gold cup. 


Western Massachusetts Council 
elects Gerald Auth President 


AT THE ANNUAL meeting of the Fuel 
Oil Council of Western Massachu- 
setts held recently in Springfield, 
Mass., Gerald L. Auth, Auth Fuels, 
Inc., was elected president for the 
1956-57 year. 

Serving with him will be Reginald 
K. Swett, Swett Bros., Inc., vice-presi- 
dent; Wilbur J. Hogan, Liberty Ice 


and Fuel Co., treasurer; Mrs. Helen 
Chouinard, Northeast Fuel Corp., as- 
sistant treasurer; and Miss Mae Davis, 
Sullivan Oil and Coal Co. 

Named to the executive committee 
were Leo Burgess, Armory Lehigh 
Fuels, Inc.; James L. Grimaldi, Grim- 
aldi Bros.; William H. Flood, Con- 
verse-Carlisle Co.; James B. Punder- 
son, Punderson Coal and Oil Co.; Ab- 
bott Roberts, F. L. Roberts and Co., 
Inc.; Philip Schwartz, Yankee Oil Co.; 
and Saul Simons, Simons Burner and 
Petroleum Corp. 


Washington Billboard wins 
Award in Seattle art Show 


ART SHOW Certificate of Merit was 
awarded this modern art theme of the 
Oil Heat Institute of Washington 
which sells the idea to “modernize with 
oil heat.” The award was made during 
Seattle’s 7th annual exhibition of ad. 
vertising art, sponsored by the Seattle 
Art Directors’ Society. 


The design, which has been used 
consistently during the past six years 
by the Oil Heat Institute in its outdoor 
advertising program, is bordered in 
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Better Service for You! 





Stout Home 
KNOWN AND USED 
THE WORLD OVER! 


You'll find our new 20,000 sq. ft. plant will 
mean Continued High Quality Products, and 


SILENT FLAME MFG. CO. INC. 


Blue Point, L. I., New York (EMerson 3-6202) 


Canadian Distributor: Premier Heating Appliances Co, 
65 Mozart, E., Montreal, Can. 


L yive my customers 
the BEST! 





Correct 
PULSATION 
and 
POOR CO, 
with a 


BOSTON COMBUSTION HEAD 

















106 


Adaptable to any pressure atomizing burner. 
Available for 4", 5" and 6" blower tubes. Adjust- 
able air shutters permit obtaining high efficiency 
sunflower flame or efficient non-pulsating flame. 


Comes complete—easily installed. 


A PROFIT MAKER 


Write for literature and imstruction sheet. 


Oil Heating Supplies Division, 7-17 Willow St., Lyn 





BOSTON MACHINE WoRKS COMPANY 


n, Mass 





















This cab lets you 


TAKE IT EASY 
on tough jobs! 








Modern features in new Chevrolet truck 
Flite-Ride cabs make your work easier 





‘ins and safer than ever before ... give you 
Ww the pleasure and prestige of style that 
rit was equals many passenger cars! 
e of the 
shington 
1Ze with Those numbers in the picture (right) point out 
> during features that make business almost a pleasure 

f ad. when you work behind the wheel of a modern 
ppt Chevrolet Task-Force truck! Here are some of 
> Seattle the reasons why hauling ina Chevy iseasy on you: 

@ Concealed Safety Steps—located inside the 

en used doors—stay clear of snow, mud, and ice, give 
ix Years you firmer, safer footing. @ Spacious leg room 
outdoor helps keep you comfortable all day long, brings 
cred a you home fresher and more relaxed. @ Nu-Flex Seward: ‘viewing arente ‘mabe dibvlon ahdee, | 


seat design means comfortable hauling! Jack- 
stringer springs give ideal body support; seat 
back adjusts easily. @ High-Level ventilation 


easier. @ Full-View rear window* adds to safe, 
convenient viewing as well as truck style. 


| 











system keeps the cab interior clean, cool, 
comfortable. Intake is at the bottom of the 
windshield—away from road heat and dust. 
@ No-Glare instrument panel, with handsome 
two-tone finish, puts instruments and controls 
within easy sight and reach. @ Panoramic 
windshield provides a full 1000 square inches of 






ol 


And you'll find bright, stylish interior 
appointments that add to your sense of 
pleasure on the job. If your work calls for long 
hours on the road, you’ll enjoy life mcre in a 
Flite-Ride cab! Check one over for yourself at 
your Chevrolet dealer’s. ... Chevrolet Division 
of General Motors, Detroit 2, Michigan. 





NEW CHEVROLET 
TASK:-FORCE TRUCKS 


Anything less is an old-fashioned truck! 


*Optional at extra cost. 


They’re the work champs of 
their class—with new V8’s, 
automatic transmissions for 
every truck model! 


You get modern wer-per- 
formance in these Chevy me- 
dium-duty models! Compact 
short-stroke V8’s do more 
work yet keep costs down. 
Hydra- Matic transmissionft 
gives you no-shift hauling, 
reduced maintenance. And 
there’s great Powermatict— 
the first automatic trans- 
mission designed specially for 
big trucks! 

tOptional, extra cost, Series 3000-4000 
models. tOptional, extra cost, Series 
5000 through 10000 truck models. 
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black. The color blocks—*modernize” 
in white letters on magenta back- 
ground, “now” in yellow letters on tur- 
quoise, “with” in maroon letters on 
cerise—readily lead the eye to the 
“clincher” words—"‘oil heat” in red 
letters on yellow background. 

Robert G. Elmslie is managing direc- 
tor of the Oil Heat Institute of Wash- 
ington, with office in Seattle. 


Niagara Falls Dealers join 
forces to promote Oil Heat 

AN INTENSIVE advertising campaign 
to sell oilheat and oilheating equip- 
ment is being conducted by Niagara 
Falls fueloil dealers banded together 
in the Niagara Oil Heat Association, 
ine. 

Newspaper ads and outdoor bill- 
boards carry the association message 
that oil heat is best because it is safest 
and cleanest, that the best equipment 
is available at reasonable prices and 
that best service is to be had for oil 
heat, to present oil heat users, new 
home buyers and builders, and users 
of competitive fuels. 


The campaign is being financed by 
members of the association who in- 
vest at the rate of $50 for every 1,000 
gallons of truck delivery capacity op- 
erated in the area, by major suppliers 
and associate memberships, produc- 
ing a total of $10,003.44 for adver- 
tising. 

This sum has been used to cover the 
services of the Melvin F. Hall Adver- 
tising Agency, Inc., for newspaper 
and billboard advertising stressing 
service and replacements from January 
to August, new installations from 
August to November and replace- 
ments, November and December. 

According to a report of the Hall 
Agency, the area served by the spon- 
soring group has a population of 170,- 
000 or about 45-50,000 families, Since 
a great number of their residences are 
heated with competitive fuels, they 
represent a tremendous potential for 
oil heat. Equally important from the 
potential standpoint, the report states, 
are apartment houses still using other 
than oil heat. 

Supporting the public relations pro- 
gram are Simon Oil Co., Inc.; Weber 





and grilles. Write for Catalog. 





MODEL MB-MERCO BASE DIFFUSOR 


Perimeter diffusor for continuous 
baseboard type installation 


MODEL 100-TRU-FUSION DIFFUSOR 
16" and 30" with shutters 
High Efficiency Baseboard Type out-of-wall 
For heating and cooling. With exclusive features of 
greater free area and uniform temperatures. 


Besides Diffuser Type registers the National 
Line includes all types and sizes of registers 


GRILLE ANoO 
REGISTER Co. 


3169 East 80th Street Cleveland 4, Ohio 


N-365-QD 


costs 
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Wow... Quickdraft 


PROVIDES LOW-COST INDUSTRIAL 
EXHAUSTING WITHOUT MOTOR OR 
FAN OBSTRUCTION IN EXHAUST LINE 


Quickdraft 


COMPANY 


Dueber-Hampden Building 
P. O. Box 87-F @ Canton |, Ohio 


Oil Co., Wynes Petroleum Service: 
Taibi Bros, Inc.; Home Oil ¢% 
Schrack Coal & Oil Co., Inc, anj 
Dolan Fuel Co. 


Northwest Oil Jobbers hold 


annual summer Conference 


THE ANNUAL SUMMER CON FERENCE 
of the Northwest Petroleum Assogig 
tion was held June 25-26 at the Edge. 
water Beach Hotel, Detroit Lakes 
Minn. 

The first day of the conference jp. 
cluded a director’s meeting, and a gen: 
eral membership meeting, followed by 
cocktail party, dinner and dancing 
Tuesday, a golfing session was held, 

The current bulletin of the Ass- 
ciation reports that the Minnesota Oj 
Heat Association will launch a pro 
fueloil advertising campaign. The 
Minnesota group hopes to enlist the 
aid of the Duluth organization, the 
Carlton County Oil Club and others 
in that territory. Pro-rata costs will 
be made at the rate of $250 per mil 
lion gallons at the retail level, and 
$150, at the wholesale level. 








*% ELIMINATES DOWN-TIME FOR 
CLEANING AND REPLACING FAN 
BLADES % CUTS MAINTENANCE 


For venting problems involving 
abrasives . . . corrosive gasses... 
noxious fumes. . 
tures... moisture. . 
. . - Quickdraft offers unequaled 
advantages. It does not obstruct 
vent line. Its fan and motor oper- 
ate in clean or outside air. It does 
not require a stack. It cuts instal- 
lation and maintenance costs. 
Quickdraft is a power draft unit 
that also provides the constant 
draft required for perfect combus- 
tion in heating plants. 


. high tempera- 
. and steam 


STANDARD and HEAVY DUTY 
models for vent diameters 4, 6, 
7, 8, 9 and 10-inches exhovst 
from 8,460 to 60,000 CFH..+ 


(with or without stacks). 


Greater capacities on 
special order... send for 
engineering data, today. 


COMMERCIAL 
models for vent 
diameters 

12, 14, 16, 18, 
20, 22, 24 and 
30 inches 
exhaust from 
141,600 to 
877,000 CFH 


. «(with 
or without stacks), 
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STOCKS INCLUDE 
UNIVERSAL BLOWERS 
DUCT BLOWERS 
BLOWER FILTER UNITS 
EXHAUSTERS 


MOTORS & BLOWER 
ACCESSORIES 


Blower 


specialists 


since 


1919 





When sales go up 
do you “scramble” for deliveries ? 


stocks can save the day 


Everyone runs into tight scheduling once in a while. The sea- 
sonal quality of the heating and air conditioning industry makes 
an occasional “hurry up” call unavoidable. 

When this happens to you, Brundage is a good name to keep 
in mind. 

New warehouse capacity—coupled with a fast order handling 
procedure—can help you avoid unnecessary shut-downs. And it 
can help you take advantage of an up-swing in business that you 
might otherwise be unable to handle. 


MANUFACTURERS: Brundage Universal Blowers can often solve your produc- 
tion problems because they are a stock item and can meet most applications. 








THE COMPANY 


514 NORTH PARK ST. KALAMAZOO, MICHIGAN 
TELEPHONE 2-0251 
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Famous Name and 


FULL LINE 


simplify 


your selling! 








Why don’t you join American-Standard’s dealer profit program? 





D RRO LN ORE RISD: 
CORREA GATOS IETS 


pili 


BIR CONDITIONING DIVISION 


You can find the right type and size of unit in a jiffy. the industry’s easiest to use. See, also, American-Standard’s 
American-Standard’s color-coded speed-indexed catalog is powerful new line-up of advertising-merchandising aids. 


August 
oats 1956 








Warm air heating and air conditioning jobs are 
easier to plan . . . simpler to sell . . . when you 
specialize in the installation of American- 
Standard equipment. 


Famous name! Synonymous: with fine quality 
and fair prices. You get your order signed 
faster . . . have more time for more sales. 


The American-Standard line is complete... 
offers exactly the right unit for every type of 
installation. 


WARM AIR HEATING: Basement, utility, 
counterflow and horizontal models . . . full 
range of capacities. 


SUMMER AIR CONDITIONING: Add-on 
units, residential and commercial blower- 
equipped units, and new outdoor air-cooled units 
with vertical, counterflow, horizontal air-flow 
or blower-equipped evaporators. 


YEAR ’ROUND AIR CONDITIONING: Eleven 
heating-cooling size combinations equipped for 
gas or oil-fired heating. Electrostatic air filter- 
ing units for every size and type of application. 





Just pick up your phone—your nearby Ameri- 
can-Standard Air Conditioning Distributor is 
ready to give you fast service. Call him right 
now for full details about— 


rian-nountir-(ondilioning 


BY AMERICAN-STANDARD 








EVERYTHING for a, 


tir conditioned comfort same : American - Standard 


Warm Air Heating 


Sunmer Cooling = EB air CONDITIONING DIVISION 


Year ‘round Units | ee ELYRIA, OHIO 


} 


Electrostatic Air Filters ven CONDITIONING 


Bas pean American Radiator & Standard Sanitary Corporation 
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North Carolina Jobbers ligt 
Annual Meeting October 14.17 






THE ANNUAL MEETING of the North 
Carolina Oil Jobbers Association will 
be held in Pinehurst, N. C., October 


th | 14-17. The first day of the session wil 
0 | bt r aw be devoted to registration and com 

& mittee meetings, An open business gs 
“aa 


mo sion the second day will be followed 
‘eamarccen in the evening by a banquet and dance 
SB On the third day, jobbers will hold , 
a an closed session, while consignee agents 
and other wholesale marketers meet in 
their own separate closed meeting, 
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speed fuel oil handling with the 


INGERSOLL-RANOD 


MOTOFRPUMP 


and cut pumping costs ! 
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The ad above was used by the Oil 
Heat Institute of Wisconsin, Inc., to 


















With fast, dependable fuel oil handling a big profit tie in with National Hoga ye 
factor, see why I-R Motorpumps are overwhelmingly oak ig igen f Maryl wi a 
preferred for their efficiency, low cost and long life The headline points out: “Wie 
with minimum maintenance. cleanliness is vital . . . in 9 out of 1? 
major Milwaukee hospitals completely 

For one thing, they're designed for extra power, with automatic oil heat was chosen for 
. | . 1 cleanliness and dependability.” The 

all their compactness! In sizes from 14 to 75 hp... copia devialone the sory 4 aaa 
5 to 2800 gpm capacities... heads to 650 feet... this testifies to the proven healthful 
Ingersoll-Rand Motorpumps in straight centrifugal Sr enero og ety and secu 
and self-priming models handle practically all oil It continues: “You, too, can ex 
moving needs, faster and more profitably. Write for the same security, safety, dependaa? 
the latest catalog describing I-R Motorpumps for fuel acti ange eage — joa 
oil handling or call your nearest Ingersoll-Rand Oil advantage of completely automatic 
Equipment Jobber. 9-240A home heating, from automatic fuclot 


delivery to comfortable day and night 





heating security.” 
-R ad The Mottram Advertising Co. 
Ingersoll ami signed the ad to run in the “Milwaw 
11 Broadway, New York 4, N.Y. kee Sentinel” and “Milwaukee Jow’ 


nal.” 
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Power-Dome more than a name 


... proves real gas saver, reduces upkeep, too... 


How Chrysler Engineering 
Cuts Truck Operating Costs 





When a new truck engine that 
promises more MPG and lower 
upkeep comes along, that’s news. 

But, naturally enough, fleet 
operators prefer not to go over- 
board in their praise of such 
new developments until they’ve 
proved them in actual operation. 

That’s the story of Chrysler 
Corporation’s radically different 
Power-Dome V-8 combustion 
chamber, introduced in the 1954 
Dodge C-1 series. 

From the start, fleet men were 
agreed it looked great “‘on paper’, 
but had to wait for a factual 
answer to the all-important ques- 
tion, “Will Power-Dome actually 
mcrease gas mileage, actually 
reduce maintenance costs?” 

answer to that question, 
after well over two years of serv- 
ce in fleets of all types the 
country over, seems to be an un- 
qualified “Ves’’, 

Owners of Series C-1, and the 
current C-3 Dodge V-8 trucks re- 
port remarkable gas savings and 
unusually low maintenance costs. 

y say they not only get more 
MPG (on regular fuel), but find 
engines maintain power and effi- 
at, far longer than those of 

design. 


In layman’s language, here is 
how Chrysler engineers were able 
to give Dodge short-stroke V-8’s 
these cost-cutting characteristics: 

First, let’s study the diagram 
below. 

You'll notice, among other 
things, that the standard, wedge- 
shaped combustion chamber (Fig. 
1) has corners where carbon can 
easily collect, whereas the Dodge 
Power-Dome chamber (Fig. 2) 
eliminates such power-stealing 
carbon hot spots. 

Next, notice the spark-plug 
location. In the Power-Dome de- 
sign, it is centrally located, in- 
stead of off to one side. Flame 
travel, therefore, is uniform to all 
parts of the chamber; thus the 
fuel mixture is burned faster, 
more evenly, and more com- 
pletely. 

Valve placement, too, is un- 
usual. In the Dodge Chrysler- 
engineered power plant, intake 











sis side, close together 
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‘Valves placed side by 


and exhaust valves are located on 
opposing sides. This permits use 
of larger valves for easier engine 
breathing, elimination of fuel 
waste. 

In addition to Power-Dome, 
Chrysler engineers have incor- 
porated other features in Dodge 
truck engines that contribute to 
their unusual operating economy. 
Among a number of such ad- 
vancements not found in most 
competitive makes are floating oil 
intake, ceramic fuel filter, positive 
exhaust valve rotators and dual 
exhaust system as standard equip- 
ment. 

In fact, Chrysler engineers have 
made “‘fleet economy”’ their theme 
throughout the designing of to- 
day’s Dodge Job-Rated Trucks. 
The result is a full line of trucks 
any cost-conscious fleet operator 
would be wise to investigate be- 
fore investing in a replacement or 
adding to his fleet. 


WAND, WERE 


(Fig. 2) Larger valves on 
opposing sides for 
Centrally located.spark plug &@Sy breathing = 


in and out 
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for even burning of fuel 
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An advertisement for DODGE TRUCKS—the make with the Forward Look 
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I-B-R heating, cooling school 
Program is expanded for 1956 


AN EXPANDED program of training for 
heating-cooling contractors to be of- 
fered in the new I-B-R Heating and 
Cooling School to be held by the In- 
stitute of Boiler and Radiator Mfrs. 
during 1956 will include four-day ses- 
sions in five major cities and will fea- 
ture extensive coverage of summer 
cooling. 

Sessions will be held in Buffalo, 
N. Y.; Newark, N. J.; Philadelphia, 
Pa.; Boston, Mass., and Ames, Iowa. 


Most of the four-day schedule will be 
devoted to practical classroom prob- 
lems and will include discussions of 
heat losses and cooling loads, using 
I-B-R’S new Guides H-20 and C-30 as 
texts. 


Other fact-finding sessions will be 
devoted to design work, covering one- 
pipe hot water systems for one-family 
dwellings and a zoned system for mo- 
tels. Heating techniques for eight-fam- 
ily apartment houses, with zoning for 
each apartment, will also be examined. 


Students will receive material relat- 


ONLY &9kuttle 


has humidifiers for every 
type heating plant 


Model 760 


Model 450 


ing to the course for future reference 

The 1-B-R School schedule for 1956 
is as follows: Aug. 21-24, Hotel Buf- 
falo, Buffalo, N. Y.; Aug. 28-31, Pub 
lic Service Auditorium, Newark, N, J. 
Sept. 11-14, Philadelphia Gas Works 
Philadelphia, Pa.; Sept. 18-21, Cop. 
solidated Gas Co., Boston, Mass.; Oct. 
30-Nov. 2, Iowa State College, Ames 
Iowa. 

Tuition for the four-day school wil 
be $40 per student. Details regarding 
registration can be obtained from rap 
at 608 Fifth Ave., New York 20. 


Norton is elected President 
of New Jersey Distributors 


NEW OFFICERS of the Fuel Oil Diy 

tributors Association of New Jersy 
| were elected recently at a trustee’ 
| meeting. William M. Norton was re 
| elected president; R. G. Mathews was 
| named vice-president; Herman Mendel 
secretary and Floyd Opie, treasurer, 


The Fuel Merchants Association of 
New Jersey had its golf outing June 
26 at the Spring Lake Golf and Coun 
try Club, Spring Lake, N. J. Another 
outing was held by the Oil Trade Ay 
sociation, Inc., at the Homestead Golf 
and Country Club, Spring Lake 
Heights, N. J. 


Long Island Oil Heat Institute 
has outdoor Chicken Barbecue 


AN OUTDOOR chicken barbecue washeld 


June 12 by the Oil Heat Institute of 
Long Island at the Long Island Agr’ 
cultural and Technical Institute, Fam 
ingdale, L. I. 

Speaker at the affair was Herbert 0 
Bailey of E. I. Du Pont, whose topt 
was “The safe Handling of petroleum 
Products.” 

New officers of the group, elected a 
the annual meeting May 8, are Patrick 
F. Caputo, re-elected president; Ray 
Nathan, Nassau vice-president; Jo 
Bosio, Suffolk vice president; F. 4 
Kopcienski, re-elected treasurer. 


Stock Skuttle’s complete line, have 
a humidifier for every type heat- 
ing plant. With Skuttle humidifiers 
you have more features to offer 
foi bE=} (0) 0 el) ¢-am (olen 


Model 600B 


Skuttle features make selling easter 


yy Up to 912 sq. in. of (=) "fog ole) ol sbele Mot d-tommysiseMm Letoleles Cot) 
plates. 

yy Maintain lower pan temperatures. Less lime in water 
vo pelos (-1--9el (ole B 
Complete all-over air flow on plate surfaces means 
posto) q-wp estoy t-jared-melrige) tig 
Attractive design in rich colors. 


Easily installed in quick time. Advisory Committee is named 


for Power Show in New York 
AN ADVISORY COMMITTEE has been # 
pointed by the American Society d 
Mechanical Engineers for the Ned 
National Exposition of Power and Me 
chanical Engineering. The show 


For details, write: 


G@akuttble MANUFACTURING COMPANY 


MILFORD, MICHIGAN 





Greater moisture output with patented VAPOGLAS plates 
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LEADERS RELY ON LAU 


25 Years Building Better Blowers 


On this, our Silver Anniversary Year, Lau 
continues to set the pace for advancement 
in design and engineering in the air-mov- 
ing equipment field. Developments in spe- 
cial engineering, special manufacturing and 
highest standards of quality have kept Lau 
ahead for the past 25 years, 


HOUSING SUPPORT 


THE LAU BLOWER COMPANY 


2000 Home Ave. © DAYTON 7, OHIO 
Other 


1B-6, 56 


plonts at Kitchener, Ont., Canada, and Azusa, California 


This exclusive Lau-designed housing support has set the 
pattern for the blower industry. It has extreme structural 
rigidity, of heavy 8 to 12 gauge steel (depending on blower 
size), is cross-braced where required, and supports the 
entire blower assembly with strength in every part. You'll 
find our housing support applicable to all angles of discharge 
(standard and special), without adjustments or changes. 
There is no impedence to air flow. Provision has been made 
for rubber mounting grommets where needed. Get next to 
Lau for blowers and blower parts to meet your specific re- 
quirements. Write today for name of salesman in your area. 
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held at New York’s Coliseum, Novem- 
ber 26-30. 

Equipment for the generation, trans- 
mission and application of power will 
be exhibited while the Society has its 
76th annual meeting. 

Among the committee members of 
interest to the oil heat industry are 
Carlyle M. Ashley, president, ASRE 
and John W. James, president, ASHAE. 
The exposition is under the manage- 
ment of the International Exposition 
Co., 480 Lexington Ave., New York. 


New Jersey Fueloil dealers 
hold golfing, Dinner Party 


THE RED CAP OUTING—a golfing, card 
and dinner party—of the Fuel Oil Dis- 
tributors Association of New Jersey 
was held July 12 at the Plainfield 
Country Club. 

Committee chairman Tim Loizeaux 
was assisted with arrangements by Bob 
Crane, Wally Dette, Dip Hagerman 
and George Woodruff. 

Low gross score was turned in by 
George Goger. His 70 won first prize 





BECAUSE 


More ‘ 
alenllans 
make more 
Profit from 


... $0 many dealers everywhere have 
discovered that FULFLO QUALITY 
assures the most dependable, lowest- 
cost heat for the home-owner ... with 


ph 


the minimum of costly service calls. 


GENUINE 
HONEYCOMB 


STOP COSTLY SERVICE CALLS 
WITH FULFLO FILTERS 


COMMERCIAL FILTERS CORPORATION 


MELROSE 76, MASSACHUSETTS 





for the third year in a row. Other low 
gross scores included Joe Stevenson 
(73); Richard Weston (75) and Dog 
Pitman (77). There were 111 golfers 
and a total of 145 for dinner. 


Warm Air Association schedule 
annual Meeting on November 


PRE-CONVENTION MEETINGS and the 
convention of the National Warm Air 
Heating and Air Conditioning Asg 
ciation will be held at the Netherland 
Plaza Hotel, Cincinnati, O. 

The board of trustees and commit 
tee meetings will be held November 
26 and 27 followed by the convention 
on November 28 and 29. 


Shell President to address 
Desk-Derrick Clubs Confab 


BANQUET SPEAKER at the fifth annual 
convention of the Association of Desk 
and Derrick Clubs of North America 
to be held Sept. 7-8 in New Orleans 
will be H. S. M. Burns, president of 
Shell Oil Co. 

Mrs. Sybil Sureck, 1955 Association 
president, will be the keynote speaker 
at the opening session of the conven 
tion for which the Roosevelt Hotel 
will be headquarters. 

Highlight of the event will be 2 
“Mardi Gras Carnival Ball” for the 
1500 members attending from II! 
clubs throughout the United States 
and Canada. 

The New Orleans Desk and Derrick 
Club, first group to be organized, wil 
be the hostess club. Other charter clubs 
in the Association, which was founded 
in 1951, are Houston, Jackson and Los 
Angeles. 


Indiana Contractors to sponser 
Race to spur membership Drive” 


ALL CONTRACTORS are being urged © 
register in a race to gain memberships 
for the Sheet Metal and Warm Ait” 
Heating Contractors’ Association of 
Indiana, Inc., Indianapolis, Ind. 
The competition is being set up 
congressional districts within the sta 
and each member who can add an ap 
proved new member is credited E. 
miles..Several prizes will be presemm 
at the Association’s 1957 convents 
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You have put your faith in 


OHI 


more than 15,000,000 times 


FIELD CONTROL DIVISION of H. D. CONKEY & COMPANY, MENDOTA, ILLINOIS 
Affiliates: CONCO BUILDING PRODUCTS, INC. *™Brick, Tile, Stone CONCO MATERIALS 
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: This 2400 gallon tanker boosts deliveries 


TWO-AXLE WHITES . TANDEM WHITES 


> 28%... saves 1% hours per day. 


WHY pass up the efficiency and savings that 
have proved so helpful to leaders in the fuel oil 
industry everywhere? 

Look into the functional advantages of the 
White 3000 engineered exactly for your busi- 
ness—there are substantial savings that can 
mean more profitable business for you this year 
—and for years to come. 


This payload increased to 30) 
gallons means lower cost p 
gallon delivered for H. N, 
Coal Co., Chicago. 


Your White Representative will give yi 
facts about the White 3000 specially desig 
to your operations. 


THE WHITE MOTOR COMPAN 


Cleveland 1, Ohio 


CF major importance to you... 
MORE GALLONS DELIVERED PER DAY! 


























Reduce “Stop” Time—Faster, Save Driver Time 
Closer Positioning By Saving Steps 


FIRST — w ree Fiz, 
ye o 


FOR MORE THAN 55 YEARS T*Bhe 


More Payload— 
Weight Up Front 


GREATEST NAME IN TRUCKS @bg 


PROVED 1M BILLIONS 
OF LOW-COST MILES 

















ntahe WHITE 3000 NOW for 
Simost PROFITABLE fuel oil year! 
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Bigger payloads with excellent manevuvera- 


TRACTOR TANKERS is ee ‘ : 
bility and driving ease save delivery time. 








ill give ye 
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Sove Maneuvering with shorter wheelbase, shorter turning Save Time on deliveries in congested areas, narrow drive- | 
radius, and wider tread front axle. ways and streets. Easier, positive steering and driving ease. 
























Save Accidents because of exceptional “up front” visibility 
in all directions and driver safety features. 











ESE EXCLUSIVE FUNCTIONAL ADVANTAGES PLUS 






ee your White Representative or write: Department X-11, 
he White Motor Company, Cleveland 1, Ohio, for facts 
out the WHITE 3000 for fuel oil delivery. 
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new 


in The Heating Industry 


Design and workmanship 
conforms to S.B.I. and 


A.S.M.E. Codes 


ane: 2 wees 


CBS 


CONTROL 


Absolutely 
Guarantees 
INSTANTANEOUS 
HOT WATER 


HERE'S HOW 
It Operates: 








HEN domestic hot 

water is needed this 

completely automatic 
CB-3 Control] INSTANTLY stops circulating water to 
the radiation system; supplies full heating capacity to 
the tankless coil. The result is MORE INSTANTANE- 
OUS domestic hot water than any comparable size boiler. 
When the need for hot water is satisfied, the CB-3 con- 
trol automatically actuates the circulator for home heat- 
ing. The domestic hot water and home heating loads 
are aways carried separately. Therefore NO allowance 
need be made for domestic hot water. 


HERE'S ANOTHER PATE PLUS: 


Every PATE BOILER is completely assembled and jacketed 
... there is NOTHING TO ADD OR BUY... simply hook 
up to water, electricity, fuel and connect to fuel. IT’S AS 
SIMPLE AS THAT... You're ready to ‘Fire’. 


This means: 


@ LESS INSTALLATION TIME 
@ NO COSTLY SERVICE CALLS 
@ MORE PROFIT FOR YOU 


The PATE IMPERIAL 


Table-top model, CB-3 control (Pat. Pend.) produces IN- 
STANTANEOUS domestic hot water & home heating. Comes 
completely assembled, jacketed, ready to install. 


THE PATE CO., INC. 
P, O. BOX 108 
DARBY, PENNA. 


PLEASE SEND FULL DETAILS TO: 











New Products 


Each New Products item has an identifying number, 
If you want more information on any equipment described 
here send the coupon on page 140 to FUELOIL @ On 
HEAT, 2 West 45 St., New York 36, N. Y., and iden 
tify the product by circling its number on the coupon, 


New water boiler, oilburner 
Filters offered by Purolator 


FOUR NEW FILTERS, one for water boilers and three for oil: 
burners, have been introduced by Purolator Products, Inc, 
The new water boiler filter removes 
rust, sediment, oil, lime and other mat- 
ter from water, resulting in faster 
steaming, fuel conservation and better 
heat transfer. Operative at all times, 
it is designed to eliminate priming and 
resultant water hammer and to pro- 
tect radiator valves. Its use, it is said, 
should materially increase the life of 
steam boiler and hot water equipment. 
Made of resin impregnated cellulose, 
the extended area filter element for 
the Purolator pw-3000 filter will last 
one full heating season normally and is easily replaceable 
in a few minutes. It can be installed at the bottom of the 
water level sight 
gauge. Its inlet and 
outlet connections on 
the housing are 
tapped %%-18 NPT. 
The three new 
Micronic filter ele- 
ments for oilburners 
are capable of re- 
moving particles 
down to .0005 inches 
in size from fueloil. 
With Purolator’s ex- 
isting oilburner filter 
elements, the new 
elements will service 
98% of all oilburner filter installations. 
The new filter elements are made of resin impregnated 
cellulose and will not shrink, stretch, flake or deteriorate 
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New from TACO 


of water-logged expansion tanks 
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draining 


TACO TANK DRAINER 






2 for oil: 
cts, Inc. 






A quick charging, low cost unit, the Taco Tank 
Drainer is an item you should carry to every job. 
Easy to sell, easy to install, it provides an impor- 
tant service and returns a profit to you! 








With an all brass body and an 11” copper 
tube, the Taco Tank Drainer is adaptable to any 
style drain you use. ‘| 











Write for full, complete information; request 
Technical Data Sheet TDS-4. 











a 

“ 

olaceable = 
m of the “ 
A 


EASY TO INSTALL 






Always carry a Taco Tank 
Drainer in your tool chest. 





TACO Heaters Incorporated 


1160 Cranston Street, Cranston 9, R. I. 
CORPORATE OFFICE: 342 Madison Ave., New York 17, N. Y. 
IN CANADA: Taco Heaters of Canada, Ltd., 4 Gilead Place, Toronto 2 






regnated 
teriorate. 





They are water and acid resistant and provide five times 
more filtering surface area than standard oilburner filter . 
elements. They are guaranteed to filter over 100 gallons 
an hour. 
Made by: Purolator Products, Inc., Rahway, N. J. 
Circle El on coupon, page 140 





Fitzgibbons 770 Boiler-Burners 
feature tankless hot Water 


AN IMPROVED, lower-priced new line of Fitzgibbons 77 


Kockpord \ | 4 |Series boiler-burner units feature more tankless domestic 
y | |hoat water, added con- —_ 


BRASS WORKS j : ; venience, and wider size 


range. 

The re-designed 770 is 
now available in four 
sizes from 74,000 to 149,- 
000 Btu net rating for 
forced hot water heating. 
Redesign of firebox area ; 
and special, quick-glow- 
ing combustion chamber 
provide cleaner, quieter 
operation. 


The Fitzgibbons Tank- aN, 
saver and its control sys- — 
perfo rmance tem have been revised to furnish higher flow rates of ta 
less hot water, up to 5 gallons per minute in the lag 
size unit. A new control system provides safe, automa 
prove e operation. 
Made by: Fitzgibbons Boiler Co., Inc., 101 Park 


For 66 years Rockford Brass Works New York 7, N.Y. 


has been supplying valves and ® 
ground key work through leading Circle E2 on coupon, page 140 


wholesalers to contractors and 
eden gta el . New Iron Firemen combination 
ance you can depend on ° ° 
ciiaaieaiiie.. > Burners for industrial Uses 
A NEW LINE of combination gas-oilburners for industtiil 
applications announced by Iron Fireman features inte 
air registers. The 
burner section 
and air register, 
shipped as sepa- 
rate units, are 
bolted together on 
the job. 
The oilburner 
is the latest model 
Iron Fireman Ro- 
tary cup burner, designed to fire with No. 6 or lighter oh 
Oilburner ratings run from nine to 125 gallons per hol 
The ring-type gas burner has multiple tubular staitil 
steel jets threaded into the heat-resistant cast iron mani 
and may be used with either natural or manufactured # 
Capacities range up to 18,750,000 Btu input. 
Change-over from one fuel to another is a simple mate 
of operating a selector switch, or of reliance on automat 
controls. No mechanical changes are necessary. 
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im SPENCER 


"19 & 24° 
ESIDENTIAL OIL-FIRED, BOILER-BURNER UNITS 


ons 710 for modern heating and year-round domestic hot water 





Yeu! fast, easy installation 


to add to your profits! 





SPENCER 


HEATER 


LYCOMING DIVISION 
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Hy 


Ready for immediate delivery — write for details NOW! 





The Modern Draft Control 
that’s “QUICKER ON THE DRAW” 


When it comes to moving around on the q.t. 
your shadow has nothing on Windmaster’s large, 
square vane. Permanently quiet bearings of DuPont 
molded nylon give it a shadow-silent ride at every 
change of the draft . . . eliminating costly callbacks 
to hush up a creaky; squeaky draft control. 

But permanent silence is only one of the big 
advantages of Windmaster’s nylon bearing. It’s 
non-rusting . . . won't wear out for the life of the 
unit . . . can’t corrode . . . never needs oiling. . . 
because condensation and moisture actually help 
lubricate nylon. 


Put These Windmaster Features 
To Work For You On Your Next Job 


@ 45° Vane—no nervousness @ Large Square Vane—more 
—faster response. effective area. 


@ Non-Rusting Permanently &@ Sloping Pipe Installations 


Silent Nylon Bearings ® £-Z ‘Dapter—quick, easy 


@ Calibrated Counterweight installation. 


forall 


| Wiggs 
llindmaster Draft Controls 


43 Vine St. Columbus 15, Ohio 


124 





¢ 0° New Produ 


Electronic combustion controls automatically shut down 
the burner in case some abnormal condition arises, A pro 
gramming control schedules the sequence of all burne, 
operations. An automatic magnetic start switch is provided 
for the oilburner motor. A factory-wired control pang 
may be secured as accessory equipment. 

Made by: Iron Fireman Manufacturing Co., Clevelgnj 
11, Ohio. 

Circle E3 on coupon, page 140 


Adjusta-Duct telescopic connector 
Fitting speeds duct Installation 


AN ADJUSTABLE sleeve-type fitting by Duc-Pac eliminates 
all cutting, notching and joining of “fill-in” section of stac, 
duct for warm air heating 
or airconditioning installa- 
tions. 
Called Adjusta-Duct, the 
new fittings are available in 
several adjustable lengths. 
With the new product, a 
fill-in section of stack duct 
can be installed by telescop- 
ing the fitting to fill the 
opening. Internal and ex- 
ternal “‘lip-seal” flanges pro- 
vide “wiping” action which 
assures tight connections. 
Made by Duc-Pac, Inc., East Longmeadow, Mass. 
Circle E4 on coupon, page 140 


Firetron Scanners in Fireye Control 
monitor and safeguard burner Flames 


DESIGNATED Fireye System FP-2, Model 1012, Electronics 
Corp.’s new primary control programs and safeguards the 
entire operating se- ee ss — . 
quence of fully-auto- 
matic rotary register 
oil and gas burners. 
It uses two flame- 
sensitive Fire- 
tron scanners: one 
monitors the pilot 
flame and supervises 
the light-off  se- 
quence; the other 
safeguards the main 
flame. 

The programming 
sequence offered in the system was especially developed 
for rotary register burners. As another feature, the modu 
lator switching circuit will accommodate any line, low 
voltage or pneumatic firing-rate control system. Dunit 
normal operating procedure, the control provides for pt 
purge, pilot proving, limited trial-for-ignition of main f 
and post-purge periods.. If a flame failure occurs either 
during the start-up or operating periods, all fuel is shut 
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Cleveland 


OUTSTANDING IN THE FIELD 
* of OIL and GAS HEATING 


PEERLESS 


CAST IRON 
SUPER WATER TUBE 
SECTION 


Each section is a single cored casting 
consisting of 5 horizontal water filled 
tubes. These tubes have an engi- 
neered offset to force a twisting and 
turning of the hot gases. 


10 GAS PASSAGES 
PER SECTION 


THE DESIGN INCORPORATES 10 GAS 
PASSAGES PER INTERMEDIATE SEC- 
TION, which break up the boiler 


>Liminates 
n of stack 
















Cutaway view of Model TOU-15A 





sa showing stoggered multiple ware’ water into small quantities for MAXI- 
combustion chamber and domestic MUM HEAT ABSORPTION and 
water coil. ECONOMY. 

trol PEERLESS Hot Water and Steam Heating Units are en- Built-in tankless hot water coil (optional) supplies an 

ames gineered and designed for ease of installation, economy abundance of domestic hot water the year ‘round. 

and long life. Ultra modern in style. Finished in a smooth, Peerless, in addition to oil boilers, also offers a complete 
‘lectronics F two-toned, baked green enamel for customer appeal and line of gas fired units from 70,000 B.T.U. to 5,520,000 B.T.U. 
ruards the § ease of cleaning. Available in deluxe extended or input. Packaged series . . . Year ‘round series .. . 


flush jacket. 








FLUSH TYPE JACKET 


developed OIL BURNER EXPOSED 


the modu’ 


Multiple Commercial and Industrial Series. 





a diy JACKET 


DELUXE EXTENDED JACKET S FIRED 


WITH CONTROLS EXPOSED 


Behind the manufacture of Peerless Boilers is specialized experience of nearly 50 years in 
producing the famous Peerless complete line of gas and oil fired CAST IRON BOILERS. 
There are many advantages being a Peerless Dealer. Write for complete information. 
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mi’? THE PEERLESS HEATER CO. 
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sli shu! BOYERTOWN, PENNSYLVANIA 
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now...a new all-in-one... 
automatic 
Home Heating Unit 
by National-U.s. 














with the new MARK III Model 
you can PROFIT with PACKETS 


in more ways than ever 
New features of the PACKET MARK III 


1. Higher efficiency in the best homes... 
better heat in multi-level and split-level homes. 


2. More domestic hot water... 
two-temperature hot water ... laundry hot water 
. . « faucet-safe hot water for bathrooms and 
kitchens. 


3. Easier cleaning and servicing... 
more completely packaged than ever before. 


4, Available in 4 sizes... 
ranging from 87,000 to 189,000 BTU-SBI net rating. 


Plus the well-known PACKET features 


1. Adaptable to all locations 4. Efficient use of space 

2. Low installation costs 5. Economically priced 

3. Elimination of separate 6. Heating comfort combined 
water heater with economy 


Write for complete information 


National -U.S. Radiator 


CORPORATION 





HEATING & AIR CONDITIONING DIVISION 
Johnstown, Pennsylvania 





ew Products 


off within a second. The system may be used individually 
or in a Fireye integrated panel control system. 

Made by: Electronics Corp. of America, 718 Beacon 
St., Boston 15, Mass. 


Circle E5 on coupon, page 140 


New fueloil transfer Pump 


by Sun-Ray 3 Models in One 


FUELOIL TRANSFER pump by Sun-Ray is designed for con, 
ditions where pipe sizes are not large enough to supply 
sufficient oil to the 
burners at the re- 
quired low vacuum. 
The pump boosts the 
oil supply, eliminat- 
ing the necessity for 
replacing the suction 
and return lines with 
those of larger size. 

Three models in 
one, the pump is versatile. It can be used as a complete 
assembly or separated so that the pump can be located con- 
venient to the fuel supply tank and the reservoir located 
close to the burner. It has no mechanical valves, regulators 
or floats. The unit is made in three styles: Pump and motor 
on base; pump and motor on base mounted on reservoir 
but detachable; pump and motor on base, detachable from 
reservoir with special delayed action or standard relay » 
that pump runs only when hequired. 

The motor is Y% hp, heavy duty, overload protected. The 
pump is heavy duty, positive displacement, 50 gph cw 
pacity, and will raise oil up to 300 ft.; for Nos. 1 to5 
fueloils. 

Made by: Sun-Ray Burner Manufacturing Corp., 139-24 
Queens Blvd., Jamaica 35, N. TY. 


Circle E6 on coupon, page 140 


Ejay Remote Heat & Cool unit 
eliminates condensation 


OUTSTANDING feature of the new Ejay remote heat and 
cool unit, Model #100, which provides winter hot water 
heat and summer airconditioning, 
is its completely insulated, non- 
metallic box, designed to eliminate 
condensation. In addition the unit 
incorporates other design features 
intended to facilitate its installa- 
tion. 
The combination unit is avail- 
able in either recessed or free- 
standing models. It has a heat rat- 
ing of 11,000 Btu and a cooling 
rating of 4,800 Btu. 
Made by: Ejay Baseboard Mfg. 
Co., 124 Boyd St., Winsted, 
Conn. ¢ 
Circle E7 on coupon, page 140 
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SAFETY RELIEF VALVES 


| for con 
© supply 








complete . 
aid Improved Diaphragm 
1 eed Positive Opening and Closing 
egulators | Special Silicone Seat... Can’t Stick 
nd motor 
reservoir Valve Shuts Off Tightly 
oN Low Fall Back . . . Sensitive 
— Operation 
cted, The | ramen Works Like a Water Relief Valve 
) gph ca Vey Should, yet has the Capacity for 
s. 1 to 5 : _ High Discharge 
5 139-24 1” Outlet 
Low Cost Protection 
¥%"" Ini 
willie W HERE SAFETY is concerned, only the best is 
good enough. This new high pressure Thrush Relief 
Valve is rated and approved by American Society of 
Mechanical Engineers and the National Board of 
@ Boiler and Pressure Vessel Inspectors. Being very 
heat and sensitive to pressure differential, it closes quickly to 
hot water 7 prevent excessive loss of water. Pressure settings 


from 30 lbs. to 125 lbs. Primarily a water relief 
valve, it serves a dual purpose . . . relieving not 
only water, but steam as well, should critically high 
temperatures occur. The special silicone seat will not 
stick or be adversely affected by extremely high 
temperature. Here’s a safety relief valve you can 
install with confidence. 


See your wholesaler for more 
information or write Dept. C-8 
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FOR BASEMENT TANKS: 
Type D-O for 2” open- 
ings, Type D-10 for 11/2” 
openings. 


For accurate, easy read- 


ing of tanks — indoors, 
outside or underground. 


"GIANG 


O1L GAUGE 


F 


FOR UNDERGROUND 
TANKS: Type D-U, 
shown at right, for 
2” openings only. 





Left: Standard type 
At-A-Glance Gauge 
for direct reading at 
storage tank. Also 
available with spe- 
cial fitting for use 
and adaptation with 
5) remote gauge indica- 
tors to permit dual 
readings — both at 
tank and outside. 











Dependable, Inexpensive, Weatherproof... 


Simple Mechanical GAUGES, Easy to Install 


Accurately indicates liquid level in remote storage tanks at all times 
— Not affected by specific gravity oil changes or variations. Sim- 
plified mechanical operation eliminates unnecessary fittings, bulbs 
or levers for bil men to tamper with — no need for access to 
building. Can be installed for dual location read- 
ings — indoors and ovf. Non-corrosive stainless steel 
g and brass extension lines connect tank float with cast 
aluminum, weatherproof, thermometer type indicator 
— calibrated in fractions. Easy to read, uncondi- 
tionally guaranteed. Write for folder showing come 

plete line. 





GREEN BAY e WISCONSIN 





. New Products 


Cleaver-Brooks introduces new 
gun Burner for No. 6 Fueloil 


A NEW air atomizing burner designed to burn No, ¢ ,j 
is Cleaver-Brooks Hev-E-Oil burner. Positive acting meter 


ing pump gives 
measured  deliv- 
ery of oil. Once 
the burner is set 
for efficient com- 
bustion it remains 
at that point. 

Burner does 
not start at full 
capacity but be- 
gins with a small 
flame, which is 
gradually built up to the required size. The shape of tl 
flame is adjusted for the type of boiler it is to be used with 

The latest type of combustion controls are standari 
equipment. Motor start is delayed until the oil at the nox: 
is heated. The burner is sensitive to heat demands and pw 
vides steady heat for power loads and heating. 

The burner is a complete package, completely wired ani 
ready for service lines. 

Made by: Cleaver-Brooks Co., 326 East Keefe Av 
Milwaukee 2, Wisc. 

Circle E8 on coupon, page 140 


"Nailing into steel" made possible 
with Hilti hand powered drive Tool 


IT’S POSSIBLE to “nail into steel” with the Hilti drive to. 
a hand-powered stud driver based on the “Conic” sui 
design with bal- 
listic point which 
makes _ penetra- 
tion easier and 
increases holding 
power. 
Studs and pins 
are precision-engi- 
neered and made 
of high quality 


alloys, rustproofed. Only three or four hammer strokesaeyy 


necessary to anchor the fasteners into materials such 8 
solid concrete, brick, cement, masonry, stucco, and st 
up to 5/16”. No preliminary preparation or drilling ' 
necessary. 
Made by: Hilti Rapid Fastening Systems, Inc., 5) Va 
Dam St., New York, N. Y. 
Circle E9 on coupon, page !40 


Dormont QUIET-KOIL eliminates Noist 
and Damage caused by water Hamil 
COMBINING the quieting action of an air chamber all! 


spring to prevent damage incurred by water hammef, 
mont’s water shock absorber, QUIET-KOIL, counteracts 
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featuring an utterly new design 
for more efficient heat transfer 
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TOP CLEAN-OUT PLATES 
Top clean-out plates are especially con- 
venient for easy cleaning of the boiler. 


NEW DESIGN GROOVED 
PUTTY STRIP 
Asbestos rope inserted in the 
_— putty strip keeps boiler 
ight, allows am-jle expansion and 


‘ontraction and wi ifc 
ae nt the lite SHORT DRAW-ROD ASSEMBLY 


Multiple short draw-rods make assembly 
quicker, easier and assure a strain-free 
assembly. 


Utilizes all of the secondary 
heating surfaces 


In its new No. 72 Boiler for Oil and Oil Heating 
Unit, Weil-McLain presents a revolutionary 
advance in boiler design. This boiler introduces 
an entirely new method for obtaining more 
efficient heat transfer by utilizing all of the 
secondary heating surfaces. 

Self-regulating, turn-around flue gas travel, the 
new principle developed in the Weil-McLain 
No. 72, involves breaking the hot gases leaving 
the combustion chamber into many small 
streams, each of which contacts the cooler sides 
of the firebox. The thorough coverage and 
scrubbing action of the multiple gas streams 
results in greatly increased heat transfer. 

This new design eliminates need for either a 
flame spreader or ftue baffle and also assures 
equal performance with front or rear firing. 
The efficiency curve is practically a straight line 
through all boiler sizes—the smallest boiler can 
be fired with the same high efficiency and 
economy as the largest. 

The Weil-McLain No. 72 Boiler is available 
for hot water and steam in net I-B-R capacities 
from 161,000 to 331,000 BTU. Write for com- 
plete information. 


WEIL: McLAIN WEIL-McLAIN COMPANY 


B : 
OILERS RADIATORS MICHIGAN CITY, INDIANA 


Address literature requests to Dept. B-86 
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INSTALLATION TIME CUT 
means SELLING TIME GAINED 


Be 


SS 


with 
venko moun 


GAS or OIL FIRED PACKAGED UNIT » 


VENKO arrives fully wired and envintiind- 

ready for immediate installation . . . eliminates 
@ delays due to missing parts and wiring problems... 
: substitutes time spent in difficult installations with time 
spent in profitable sales. Besides which, VENKO’S trim 
space-saving design, abundant low-cost heat and hot 
water meet every requirement for today’s home .. . 


: business for you. 


¢ @ PLENTY OF HEAT AND HOT 
oe HEALTHY HOT 


WATER HEAT 


ee 


FUEL-SAVER — economical to 
operate 

FULLY WIRED AND ASSEMBLED 
(as illustrated) 

FITS THROUGH A 30-INCH 
DOOR in easy one-man han- 
dling crate 


BUILT TO FIT THE MODERN 
OME 
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nationally advertised 
Plants: Jersey City, N. J. ¢ Dover, N. J. © Trenton, N. B: 


WATERFILM BOILERS, INC. 


a division of L. O. Koven & Bro., Inc. 
154 Ogden Ave., Jersey City 7, N. J. 


make for tried ‘n true customer satisfaction—bigger 





. New Products 


destructive vibrations set in motion by automatic valves in 
the equipment. 

QUIET-KOIL is available in two sizes: the Junior mode] 
for a single fixture or device; the Senior model, for a group 
of fixtures. They both are available either with or withoy 
an air valve for replenishing the air cushion with a hanj 
pump. 

Made by: Dormont Mfg. Co., 5607 Butler St., Pitts 
burgh 1, Pa. 

Circle E10 on coupon, page 140 


Penn oilburner stack Control gives 
continuous or intermittent Service 


NEW OILBURNER stack control by Penn Controls features 
low voltage protection in addition to automatic re-cycling 
with timed purge period. . 
Type 682 intermittent igni- 

tion control recycles auto- 

matically on flame failure or 

power interruption during 

the “burner on” cycles. A 

two-three minute scavenger 

period allows fumes to leave 

the combustion chamber and 

assure a safe start. Type 680 

continuous ignition control 

recycles only in event of power interruption. 

The new stack switch is designed to assure ignition 
safety. If flame is not established on burner start, the con 
trol acts to prevent collection of unburned oil in combustion 
chamber by shutting burner down, requiring manual r 
set. Safety warp switch and ignition timing assembly » 
sealed against exposure to dust and tinkering by protective 
molded plastic cover. Compact terminal block for line and 
low voltage terminals allows quick, easy hook-up. 

Made by: Penn Controls, Inc., Goshen, Ind. 

Circle El! on coupon, page !40 


Falcon device for bulk storage Tanks 
warns Crews against costly Overflows 


INSTALLED on top of bulk storage tanks, the Falcon tank 
overflow horn alerts plant crews against overflow of bull 
storage tanks 
during filling op- 
erations. 
The device con- 
sists of a two- 
inch - diameter 
steel cylinder of 
compressed gas 
about 12” long, 
pressure gauge, 
horn _ assembly 
and float-operated valve assembly. When liquid level 
tank nears the safe filling limit, the float activates 
ical linkage to the horn unit and starts the penetrati 
shrill, two-to-four minute warning. The signal is f@ 


gon 


August 
1956 
















valves in 
























ot model, 
C a group 
T without / 
h a hand 
St, Pitts 
ves 
ce SA 
S features 
7 A - G ” E t N 
“ * / 
e ignition 
t, the or fF Easy to install... fewer pieces 
ombustion Save labor costs. Fewer pieces permit installation in a minimum 
of time. 
nanual re’ 
ssembly 5 Designed for top efficiency 
protective Design conforms to the natural shape of the flame and allows free 
yr line and gas movement... quiet operation. 
. Adaptable to most sizes 


By the addition or removal of a few tile, the STREAMLINED 
Combustion Chamber can be adapted to practically all types and 
sizes of domestic boilers and furnaces. Made from high quality 
Missouri Fire Clays. Will last for years under most severe service 

Tanks conditions. Chambers installed 15 years ago are continuing to give 
satisfactory service without repairs. 






»rflows bo 

4 Individually packaged 
con ta Each Chamber is packaged in a specially designed carton to give 
yw of bulk full protection in shipping and storing. 





LOOK FOR Your A. P Green Distributor in the 


classified section of the telephone directory or write 
direct for more information on: 
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NEW! IMPROVED! 


NU SMELL HA 


} This is it! 


Now you can get 
more conversion 
and replacement 
jobs ... and make 
more money per 
job! 





Sell and install the 
new improved 
Korth Shell Head 


win OO Burners 
MODEL SR-SH. 
.75—1.65 GPH 
1.65—3.0 GPH On Every Job! 


SAVE YOUR CUSTOMERS ... 
20 TO 40% OVER PRESENT FUEL OIL COSTS! 


® Improved design 
insures flame 
stability. 


® Gives higher COs. 


® Reduces stack 
temperatures. 


® No smoke from 
combustion. 


® Service-free 
operation. 


ALL AIR ADJUSTMENTS MADE EXTERNALLY 
PERMITS EASIER AND MORE ACCURATE ADJUSTMENT. 





1. New location of one piece jet line. 


2. New screw type adjustment for po- 
sitioning shell head assembly. 


3. New external adjustment for regulat- 
ing secondary air openings on shell 
head assembly. 





Order one today and compare the 


Korth Shell Head Burner with any other 





make—see for yourself it is all we claim. 


ECKHART MFG.CO.,INC. 


UNION, NEW JERSEY 





CANADIAN DISTRIBUTOR: 
Dragon Heating Co., Ltd., 2110 Rue Clark, Montreal. 
WESTERN GERMANY DISTRIBUTOR: 
Ol-Heizungs Bau, Schloss-Strasse 100, Stuttgart, W. 
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. . « « New Products 


from 116 to 122 decibels, from 31 to 37 decibels loud 
than required in approved fire alarm systems. 

Special weatherproof cover assemblies are available ty 
shield the horn, toggle-spring valve assembly and pressup 
gauge from inclement weather. The units may be recharged 
from standard cylinders of COz, Freon 12, Nitrogen oy 
compressed air. 


Made by: Falcon Alarm Co., Inc., Summit, N. J. 
Circle E12 on coupon, page 140 


Chance underground Anchoring keeps 
empty fuel Tanks from ''floating" 


A NEW METHOD of anchoring underground fuel tanks tp 
prevent “floating” when they are empty or only partially 
filled is provided 
complete 
package by the 
A. B. Chance Co. 

The _ package 
consists of two 
either 


in a 


anchors, 
screw type or exe # 
pandable, com- 
plete with rods 
for “banding” - 
over the tank and 
for anchor attach- 
ment. The “banding” rods are joined over the top of the 
tank with a connecting lug which permits 12” of takeup 
on the threaded end of each rod. 

The standard package is made for 5’ 4” to 6’ diameter 
tanks; however, the assembly is available to fit any diameter. 
The number of sets to be used on a tank depends on the 
length of the tank; generally, a set is used for each six feet 
of tank length. 

Made by: A. B. Chance Co., Centralia, Mo. 


Circle E13 on coupon, page 140 














Mercury pipe Pusher operates with a 
continuous, hydraulic forward Stroke 


A ONE-MAN-OPERATED pipe pusher, “SPEED-THRU™ by Mer 
cury Hydraulics, moves pipe at the rate of four feet @ 
minute through 
formations in 
cluding hard 
shale. It delivers 
a continuous 21” 
hydraulic - pow- 
ered thrust to at- 
tain faster push- 
ing and to reduce 
earth resistance. The machine is operated by one man work 
ing two controls. Reversing the machine permits pulling 
pipe as rapidly as it pushes, without turning the machine. 

SPEED-THRU is delivered complete with gas engine, ” 
truck power or AC electric hydraulic power. Operatifé 
equipment includes 25-foot hydraulic pressure and retu" 
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Another Walker Engineering Triumph! 


New! SHUR-FLO 





_ Draft Inducer-Regulator 


Corrects Troubles Caused 


Look to Walker 
FOR A COMPLETE LINE OF 
DRAFT CONTROL PRODUCTS 


Walker, with over 30 years of draft control experi- 
ence, produces automatic regulators for a complete 
range of installations... from small space heaters 
to the largest heating plants in factories and multi- 
ple housing projects. Be sure to inquire about the 
Walker Royal Purple Model, the only automatic 
draft control that’s absolutely impregnable to soot, 
carbon, corrosion, dust. Another Walker first in 
the industry! 





Type 34B 





y Wrap-Round 
Tee Joint 


Completely Engineered Combination Unit Sells 
for Much Less Than What You'd Expect To Pay! 






by Insufficient Draft! 





Here’s a new product that will correct any difficulty caused 
by insufficient draft...and correct it at a cost so low 
it’s almost unbelievable! 

The new Walker SHUR-FLO draft inducer-regulator com- 
bination both inspirates and regulates. After draft has 
been established by inducer fan, the sensitive automatic 
Walker regulator holds draft at maximum combustion 
efficiency. SHUR-FLO keeps chimney dry, stops pulsation 


and smoking, eliminates soot and odors. 


Big Aid to Contractors and Installers 
With the Walker SHUR-FLO, contractors and installers 
can eliminate draft troubles in both old and new housing 
with a single installation. The product is particularly 
effective in modern homes where the trend is toward 
lower chimney heights. Installation is simple, fast and 
requires only elementary wiring provisions in most cases. 


Tests Prove High Efficiency 

The Walker SHUR-FLO has been exhaustively tested by 
the largest and most prominent industrial research organ- 
ization* in the world. Their findings show that this new 
combination unit operates at highest efficiency under even 
the most adverse conditions. 

The SHUR-FLO unit is constructed of heavy gauge gal- 
vanized steel. The motor is a heavy-duty, fractional HP 
that consumes little current. Motor is specially built for 
draft inducer service and is mounted so that it is shielded 
from chimney heat. Motor requires little maintenance. 
Regulator and inducer fan are both constructed of cor- 
rosion-resistant material. 

For the full facts on this revolutionary unit, see your 


supplier or mail coupon below. *Name upon request. 


GET THE FACTS NOW — MAIL COUPON AT ONCE! 


Walker Manufacturing & Sales Corp. 

- 1750 Penn St. St. Joseph, Mo. 
I Information please! Send me details on items 
I checked. 
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CJ Industrial draft regulators for a 

schools, office buildings, ff 
apartments, stores and manufac- §j 
turing plants. t 


CJ Walker SHUR-FLO Draft 
Inducer Regulator 


[] Walker Royal Purple Modei 


CJ Automatic Draft Regulators 


for small installations (space Venturi-Top chimney cap for ‘ 








I heaters, circulators, water heaters, chimney trouble with back- 4 
trailer stoves, etc.) draft. i 
Your favorite supplier’s name please (write in) | 
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Qi MEL-GAUGE 


Model S-500 
Sausage-Type TANK GAUGE 


with WHISTLE-ALARM 
in | COMPACT UNIT 








Ready Mastall 


Whistle Stops Blow- 































ing When Tank Is Full 
Within 15 Gallons 





Gauge is Easy to Read in any 
Direction. Has 5 Reading 
Positions. 


Here Is WHY: 


The MEL-GAUGE S-500 
Gauge Is More Practical 
and More Efficient! 








@ There are no mechanical, 
moving parts to get out of 
order. 


@ It is easy to install where 
there is little or no head 
room. 


@ Can be installed in full or 
empty tanks. 


@ All metal floats are double- 
sealed to prevent leakage. 


© Simply screw the MEL- 
GAUGE Alarm-Tank Gauge 
into the threaded tank open- 
ing, install pipe into vent 
opening in gauge and the 
job is completed. 


MEL-GAUGE Alarm-Tank Gauges 
are available in two size openings, 
1-1/2” x 1-1/4” vent line and 2” 
x 1-1/4” vent line. 

Available for 275-Gallon basement 
tanks with depths of 24”, 26”, 42”, 
44” and special sizes. 


Write Today for Prices. 





Dealer's Inquiries Invited. 


MEL-GAUG EX, pau 


FOXON ROAD @e EAST HAVEN, CONNECTICUT 
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. New Products 


hoses complete with quick couplers at both ends. Dust caps 
and dust plugs protect couplers when not in use. Availabl, 
in three models to push 34” to 8” diameter pipe. 
Made by: Mercury Hydraulics, Inc., 2440 Blake S, 
Denver 5, Colo. 
Circle E14 on coupon, page 140 








Weil-McLain's new Boiler has 
special fuel-saving Features 






MORE EFFICIENT heat transfer by use of all secondary heat 
ing surfaces is achieved in the new Weil-McLain No, 77 
boiler through self- 
regulating, turn- 
around flue gas 
travel. The new boil- 
er design breaks the 
hot gases leaving the 
combustion chamber 
into many small 
streams, each of 
which contacts the 
cooler sides of the 
firebox. The thor- 
ough coverage and 
scrubbing action of the multiple gas streams result in greatly 
increased heat transfer. 

The burner furnished with the No. 72 oilheating unit 
features an aluminum alloy housing. Nozzle adjustment 
may be made to forward, backward, or lateral positions 
while burner is operating. Boilers are available for both 
hot water and steam, with net I-B-R ratings of from 161,00) 
to 331,000 Btu. 

Made by: Weil-McLain, Michigan City, Ind. 




































Circle E15 on coupon, page 140 






New Zone-A-Trol Valve to control 
hot water, baseboard, panel Heating 


A NEW LINE of Zone-a-trol manifolds for hot water, bax 
board and panel heating systems is announced by Econ 

Available in 
straight in-line , 
models with from | Q 
four to eight out- @yg 
lets in 1” and’ 
144” sizes, with 
either 344”, 7” or 
¥%,” outlets, they can be installed to accommodate even tt 
most complex system layout. 

For baseboard heating installation, special baseboat 
Zone-a-trol valves are offered with either two or three 
lets, available in 1” and 114” sizes with 34” outlets. 

Zone-a-trol manifolds are available with or without bi 
ancing valves. Made of heavy duty copper tubing with 2 
bronze balancing valve, the valve connections afe sive 
brazed to the manifold body. 

Made by: Econo Products Co., East Haddam, Cont. 


Circle E16 on coupon, page 140 
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THERES ONLY ONE ANSWER 
FOR SERVICE LIKE THIS 


We have over a period of years used your Mercoid 
Pyratherm for oil burning heaters. We have some 
of these units in service for the last eighteen 
or nineteen years. Due to the wonderful service 
they have given we would like to replace the 
present units with the same quality control. 


Signed: (H.R. ) Mechanical EngNweer 


The above is an excerpt taken from a letter 
received from a large bottling plant where 

a nationally famous soft drink is bottled. 
(Name gladly furnished on request.) », 
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THE MERCOID CORPORATION + 4201 BELMONT AVE. * CHICAGO 41, ILL 
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Both mouse and Nu-Way Burner are 
quietly going about their business . . . 
with the least amount of disturbance. 
And that’s just typical of Nu-Way 
performance. There just aren’t any 
unnecessary noise-causing vibrations. 
Why? Because housing is machined for 
motor pump alignment to only 0.0015! 
Special coupling silently absorbs this 
minute alignment variation. And the 
sand-cast aluminum alloy housing is 
stronger, thicker . . . won’t warp or twist 
. .. holds motor and pump in permanent 
alignment. Ask for Bulletin N-1132. 


Write Nu-Way Corporation, 
Dept. FO-86, Rock Island, Illinois. 





Thatcher Oilmaster 56 suited to small 
residential, commercial Applications 


A NEW SERIES—the Oilmaster 56—of medium-priced, gj, 
fired cast-iron boilers is suitable for small and medium-siz 
residential installations and 
small commercial applica’ 
tions. 
The fully-automatic, com- 
pact cast-iron unit features 
permanently sealed tongue 
and groove joints, 5-way fire 
travel, extended fins, Thatch- 
er oilburner. To lend a mod- 
ern touch to the unit’s ap- 
pearance, an extended casing 
to conceal the oilburner is 
offered as optional equip- 
ment. 
The Oilmaster 56 line in- 
cludes six units, three each 
for steam and water. Gross IBR ratings at output range 
from 97,000 to 168,000 Btu. 


Made by: Thatcher Furnace Co., Garwood, N. J. 
Circle E17 on coupon, page 140 


Carton-pack of Adelta Elbows makes 
Shipping, Storing, Handling easier 


FOR EASIER shipping, storing, and handling of elbows and 
angles, Adelta is packaging these fittings in convenient, 
sturdy corrugated gags 
cartons. This step § 
now puts Adelta’s 
complete line of 
standardized pipe, 
duct and fittings 
in unit cartons. 
Contents are 
clearly marked for quick identification. 

Made by: Adelta Manufacturing Co., Inc., 21st and Ells 
worth Sts., Philadelphia, Pa. 

Circle E18 on coupon, page 140 


Improved OYLTITE-Stik seals oil Leaks 
under greater Pressures, Temperatures 


SUCCESSFUL SEALS on hot oil pipes where pressures up 1 
75 psi and temperatures up to 400° F are encountered are 
reported with a new, improved oYLTITE-Stik. The new 
formulation seals cracks, pinholes, rusty parts in welds and 
such in oil tanks, pipes and containers of all kinds for fuel. 

Furnished in handy stick form, it is rubbed across the 
leaky area and can be applied while oil is flowing; tanks 
and pipes need not be drained. Along with its new formu 
lation, OYLTITE-Stik has been given a new dress. 


Made by: Lake Chemical Company, 3052 W. Carroll 
Ave., Chicago 12, Ill. 


Circle E19 on coupon, page 140 
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Wherever You Are... 





Fast, dependable service 
for all your temperature 
control needs... . 


A Complete Line of Controls. There is a dependable Crise control for 
every type heating system; for your every need. Several are dual purpose 
controls that permit a smaller investment in inventory. 


Nationally Distributed by Wholesalers. Over 500 leading whole- 
salers now stock the Crise quality line. They offer you the convenience of 
off-the-shelf buying, on-the-spot service. 
National Network of Replacement Depots. Crise has established 
replacement centers in principal cities. Here dealers can immediately get 
new controls in exchange for worn ones. 


Universally Accepted. Crise controls are now installed at the factory 
by over 50 leading furnace manufacturers. They recognize Crise as a 
dependable, completely reliable source of supply. 


Coast to Coast Representation. There are Crise-Acro offices Coast 
to Coast with experienced sales engineers ready to tackle any heat control 
problem. Write us and one of them will see you. 


CRO 


CONTROLS DIVISION 
COLUMBUS 16, OHIO 


eloil 




















Crise Fan and 
Limit Controls 


® 


Crise Therrnostats 





Crise Solenoid 
Gas Valves 





ees 
ge 
bee 


Crise Zone 
Controls 


Plants at Columbus and Hillsboro, Ohio 
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= Versatile! 


KING ENGINEERING CORP. 


|Top ame BE) ° Ann Arbor, Mich. 


MANUFACTURERS OF GAUGING EQUIPMENT FOR OVER 30 YEARS 











y in 


More for your Mone 


MORYSVILLE 


Morysville U-2 for 34, % 


or | ton chassis 





BEST BODY - BEST BUY 


@14 and 16 ga. Body Steel (14 ga. Full-length Hinges with Brass Pins 
throughout for models rated 1 ton ®Solidly Framed Doors and Panels 
up—19 ga. doors) © Recessed, Spring-loaded ‘Latches 

@12 ga. Diamond Floor Plate with Individual Locks or Master 

@Heavy U-Channel Understructure Locking Device 

®@Electric Welded throughout ® Fendix Undercoating (No Extra 

®Telescoping Roof and Hinged Gate Charge) 


IMMEDIATE DELIVERY © Distributors in Principal Cities 


“BODIES YOU CAN 
DEPEND ON” TO 


7) pata 4 
MORYSVILLE 


LAST INDEFINITELY ody UVers INC. 
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Totally enclosed Delta oil Furnace 
features all-new steel heat Exchanger 


A FURNACE CASING completely encloses all wiring, fully. 
assembled burner and controls of the Delta Hi-Lo Boy, an 
oil furnace combin- 
ing the features of 
Delta’s former Hi 
Boy and Low Boy 
models. 

Highlight of the 
new model is an all- 
new heat exchanger, 
composed of several 
independent steel 
sections welded to- 
gether to produce 
the rated output of 
each of seven sizes 
available in the Hi- 
Low Boy. The larger 
the furnace, the more sections are added to the heat 
exchanger. 

High temperature refractory combustion chambers are 
shipped attached in place. Size range is from 68,000 to 
210,000 Btu an hour output. The units are completely 
assembled at factory with burner and controls mounted in 








place. 
Made by: Delta Heating Corp., Trenton 8, N. J. 
Circle E20 on coupon, page 140 


Eagan fueloil pump and heater Sets 
eliminate Need for field Assembly 


COMBUSTION DIFFICULTIES brought about by improperly 
field-assembled combinations are avoided with the Eagan 
fueloil pump and 
heater sets which 
are delivered 
ready - to - oper- 
ate to accurately 
pressure 
and viscosity of 
heavy industrial 
fuel oil. The units 
heat up to 300° F, pump to 400 psi and handle capacities 
up to 3000 gph. Single or duplex sets are available for 
steam or electric drive. A duplex “electro-steam” set pr 
vides for electrical failure by incorporating one steam 
pump and one electric motor driven pump. Parts requiring 
maintenance are located for easy access. 

Accessories for control and adjustment include suct 
and discharge pressure and temperature indicators, relief 
valves, oil suction and discharge strainers. A welded drip 
lip, steel base is. provided with complete assembly, pipins: 
and wiring. 

Made by: Walter H. Eagan Co., Inc., 2336 Fairmount 
Ave., Philadelphia, Pa. 

Circle E21 on coupon, page !40 


control 





jon 


August 
1956 












































America’s famous fuel oil brand 


Stops the eye... Starts the sale! 






acities 
le for 


-t prov 
steam Mobilheat is the fuel oil known to oil burner owners 
juiring all over the country. That’s why it’s so much 

easier to sell this famous brand. Furthermore, it’s 
get backed by one of the greatest names in the petroleum 
drip industry—Socony Mobil with 90 years of oil 
piping, marketing and merchandising experience. 
amount Make it warm for your customers—‘“‘hot’’ for 





your competition with Mobilheat! 




















SOCONY MOBIL OIL CO., INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 
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‘NEW RADIANT 
direct oil fired 
WATER HEATERS... 


CFLASS-LINED... 
eelele(—jIae Ja 1 @ 


FOR HOTTER WATER— 
CLEANER, FASTER! 


Glass-lined boiler-plate steel 
tank will withstand 
Hydrostatic pressure of 

300 Ibs. psi 


/y-duty Fiberglas 


tion prevents -heat lo: 


slum anode 


au it free 


assures 


(1) =) 1-1 — ee 
2 elole(— ja Os 571 @) 


FOR MAXIMUM EFFICIENCY — 
LONGER LIFE! 


4 Features solid copper tank 
encased in heavy-gauge high 
Strength steel to withstand 
Hydrostatic test pressure of 
525 Ibs. psi. 

Cleaner water assured 
always flows through 
Never-Rust copper 
No heat loss heavy 
Fiberglas insulation 
completely covers the tank 


STYLED FOR STREAMLINED GOOD LOOKS! Pam POD 
You'll like the attractive baked enamel finish and smart , 
custom styling of both new Radiant hot water heaters. They 

blend with the decor of modern kitchens and recreation rooms. 


LOWER COST HOT WATER! 

Both new Radiant hot water heaters are equipped with famous 
Radiant Oil Burners for efficient oil firing . . . for heating 
water at lower cost. 


Write for complete literature on all Radiant products. 


RADIANT UTILITIES CORP. 


8817 18th Ave., Brooklyn 14, N. Y. 
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New Products 


Airtemp introduces new low-cost 
mass market home cooling System 


DESIGNED for low cost installation, a new 2-ton waterles 
central home airconditioning system introduced by Air 


temp, contains in 
one package ev- 
erything required 
—including duct- 
work—to aircon- 
dition a new or 
existing home up 
to 1100 sq. ft. in 
area. 

Engineered for 
attic installation, 
the “Airtemp 
1118” includes: 
2 hp “packaged” waterless airconditioner—29/y" wide, 
23Yy” high and 36 11/16” in depth—featuring a factory 
sealed refrigeration system guaranteed for five full years; 
modern automatic thermostat which has an “On-off” switch 
for the system and a fan switch which permits the selec 
tion of either continuous or automatic blower operation; 
enough Fiberglas ductwork to fit the needs of most instal: 
lations. 

Made by: Airtemp Division, Chrysler Corp., 1600 
Webster St., Dayton 1, Ohio. 





Circle E22 on coupon below 








READER SERVICE COUPON 


FUELOIL & OIL HEAT READER SERVICE 
2 West 45th St., New York 36 


REPLY CARD AUGUST ISSUE 
Mail Now—Coupon Expires October 31, 1956 





Circle numbers of new product items on which you 
want more information: 
NEW PRODUCTS 


El £—2 £3 E4 E5 £6 E7 €E8 €E9 EI0 
Ell E12 E13 E14 E15 E16 E17 E18 E19 E20 
E21 E22 





ADVERTISEMENTS—Give page number and name 
of advertiser about whose products you want more 
information. 
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Check Classification of principal dollar volume: 
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just As Important 
. As Any Of Your Tools 


Combustion of Fueloil 


Industrial Oil Burners 





Electric Control Systems 


a 
= Ignition Methods 
years; . 
switch 
selec. Draft and Combustion Control 
ration; a 


instal: 


Service and Maintenance 
1600 


And Many Other Valuable 
Topics 





Helps You To Make More Profits On Installing And Servicing Oil Burners 


And this new revised edition of “Oil Burners” will provide you with complete information on the most 
modern electronic oil-burner control devices. You'll find the answers you need in the pages of this handy 
_ handbook on “Oil Burners.” Topic after topic is discussed in the twenty-two chapters and descriptions, 
tata, diagrams, and charts covering all major types of oil burning equipment, for on-the-job use of design- 
rinstaller, serviceman . . . everyone concerned with oil heating. 











0 02 pages, twenty-two chapters with illustrations, charts and graphs—$#5.00 postpaid. 
10 
. W—TODAY! 
‘6 fueloil & Oil heat The New Revised Edition ORDER YOUR COPY NO 0 
re 2 West 45th St. $5.00 per Copy 
New York 36, N. Y. 
zs Yes, Please send me... .. copies of the new revised Expert Advice 
edition of OIL BURNERS by Kalman Steiner @ $5.00 
Per copy. When 
sO ie Lag Sh svn nd eee vv ee You Need 
os so, wo ntints POSITION .......... ; it! 
RE, aE Re ee 
- ciry 


MMC Fis 60 Tb bon co os ceeinenen's Peete, 6.5. SUAVE .3 So) eae 


‘ Check or money order enclosed. fueloil & Oil heat 7 y NY. 
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BUY ANY 6 CANS OF 
THESE FAMOUS 


j j 
SNA mT SiO 
Mio: Asse 





P WOR WATER WOUEES 
Yon ate ee ag 


CHEMICAL TOOLS 





...and get these beautiful 


This offer effective May 25, 
1956, for a limited time only 


INTERCHANGEABLE 
MAGNETIC PEARL 


EARRINGS 


“Ask Your P&H Wholesaler”’ 


RADIATOR SPECIALTY CO. 


CHARLOTTE, NORTH CAROLINA 


OF EXTRA COST 


Actually 

3 earrings — 
in one! d 
Pearl 
buttons 

are inter- 7 
changeable — 
from 

white 

to pink 

or blue! 





Lda MANUFACTURERS 
ACTIVITIES 


Minnesota Firms sell Heating 
by promoting sales of Homes 


A SPRINGTIME promotion that, it is re- 
ported, “literally had home builders 
knocking on the door to ‘get in on the 
deal’” tripled the potential rate of 
new business growth for the Water- 
bury Companies of Minneapolis and 
St. Paul, retail outlets for Waterman- 
Waterbury Co., manufacturers of 
heating and airconditioning equip- 
ment. 

The eight-point merchandising and 
sales program, which included every- 
thing from doorstep flyers to balloon- 
topped homes, was designed to sell 


homes rather than heating units— 
homes featuring Waterbury equip- 
ment, of course. 

George Sedgwick, president of The 
Waterbury Co., reports that while it’s 
too early to add up final results, the 
advance preview and “promotion of 
the promotion” to home builders in 
the two cities was a success even be- 
fore the campaign reached the final, 
public phase: 

“In one month, we signed up three 
times as many new builders to install 
our furnaces than we had ever before 
signed in a comparable period.” 

The promotion package included: 

1—A Waterbury 1956 Summer- 
time Guide to New Homes listing all 
Waterbury home builders, construc- 
tion details and illustrations of more 
than 100 new homes which appeared 
in morning and evening newspapers. 

2—25,000 reprints of the Guide to 


be given away and merchandised, 
3—Small-space ads promoting the’ 
Guide. : 
465 Tv and radio announcements | 
in a two-day period promoting the’ 
Guide and urging readers to save it for” 
reference. 
5—A special news-bulletin flyer, 
delivered to the doorstep of every” 
Twin City builder. 4 
6—Waterbury “Comfort Proved” 
homes signs for all display homes, 
7—Heliun~filled giant balloons float 
ing over every Guide-listed home. 
8—A give-away of an aircondi 
tioner to a visitor who registered after 
visiting one of the listed homes during 
the first weekend. 


Burroughs film on fueloil 
dealer Accounting available 


A SOUND-SLIDE film on fueloil dealer 
accounting, “Break Through for Prof 


OE 





COMPLETE LINE TANK VALVES 


CONVENTIONAL OR *FUSIBLE 
LINK FIRE VALVES 


FOOT VALVE VERTICAL BALL 


CHECK VALVE 


TANK SHUT OFF 
VALVE 
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‘Best for retail fuel delivery” 















le Operating many other makes of tank trucks and The Mack delivery records reflect Petro’s conclu- 
ai tractors, Petroleum Heat & Power Company, with sions. In ’54 and ’55 eight B60T’s, seven B60P’s, 
Prof i “adquarters in Stamford, Connecticut, are swing- and three B42X’s were delivered. Of the several 
—— § \g to Macks. As their officials say... hundred units presently operated by Petroleum 
2 Heat & Power, 34 are now Macks. And the per- 
Macks are best for a retail fuel delivery business *. ’ 
: ¢ lesa : formance and economy given by these units have 
like ours. Operating within a crowded 50-mile tea Pelco + q Macks for ’56 
tadius, ours are mostly short hauls through heavy oe eee se ‘ 
traffic. The constant stop-and-go is rough on 
= tucks, yet our Macks operate with minimum Why not find out how Mack can boost your profits 
maintenance costs. Our drivers like Macks too— by cutting delivery costs down to the minimum. Let 
aside from the roomy cabs, good visibility, and your Mack Branch or Distributor give you the 
easy handling, they like the confidence they get facts. Mack Trucks, Inc., Plainfield, New Jersey. 
from driving a really fine truck.” In Canada, Mack Trucks of Canada, Ltd. 4182 


MACK | 


first name for 


TRUCKS 































RENICK & MAHONEY, inc. 





# 
Get dependable EQUIPMENT 


MARLOW 
VERTICAL 
PUMPS 





For efficient handling of volatile 
fluids. Always dependable — 
on suction lifts, for underground 
or overhead storage, for fueling 
and transfer service. Easy to install. 
Capacities, 5 to 120 gals. per 
minute. Consult us now about your 
plant or truck equipment problems, 
or write for catalog. 


Get dependable SERVICE 
RENICK & MAHONEY, Inc. 


380 Second Ave. (at 22nd St.) 
New York 10, N. Y. 


Complete Equipment 
SEAVICE for the Oil Trade 















FUEL OIL DEALERS 





riangle 
is NOW 


offering their latest line of Qual- 
ity Built Truck Tanks with the fol- 
lowing exclusive features: 


% Double Bottom Shells 

% Die-Formed Bucket Boxes 
* Fabricated Steel Tubing 
% Life-Time Guarantee 


% Victaulic Installations for 
Serviceability 


% Compactness 


WRITE, WIRE or PHONE COLLECT 
for further information 


TRIANGLE TANK DIVISION Inc. 
245 Russell Street 


Brooklyn 22, New York 
EVergreen 9-5030 








its,” prepared by Burroughs Corp., 
Detroit 32, Mich., shows how four 
representative companies, varying in 
_ size from the small two-man operation 
to the large volume concern, have 
made major profit gains by adopting 
| newly-developed accounting and _pa- 
perwork handling techniques. 

Made at the request of the Oil Heat 
Institute of America, it is available, 
| without charge, through the oH1 Dis- 
_ tribution Division, and all Burroughs 
_ branch offices in the United States and 
| Canada. 
| 
| Armstrong Aids simplify Duct 
| Sizing, heat gain Calculation 





lA TIME-SAVING, easy-to-use duct sizing 
calculator and instruction manual for 
heat gain calculation and air duct siz- 
ing are now available through Arm- 
strong Furnace Company. 

The Calculator is available to Arm- 
strong wholesalers at a cost of $1.50. 
A free manual accompanies each Cal- 
culator purchased. 








Demonstration trailer built by the 
Pate Co., Inc., Darby, Pa., carries a 
“600” series boiler—20” x 27” deep x 
40” high—on its rear deck, ready to 
give practical proof of the tremendous 
amount of domestic water it can gen- 
erate—180 gallons per hour. The red 
trailer body is 48” x 62”. The vinyl- 


tiled floor is encircled with a heat- 


producing baseboard system. A tool 
compartment holds the essential 50-ft. 
water hose extension and 50-ft. elec- 
trical cord extension. The trailer is 
sent out, by appointment, to supply 
houses and builders throughout Penn- 
sylvania and New Jersey and, later, 
will go to New York and Maryland. 


August 
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Here’s An Expert 
on 
Oilburner Controls 


& MRS OF ARTICLES REPRINTED 
te 


Suseloil 4 vil heat 








A manual every Oilburner Dealer, 
Serviceman, and other Oilheating 
men can use profitably and effec- 


tively. 


Fundamentals of Oilburner Con- 
trols consists of a series of articles 
by John W. Schulz on oilburner 
controls. They describe the princi- 
pal makes of control panels, also 
gives practical instruction for in- 
stalling and servicing them and 
understanding their internal and 


external wiring circuits. 


® Electrical ABC’s of Burner 
Jobs 

© Facts on Voltage Drops— 
Wire Sizes 

© Safety-control Fundamentals 

e@ Sparky on Controls 

© Portable Controls Tester 


The remaining articles discuss spe- 
cific makes and incorporate de- 
scriptions of eight: Crise, Detroit, 
General Electric, Honeywell, Met- 
coid, Penn, Perfex and White: 
Rodgers. 


ORDER YOUR COPIES NOW! 


Send your remittance of $1.00 each t0 


fueloil & Oil heat 
2 West 45th St. New York 36, N. Y. 
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from WELL to BURNER — 


pet GAUGES 
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DRILLING RMC Gauges are featured in famous RMC’s thermometer line above has 
AND Murphy Automatic Safety Switch found literally hundreds of uses in this 
PUMPING Systems on unattended engines at REFINING important part of the industry. 
drilling locations and pumping sites. anp They give spot readings on: vapor and 
PETRO CHEMISTRY steam lines, pilot plant lines, 
water cooling and water condenser 
lines, fractionating tower lines, 
to name only a few. 
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Rochester gauges indicate liquid FUEL OIL DISTRIBUTION 
levels in bulk oil storage and LPG tanks. AND 

PIPELINES Rochester gauges are used to give DOMESTIC OIL HEATING 

AND important incoming and outgoing 

fluid temperature readings at pumping 

TERMINALS stations. They protect pumping eee for — — ” 
equipment by helping to watch cooling maw ht 7 Sihestey eek 
systems and bearing temperatures. : = | 
systems and bearing temperatures cn Mashanter 40-delbtie tin taal 








value in accuracy, trouble-free 
performance, and long, lower cost 
gauge life. Their home owner customers 
are equally pleased. They always 


“You Can Rely On Rochester’ know where they stand on fuel. 














INSTRUMENTS 





LIQUID LEVEL, TEMPERATURE and PRESSURE 


ROCHESTER MANUFACTURING CO., INC. 
8 ROCKWOOD STREET - ROCHESTER 10, N.Y. 











Superior Filtering for all 
Oil Burning Equipment! 


KEM cv0 


Peel OIL FILTERS 


There's a Kiemm Fuel 
Filter for every standard 
burner using No. 1 and 
2 fuel oil. Your choice... 
metal or glass bowl. 
“Millions Since 1932.” 
1. Practically no flow 
resistance—true 
depth filtration. 








FF-430 U/L 





nN 


. Simplified construc- 
tion for simplified 
service...no tools 


required. 

. Eliminates nozzle and 
line clogging for 
increased burner 
efficiency. 

4.All parts...Hi- 

Chrome ond Brushed 
Zinc. 


w 





PK-150 U/L 











wie 
| 
| 
Kleemn 4 40) 01 01 68 6) 


Division of 
KLEMM AUTOMOTIVE PRODUCTS COMPANY 
1/2 Worth Damen Avenue « Chicago 47, Illinois 
EXPORT: Guiterman Co., Inc., New York 4 
CANADA: Elgee, Ltd., Toronto 


; Me, 
chemistone |; 
i 
Controlled porosity element assures f 
sparkling, crystal-clean fuel oil every 
minute. Traps water removes dust, 
rust ond scale 











RECTORSEAL No. 2 


highest quality sealant 








What a combination! 


And now available in either the new handy tube 
with nozzle tip applicator, or convenient brush-top 
eans. Each tube individually packed in a sturdy 
cylindrical screw-top fiberboard carton. 


No other sealant at any price provides safer, surer 
sealing against fueloil leaks. Thin in the con- 
tainer—Rectorseal No. 2 thickens in the joint to 
a plastic elasticity that positively prevents leaks. 
Finely ground and homogenized, it spreads into 
~— smoother, easier, faster—without a trace 
of waste. 


Compare the price—compare the qualitv—and you'll 
agree: there’s no seal like Rectorseal. 


Write today for generous free sample 
of Rectorseal No. 2 


RECTORSEAL, Dept. O 
2215 Commerce Street, 


RECTORSEAL 


Houston 2, Texas 


NUMBER TWO 
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Manutacturers ivities 


American-Standard outlines 
3rd Boiler-Maker Campaign 


THE MOST CONCENTRATED heating 
modernization sales program 
undertaken by American-Standard 
will be launched the first week in Au- 
gust with the plumbing and heating 
division’s third annual Boiler-Maker 
Campaign. 


ever 


During the campaign, which will 
continue through October, more than 
30 demonstrations on the need for 


| heating replacement and moderniza- 


tion will be presented on the NBC-TV 
programs, “Today” with Dave Gar- 


|roway and “Home” with Arlene 
_ Francis. The theme of ads in national 
| magazines will be repeated in local ad- 








vertising, dealer direct mail pieces and 
sales aids. 


The campaign to develop maximum 
sales of boilers, radiators, burners, 
heating-cooling products for Ameri- 
can-Standard distributors and retailers 
will get underway with a full-page 
advertisement in the August 4 issue of 
the Saturday Evening Post. The ad 
will stress the theme that it’s time to 
change the home heating system, up- 
stairs and down. It will be repeated 
in the September 29 issue of the Post 
and will appear in full color in the 
September issues of Better Homes & 
Gardens and American Home. 

The same “change” copy and pic- 
tures will be featured in two news- 
paper ads to be run in 68 key cities 
throughout the country. 

Retailers signing up through their 
distributors for the 1956 Boiler-Maker 
Campaign “participation package” 
will be listed under each of the two 
ads appearing in their city. They also 
will be entitled to three automatic di- 
rect mailings to 100 prospective heat- 
ing customers of their choice, the 
material for these mailings again pro- 


| viding copy and photographic tie-ins 


with newspaper, TV and magazine ad- 
vertising. 

A new addition to the 1956 cam- 
paign will be a modernization demon- 
strator, a pocket-sized sales clincher 
with movable full-color panels show- 
ing the same scenes as the “change” 
ads. With the gadget, the retailer can 
show the homeowner how he can 
change his home into a modern, com- 


August 



















Dave Garroway of the NBC-TV “Ty. 
day” show inspects American-Stand. 
ard Arcoliner boiler, one of the items 
he will be promoting as participant in 
the 1956 Boiler Maker Campaign 


stressing heating modernization. 










fortable place to live, both upstairs and 
in the basement. The Modernization 
Demonstrator will also be used by 
Dave Garroway on the “Today” 
show during the campaign. 














USED FUEL OIL 
TRANSPORTS FOR 
SALE 


1946 Butler 5800 gallon, 3-compartment, 
tandem axle, #M-233, $2100. 

1952 Fruehauf 6150 gallon, 3-compatt- 
ment, tandem axle, # K-234, $3600. 
1946 Butler 6400 gallon, 1-compartment, 

tandem axle, # M237, $2300. 

1939 Fruehauf 4002 gallon, 1-compatt 
ment, single axle, #K1000, $725. 
1940 Highway 4057 gallon, 1-compart 
ment, single axle, #K41001, $725. 
1950 Standard Steel 4200 gallon, 3-com- 

partment, single axle, # K5003, $1675. 
1950 Heil 4590 gallon, 1-compartment, 
single axle, #K242, $1675. 

1948 Quaker 4540 gallon, 3-compart 
ment, single axle, #K1011, $1300. 
1947 Quaker 5175 gallon, 1-compart 
ment, single axle, #K135, $1125. 
1948 Frazier 5200 gallon, 3-compartment, 

tandem axle, #M306A, $2400. 


Choice of many others. 


Wire, phone collect or write 


BUTLER MANUFACTURING 
COMPANY 


Dept. G 624 South Michigan Avenue, 
" Chicago 5, Ill. 
Phone: WEbster 9-5035 


Dept. G Room 602, 103 Park Avenue 
New York 17, N. Y. 
* Phone: Murray Hill 3-9473 
— 
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September 


PEAK. Month for Oilheating Sales 










































































QLHEATING ACTIVITIES BY MONTHS 
ap ceaia mate IN SEPTEMBER, manufacturers secure 
15% of their new oilheating-fueloil deal- 
mr sive gaueyenn | ¥ ZN ers, and last year, shipped 12.8% of their 
7 | — eer year’s total in this month. During Septem- 
Mes CACTORY \ a e . ° . 
le SS eee oe es Se ber, oilheating-fueloil dealers will install 
| ‘N . . . . 
as | CN \ about 14% of their year’s oilheating busi- 
—— OR — 958 on near : N ness, and secure about 10.7% of their 
i , da i; Adil Ala Tosatti baie i y a: , aie he s ‘ 
noe eno year’s “service call” income. This is the 
SEOTD GEE ot sea ten sued CeO GM IRE a month for your strongest advertising and 
| | COPYRIGHT , 1956 ‘ ! 
| | | Ge a ee selling efforts: 























PERK Month for Reader Interest: 


SPECIAL FUELOIL MANAGEMENT ISSUE 


The September Issue will be of very special value to our Readers and Advertisers. It will have 
a special 32-page editorial report on FUELOIL MANAGEMENT. We have surveyed 4500 
oilheating-fueloil dealers to obtain statistical information of top value to the dealers themselves, 
and to manufacturers of fueloil handling equipment, materials, accessories, and supplies. The 
feature articles in this special FUELOIL MANAGEMENT Report will be timely and penetrat- 
ing accounts of the methods responsible for outstanding successes at the dealer level. An excellent 
issue for your strongest sales message! 


agi Ad Forms Will be Open Until Au gust 10th 
= MAY WE RESERVE SPACE FOR YOU? 
2 West 45th St., New York 36, N. Y. © (MUrray Hill 2-4786) 


A. G. WINKLER, Adv. Mgr. LEE STEEDLE, Ass’t. Adv. Mgr. 





Eastern Representative:—Dick Raymond 


Midwest:— 
Jack Metzel, 224 So. Michigan Ave., Room 200, Chicago 4 (WAbash 2-9548) 


Michigan-Ohio:— 
Jim Becker, 137 South Street, Chelsea, Michigan (GReenwood 9-7641) 


Pacific Coast:— 
Don Harway, 1709 W. 8th St., Los Angeles 17, Calif. (DUnkirk 2-8576) 


eloil 

















. - » » Manufacturers’ Activities 


New sales Managers for Crane; 
personnel Changes announced 


THREE NEW APPOINTMENTS to major 
sales posts and a number of personnel 
changes affecting the company’s vari- 
ous branches have been anncunced by 
the Crane Co., Chicago. 

Thomas D. Kelly moves up to mid- 
west district sales manager from the 
managership of Crane’s Chicago 
branch. He also served as manager of 
the East Chicago, Ind., branch in 1945, 
and as Cleveland manager in 1953. He 
joined the company in 1927. 


Named manager of the east coast 
district is Darrell R. Nordwall, for- 
merly manager of Crane’s Los Angeles 
branch and, before that, New York 
branch manager. He joined Crane’s 
plumbing and heating department in 
1932. 

New manager of valve and fitting 
sales is Charles H. Lovelace, who 
joined the company in 1938. He 
worked in oil industry sales, as assist- 
ant manager at Memphis and, most re- 
cently, as manager of the Detroit 
branch. 


In a series of personnel promotions, 
Harold L. Goll was appointed man- 
ager of the new Crane branch at Har- 
risburg, Pa., which replaces the com- 
pany’s operations at Reading, Pa. 
Joseph M. Adam, manager of the for- 
mer Reading branch, will remain in 
that city as a resident salesman. 

Replacing Goll as assistant manager 
of the company’s Boston branch will 
be Ralph A. Lamsey, formerly assist- 
ant to the manager of the eastern dis- 
trist. New eastern district assistant will 
be John T. Beamer, former Washing: 
ton branch assistant manager. Succeed- 
ing Beamer in the Washington post 
will be William A. Kopcho. 

Also announced was the appoint- 
ment of William C. Frazier, as man- 
ager of the Corpus Christi, Tex., 
branch, succeeding A. J. Norre, who 
becomes a special representative, serv- 
icing industrial accounts. Replacing 
Frazier as manager at Fort Smith is 
Frank B, Chappell. 

Bruce Bain has been named account- 
ing supervisor at the Chicago regional 
sales ofice, and Robert J. McMillan 
has been made Detroit office manager. 







Succeeding Kelly, the new midwes 
district manager, as Chicago branch 
manager is Harold H. Stift. Replacing 
Stift as assistant manager at Chicagy 
is Donald R. MacCrimmon. 


Frank R. Perry has been named Los 
Angeles branch manager, rep 
Nordwall, the new northeastern dis 
trict manager. 











Also announced was the appoing | 
ment of Leo F. Regan to the newly. 
created post of assistant branch map 
ager at Springfield, Mass, 










York Division of Borg-Warner 
organizes; Subsidiary formed 







THE ORGANIZATION meeting of the 
supervisory board of directors, York’ 
Division, Borg-Warner, was held in 
York, Pa., July 3, when the following: 
directors and officers were elected: 
Roy C. Ingersoll, chairman and 
chief executive officer of Borg-War 
ner, elected supervisory board chair 
man; S. E. Lauer, named president 
and chief executive officer of York. 
The board also includes Borg-War 
ner President R. S. Ingersoll, H. M. 





























® 
Microstone Element 





FILTERS 


... the most effective fuel oil fil- 
ter yet devised! SETTE Microstone 
Element Filters boost oil burning 
efficiency for all units. Exclusive 
ceramic element stops all particles 
down to 1/10,000 of an inch! Give 
your customers proved economy! 


Call your jobber —or order direct 


WE GON 80k “CIA, PANN, REPT. TORRES. OO, “iia: “OREEG SOORLCS ~UOLED “SUEDE. GRUOEES ‘SURI: MNRRR GABE. “iki, weatins 













Model F-10B: Saves costs for 
small to medium ranges, 
heaters, furnaces, etc. —in- 
stalls on tank or drum. 


ol Oilheating 
Model Z-1: Screws easily in- 
to all control valves...small 
to medium installations. 


pages... 


Model MS-3: Unequalled fil- 
tration for medium to large 
units; will handle 100,000 
BTU’s. Easily installed at tank 
or anywhere in line. 


Ce ed 














Atti, 
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} Please send the following, postpaid: ‘ 
; Sevres __doz. Model ___doz. Model ___doz. Model; 
i PRODUCTS F-10B Filters Z-1 Filters MS-3 Filters =; 
: COMPANY Name } 
: 1241 High Street | address ; 
: Oakland 1, Calif. City State ‘ 
; EXPORT AGENT — OCEANIC EXPORT COMPANY } Dept. A 
: 400 Montgomery Street * San Francisco 4, California : 


These Books Can Help You! 


Oilheating Snags 


Gives the solution to many of the everyday snags that annoy 
you in installation and service. We’ve been working on them 
for years. All simple and practical answers to the most 
common problems, It’s an 8!/, x 11 inch book of 64 pages. 


Heading Off Trouble In Domestic 


Contains articles about the most important precautions © }) 
take in installation and service and thereby cut down the } 
number of service calls. The selection covers problems 
which are encountered most frequently by the average ser” 
ice men. This book is 81% x 11 inches and contains A 


Installing The Domestic Oilburner 


This is the first practical guide on oilburner installation 
It contains the most significant articles from FUELOIL & 
OIL HEAT that cover all phases of installation step by 
step. 8% x 11 inches—64 pages. Illustrated with numerous 
diagrams, charts and photos. 


Order Your Copies Today! Send Remittance To: 


fueloil & Oil heat 


2 West 45th St. 


$2 











New York 36 
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GELDBACH © 


PETROLEUM CO. |. 


MOBIL ~*~ 
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A Red Seal meter user since 1940, Mr. Herbert Geldbach, Pres. of 
Geldbach Petroleum Company of St. Louis, Mo., states his case: 


ally Figures Check Right to the Gallon” 


es WITH RED SEAL METERS 
ON ALL TRUCKS 


Geldbach Petroleum Company, one of the first to use Print-O- 
Meters in the St. Louis area, switched to Red Seal tank truck 
meters exclusively because, Mr. Geldbach states, “they are 
most accurate and trouble-free.” Every one of the 18 meters 
purchased is still in dependable service with accuracy so close 
Mr. Geldbach states he is able to “check out” his daily figures 
right to the gallon. 

Prove to yourself what sustained accuracy can mean to your 
pocketbook. Keep accurate records of inventory and of meter 
maintenance costs. You'll soon be satisfied only with Red Seals 
... for trucks and loading racks alike. 





om 


P "es a spits’ tit 


One of Geldbach’s first Red Seals, still accurate N f 4 T U N * M re T z # C 0 M F A N Y 


ater years of profitable service, was recently 


modernized with new Print-O-Meter register 
d with new Print-O-Meter register. 19 West 50th Street. New York 20, N. Y. 


- 4 » 
/ 
| fre 
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. . « « Manufacturers’ Activities 


Haase, R. W. Murphy, L. G. Porter, 
Albert Steg, R. F. Lauer, J. K. Louden, 
R. K. Serfass, C. W. Fenninger, Wil- 
liam J. Meinel. 

Former officers of York Corp. re- 
elected were Vice-presidents A. C. 
Freimann, J. M. L. Joslin, D. M. 
Magor and M. G. Mune; Secretary 
and Treasurer W. F. Lynne. Also 
elected were R. H. Dowling, assistant 
vice-president to R. L. Lauer; C. A. 
Barnes, assistant secretary and assist- 
ant treasurer, and C. W. Finninger, 
Jr., assistant secretary. 


The supervisory board acted to con- 
firm a new company, the York Cor- 
poration, a subsidiary of Borg-War- 
ner, which will perform and be re- 
sponsible for all factory and field sales 
operations for the York Division. The 
same board of directors and officer 
group were elected by the York Corp. 


Product Improvements outlined 
at Lau Blower sales Meeting 


ANNOUNCEMENTS of product im- 
provement, better packaging and new 




















x¢ 1. Every Tip individually tested for 
Spray Angle and Capacity — your 
guarantee of uniformity. 
2. Self-Centering internal assembly al- 
Ww ways produces a balanced spray—No 
lopsided fires. 
3. Micro-Finish of Tip and Disc seats 
ke plus extremely close manufacturing 
tolerances insure accurate capacity 
control. 
4. Will handle any domestic oils cur- 
3% rently being supplied in the United 
States or Canada. 
5. Tip, Disc and Locknut are made of a 
High Chrome Stainless Steel for maxi- 
Ww mum heat and wear resistance. 
6. Five different series available for 
producing various spray characteristics 
ke —all developed through hundreds of 
fire tests in both Laboratory and Field 
work, 
WRITE FOR CATALOG "0" 


Canadian Agents 
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GUARANTEED 
UNIFORMITY ! 


6 Slonarch GJeatures 










“24” & “48” Nozzle Boxes 
Don't jumble your nozzles 
loosely in your tool box like 
“nuts and bolts” if you 
expect them to be usable. 
Carry them securely in these 
sturdy, compact steel boxes. 


FLAME MIRRORS 


Until you can see the flame 
you can't tell whether or 
not a burner is firing prop- 
erly! With a Monarch Flame 
Mirror you can see to check 
that the flame is balanced, 
the electrodes properly 
located, and that there 
is no flame impingement 
on the firebox or air 
te cone. 













DEALERS: Buy from your Monarch Jobber 


MFG. WORKS, INC. 


2503 E. ONTARIO ST. 


PHILADELPHIA 34, PA. 


(Except B. C.) 
E. S. Gallagher Sales Ltd., Toronto 12, Canada 
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production schedules highlighted , 
two-day quarterly sales meeting of th, 
blower division, Lau Blower Co., Day. 
ton, Ohio. 








In charge of the meetings was Wj, 
liam W. Morrisey, division sales map, 
ager, who announced that the ney 
Preslock wheel will be incorporated 
into the “A” series blowers within th 










next year. 






A new twin-blower unit which p. 
tains all qualities of previous units yer 
permits Lau to pass on a 15% cog 
reduction to customers was describe) 
by Morrisey, who explained that with 
the new method of construction, the 
connecting angles joining the two 
units together are bolted, rather than 
welded. The new unit is equal in 
strength to the older, welded style, he 
said, but effects production saving 
that can be passed on as cost savings 
to customers. 






















‘It’s Clean up Time’ is name 
of new Sid Harvey Booklet 





SID HARVEY, INC., Valley Stream, 
N. Y., has published a 20-page book 
let called “It’s Clean Up Time.” 

The book lists essential tools and 
supplies necessary for summer clean 
ups. It is free either by mail or at any 
of the Sid Harvey stores. 



















A. P. Green Fire Brick Co. 
buys three Ohio Companies 









W. S. LOWE, president, announced 
that A. P. Green Fire Brick Co, 
Mexico, Mo., has acquired The Pyro 
Refractories Co., Oak Hill, O., th 
Durex Refractories Co., Jackson, 0, 
and the Portsmouth Clay Refractoris 
Co., South Webster, O. 

All personnel of the companies wil 
be retained and the present organi’ 
tions will continue. A. C. Sanger at! 
W. K. Stevens, both from a compat 
division in Woodbridge, N. J. wi 
be in charge of operations and sles 

Until the early part of this year the 
company had been owned entirely bh 
the Green family. Some 30% of th 
common stock has since been offer 
for sale to the public. 

During 1955 fire-clay refractor 
by A. P. Green Fire Brick Co. w 
shipped to 59 companies. 
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Remington Rand can help you service your ter- 
ritory better and cut office costs by setting up a 
streamlined system in your office. 

An oil distributor in Oregon reports he is in- 
variably asked, “‘How come you get your bills out 
promptly on the first of every month, and you 
have never left us low on fuel, not once in all 
these years?” He usually replies, “That’s easy — 
our office is mechanized to handle deliveries and 
Tecords— we use the Remington Rand system.” 


EYE-OPENING FIGURE-FACTS 


Besides enabling oil distributors to offer and to 
render outstanding service to their customers, 
Remington Rand accounting machines cut office 
costs and spotlight sales opportunities through 
distribution figures .. . available at once. 


SPEED COLLECTIONS WITH REMINGTON RAND 
MACHINE ACCOUNTING 


SPEEDIER COLLECTIONS 


Furthermore, due to simultaneous preparation of 
the statement and ledger with the sales journal, 
accounts receivable are constantly in balance and 
statements ready to be mailed on the first of every 
month ... thereby helping speed collections. 


3 CASE HISTORIES AVAILABLE 


Three case histories with complete machine ac- 
counting details show how fuel oil distributors 
cut their office costs, speeded up collections and 
obtained valuable account analysis and manage- 
ment reports. Brief but informative, these reports 
by machine accounting users in your field can 
give you valuable ideas for your own operation. 
Send for your copies today to Room 1859, 315 
Fourth Avenue, New York 10, N. Y. 


Meemington. Fkanud. 


DIVISION OF SPERRY RAND CORPORATION 











IMITATIONS ARE NOT DUPLICATIONS 


QUALITY and SAFETY (not QUANTITY alone) 
count in an aerosol soot remover. 


THOUSANDS OF USERS ACCLAIM ORIGINAL 
SOOTSPRAY THE BEST!! 


SOOTSPRAY IS THE ONLY AEROSOL SOOT 
REMOVER COVERED BY A PATENT PENDING 


ASK YOUR WHOLESALER FOR GENUINE, 
ORIGINAL SOOTSPRAY 
if it’s quality performance and safety you 


want. FOR MORE INFORMATION WRITE: 


CURE DRAFT TROUBLES | 
TJERNLUND 


“Auto Draft" Inducer 


No smokepipe obstruction, just | 
cut a rectangular slot in smoke-| 
pipe and band on. 7 
Can be mounted horizontally | * 
or vertically. : 


w |<) 





Save Fuel, Service Calls, 
Customer Goodwill 





























STEWART-HALL CHEMICAL CORP. |TJERNLUND MFG. CO. | fo 
Mount Vernon, New York e ‘ 3 . ret 
nein’ saivaneelcieraase a 
’ . . . INS 
Calendar of coming Events Put Dollars in their Pockets §) tub 
AUGUST men’s Assn., Marvin Hughitt (Begins on page 53) pet 
13—14—South Carolina Oil Jobbers Assn., Hotel, Huron, S. D. cee oe ees F ' 
Fort Sumter Hotel, Charleston, 28-29—Georgia Oil Jobbers Assn., Inc., which is lacking %% deducted from the po 
8. C. Lookout Mountain Hotel, Look- salesman’s commission. This makes it HB) becau: 
seating Ste Ha Bab, eo ear dicourging for he nme 
28—-31—1-B-R School, Public Service Audi- Board of Directors, Greenbrier to cut prices, Malfitano states their install 
torium, Newark, N. J. ge gala Sulphur Springs, prices for rotary burners competitive. or ask 
SEPTEMBER siielies . . 
7-8 —Association of Desk and Derrick OCTOBER ly, are on the high side—for gun type 
Clubs of North America fifth 3—Plumbing and Heating Industries burners, right in line. ADI 
annual convention, Roosevelt Bureau (annual meeting), Pal- PLIBRIC 


Hotel, New Orleans. 
11-14—1-B-R School, Philadelphia, Gas 
Works, Philadelphia, Pa. 
12—14—National Petroleum Association 
(annual meeting), Traymore 
Hotel, Atlantic City, N. J. 
18—-21—1-B-r School, Consolidated Gas 
Co., Boston, Mass. 
20-22—Kentucky Petroleum Marketers 
Assn., Phoenix Hotel, Lexing- 
ton, Ky. 
21—22—-Michigan Petroleum Assn., (semi- 
annual meeting) Grand Hotel, 
Mackinac Island, Mich. 


23—25—Pennsylvania Petroleum Assn., 


mer House, Chicago. 
7—Virginia Petroleum Jobbers Assn., 
Roanoke Hotel, Roanoke, Va. 
9—Virginia Oil Men’s Assn., (semi- 
annual meeting) Roanoke Ho- 
tel, Roanoke, Va. 
14-16—Tennessee Oil Men’s Assn., (Fall 
Convention) Noel Hotel, Nash- 
ville, Tenn. 
14—17—North Carolina Oil Jobbers Assn., 
(fall convention) Pinehurst, 
N. C. 
14-20—Oil Progress Week. 
30—-Nov. 2—1-B-R School, Iowa State Col- 
lege Ames, Iowa. 


One hard and fast rule—Always 
make an appointment to see both the 
husband and his wife together. One 
will seldom buy without the approval 
of the other. This means many evening 
or week-end appointments. 

The salesman, or heating engineer, 
has it implanted firmly in his mind 
that the first minute in the home & 
the most important. That is the time 
when he will or will not get the pros 
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Pocono Manor Inn, Pocono NOVEMBER E a, be 
Manor, Pa. 12—15—API Annual Meeting, Conrad Hil- pect’s confidence. He is instructed to con 
23-25—National Association of Oil Equip- ton and Palmer House Hotel, “Speak up, don’t mumble.” - pe 
ment Jobbers (annual meeting Chicago. . ; | lete Be 
and trade show), William Penn 26-30—22nd National Exposition of Power It is the hope and plan to a 2 as 
Hotel, Pittsburgh, Pa. & Mechanical Engineering, Coli the sale in one call, if possible. With . 
25—Greater Philadelphia Fuel Con- seum, New York. P ~ f the first objec: Detrott 
ference, annual outing and golf 28-29—National Warm Air Heating and that in mind, one of the first 0b) ' 
tournament, Manufacturers Golf Air Conditioning Assn., (an- tives is to get into the basement of the s 
& Country Club, Oreland, Pa. nual convention) Netherlands h Thi h to take Meena 
25-26—South Dakota Independent Oil- Plaza Hotel, Cincinnati, O. ome. Is paves the way 
CLIP THE COUPON FOR PROFITS... N c YO a K TE c H 
New YORKER America’s Foremost School . . . Famous for teaching | 
STEEL BOILERS OIL BURNER 
Te a INSTALLATION AND SERVICING HY 
oday for the comple 
profit story on the profitable Also Courses in: REFRIGERATION & AIR CONDITIONING Com 
New Yorker Line! ‘ 
PS gessinseprimoces a cams Remember NEW YORK TECH whether you have ; 
i NEW CORKER STEEL BOILER CO., MEN TO TRAIN, or : 
{ Please send full details and prices. NEED TRAINED SERVICEMEN Avail 
l cant or write NEW YORK TECHNICAL INSTITUTE cx. k 
I A Division of N.Y. Institute of Technology 
i A non-profit educational institution — 
‘Sasa J 500 Pacific St., Brooklyn, N. Y. © MA 5-6220 
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Satisfied Customers Build Repeat Business 












; f ’ 
HAY TE COMBUSTION CHAMBERS 


for faster heating 
reduced fuel costs 





Satisfying Customers is easy ... with 
INSUL-LYTE combustion chambers! 
Trouble-free, economical perform- 
ance is demanded of any modern 
chamber. And Insul-Lyte offers these features, and then 
some! Insul-Lyte combustion chambers are lightweight, 
porous, designed for quiet burner operation. They last longer 
hecause they’re built to last. As for economy, Insul-Lyte’s 
ability to attain high surface temperature in seconds assures 
maximum productivity from every drop of fuel! Easily 
installed in minutes ... without cement or tools. Write, call 
orask your Insul-Lyte representative for an Insul-Lyte catalog. 





ADIVISION OF 
PLIBRICO COMPANY 


NSU LY Tf com 


130 West Pleasant, River Rouge 18, Michigan 









" HERE’S WHY THE NEW 
Te, fe MODEL A-2 OIL BURNER 
IS THE FINEST OF THEM ALL 
Exclusive Rexoil Monotrol Air Meter 
with unique “Pressureside” Control 



























| Cast in Junction Box | 


New Exclusive Rexoil 











Super Heat Combustion Head 




















Rexoil Nichrome 
Electrodes 

































ase Cast in Airex 
air Turbolators 


Rexoil Designed Air : 
Accelerating Stabilizer 


























Life Time Cast Iron 
Fan Housing 


Free access of air to fan 
at all times 

















Ri = <=> Colt Meller 


37 CARROLL STREET - * BUFFALO 3,N.: Y¥. 








Use “CRESCENT PARTS” Service 


Serving St. Loais Trade Area 


"FACTORY REBUILT" Repair Exchange con- 
trol service on all popular makes at regular 
manufacturers list prices and trade discounts. 























cmos [Grescent Parts and 
Hinneapotles H 2 O1L—GAS—STOKER 
— Equipment Co., Ine.) ss coc. 
— ons ons phi - Installations Materials 
° . Boyie ve. 
— St. Louis 10, Mo. & Accessories 
ga 1140 St. Louis Ave sae i cei; 
Mewid + General East St. Louis, Ill. ; 








IT's 





FREE! 


HY ; 
SYOROVALVE’S NEW 1956 CATALOG 


IMustrated with 1 Burner Service Parts and Tools 
4 Puel-Unit Parts @ “Controlled Tension" 
* M. H. Control Parts Ignition Wire Terminals 
des @ Service Tools 


© Gaskets @ Shaft Seal Assemblies 
® Bellows © Accessories 
Available from Your Jobber or write for your FREE Catalog To-day. 


HYDROVALVE COMPANY, Dept. F. 


1319 UTICA AVE., BROOKLYN 3, NEW YORK 


BUckminster 4-1330 
Pricloil 












Fits any straight side , 
warm air furnace. | 


Series 555 


Corrosion Resistant 
Stainless Steel 
Vapor Pan 4” x 15” 


ONE SIZE... ONE KIT ASSURES LOWEST 
COST INSTALLATION AND MINIMUM 
INVENTORY EXPENSE 


Vaporite No. 555 Humidifier comes completely assembled in 
one package. No extras to buy... no parts to assemble... 
no extra holes to cut...no pan leveling or tricky mounting. 


NEW IMPROVED VALVE — Provides more positive drip- 
feed thermostat operation. Water drips fastest when furnace 
is hottest... pan is dry when furnace is cold. Adjustable 
for precise vaporization needs of each installation. 


Write for Catalog FO-8 


AUTOMATIC HUMIDIFIER CO., Cedar Falls, lowa 






































Write for caieles 


WEATHERALL ENGINEERS, INC. 
478 Smithfield Ave. 
Providence, Rhode Island 


FUEL SAVINGS 
14 to 36% 


with 


OIL SAVER 
































Model 012 





Model 013 


Model 014 


OIL BURNER IGNITION 
TRANSFORMERS FOR ALL 


TIMKEN BURNERS 


Manufactured exclusively for 
us and guaranteed by 


JEFFERSON ELECTRIC CO. 


Mounting Brackets included at no extra cost 


ORDER DIRECT LIST PRICE 
GIVING BURNER ONLY $ 


MODEL NO. OR on 
Model 014—$24.00 


sen NB b FoR 
INFORMATION. Liberal Dealer 
Discounts 


SERVICE and SUPPLY (CO. 


914 W. Wisconsin Ave. 
Appleton, Wisconsin 















































measurements and survey the require- 
ments, It lets the salesman know what, 
if any, of the existing equipment is 
suitable for conversion, or should be 
completely replaced. 

It is not the object of this article 
to repeat the Timken-Silent Auto- 
matic burner sales story, except as it 
serves to illustrate how it puts dollars 
into salesmen’s pockets. 

It is frequently necessary in this 
area to submit evidence to show that 
the difference in the cost of gas and oil 
for domestic heating is negligible. In 
combating gas, an effective argument 
is, that to obtain high efficiency when 
firing with gas, specially designed 
equipment is necessary. This special 
equipment boiler or furnace, is usual- 
ly useless for any other fuel in case 
of an interruption of the fuel supply. 
Boilers or furnaces used for oilfiring, 
whether specially designed for high 
efficiency with oil or of conventional 
design for any fuel, can be used for 
other fuels in case of emergency. 

A circumstance which salesmen of 
this firm find exceedingly useful is the 


fact that they are prepared to furnish 
several types of equipment, if the 
prospect insists on any particular fuel 
or type of burner. If the prospect 
wants nothing but a gas burner, the 
salesman can offer him one. If the 
prospect presents an argument in 
favor of a gun type burner as opposed 
to the rotary type, which salesmen 
usually try to sell, all stigma of preju- 
dice is immediately removed by an 
offer to sell a gun type burner for 
somewhat less than the rotary. 

Malfitano claims one of the biggest 
selling features is the Timken guaran- 
tee to save 25'% of the fuel bill of pre- 
viously installed gun type burners. He 
says any oilburner man knows that it 
is not uncommon to find gun type 
burners regulated to produce 7 or 8% 
CO*, That makes the guarantee rela- 
tively easy. 

A guarantee is never given before 
making a test, and in a few instances 
it cannot be offered. When a written 
guarantee is made, it is based upon 
known past fuel bills and degree-days 
to be compared with future bills and 


degree-days. This is ee only way it 
would be fair to both parties. 

Even though the salesmen have both 
gas and oilburners, and both rotary and 
gun type oil burners to sell, their ef- 
forts are centered on the rotary oil 
burner. Why? Because it has features 
they like to sell. The twin boiler in 
stallation in their office provides an 
opportunity to compare a Timken 
Silent Automatic rotary with a Tim 
ken gun type burner. The more quiet 
operation is apparent. The blue flame 
of the rotary burner wiping the sides 
of the boiler looks clean. The “single 
moving part” idea has an appeal to 
many. 

To the salesman the higher price for 
the rotary job means a higher com 
mission. A burner they like to sll, 
commissions from the oil companies 
—all in all, 99% of the salesmen’ 
effort is devoted to selling oilburners 
That is what puts money in their 
pockets. 

Financing proves no problem. About 
60% of buyers pay cash and 40% 
find time payments readily available at 








wwtlH~eESTS, 

















BOILER AND 





FOR BETTER FIRES 
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FURNACE 


a. whoo? 










MAKES CONTROL 
INSTALLATION 











MANUFACTURERS! Let us engi- 
neer a combustion chamber to 
develop highest performance in 
your units! 











JOBBERS: Ask for lron-Hide Chambers and 
baffles for all your dealers' needs! 


IRON-HIDE REFRACTORIES, 
DOCK STREET 


INC. 
ee ee 














EASIER ? 
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See | pages 35 & 36 
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TIME SAVING 


E = y 4 (Shown—Tail piece of #27 E-Z-ON) 


WEES it’s the little things that 


PERMIT make the Big difference! 
INSTANT ASSEMBLY 


Advanced design of E-Z-ON damper regulators permits on-the-job 
Assembly with only a hammer — no drilling — no rivets. This 16 
gauge steel regulator is simply positioned on the damper by sliding 
it over the scribed center line. The E-Z-ON accurately stays in posi- 
fion until a hammer blow drives the sharp prongs through the 
damper (E-Z-ON prongs will pierce 22 gauge metal.) 


E-Z-ONS PROVED MORE PROFITABLE 
Job Histories prove that your apprentice or journeyman can save 
two-thirds of their damper makeup time with E-Z-ONS. 


STYLE & SIZE 


Famous E-Z-ON standard 
design No. 27 
site 8 Solid end tail piece, threaded 
















head piece and wing nut — 
724 W. Winnebago, Milwaukee, Wis. ¥%_" bearing. 
Superior eon J a 
cee av aaggc tot lee. ak Same 
THERMIDAIRE CORP. snap end bearing, threaded 
7-9 Cumberland Street, Toronto head piece and wirg nut — 


¥%" bearing. 








STACK LOSS 
CMDs RULE 







..- PACEMAKER FOR PROFITS 
from Expert Tune-up Service 


Making the most of your ability to do an ex- 
pert tune-up job will pay you big dividends 
in gaining you competitive leadership and 
neighborhood recognition of your competence 
as a heating expert. The combustion-testing 
kit shown here contains precision-made qual- 
ity instruments with which you can make ful- 
lest use of your know-how in making a fuel 
conservation survey, checking a burner for 
wornout parts and needed repairs, or running 
an efficiency test to close a replacement deal. 

The kit contains the well-known FYRITE COz 
Indicator, the versatile MZF Draft Gauge, the 
all-metal TEMPOINT Stack Thermometer and 
the sensationally new TRUE-SPOT Smoke 


Tester. Now, for the first time, you can adjust 
an oil burner quickly and expertly for hig 
COz without objectionable smoke... do away 
with guesswork, and “hit and miss” fumblin 
in adjusting for clean firing. The “Scale o 
Soot” which comes with the TRUE-SPOT tells 
you the limits of permissible smoke for var- 
tous burners and types of heating systems. 
This amazingly simple method of oil burner 
adjustment is the greatest advance in com- 
bustion testing since the introduction of the 
FYRITE. You will be proud to be among the 
first to own this “up-to-the-minute” combus- 
tion-testing kit. 


For complete information on this and other new tune-up equipment— 
write for Bulletin 777 


BACHARACH INDUSTRIAL INSTRUMENT COMPANY 


7301 PENN AVENUE ® PITTSBURGH 8, PA. 





Now 94 The Time For 


This 44 page booklet contains a 
series of articles by J. R. Lewis on 





the airconditioning market—the 








opportunities in cooling sales as Profits 
they apply to the Oilheating oe 
Cooling 
dealer, ae Sees 
Order Your Copies Today 
ONLY 
fueloil & Oilheat ‘$1.00 pee... ae 
2 West 45th St. A COPY! festa o alt hent 





New York 36, N. Y. 

















ACE 


IGNITION TRANSFORMERS 


REBUILDING 
AND 
EXCHANGE SERVICE 
FOR 
REPLACEMENTS 


Burned Out Transformers Purchased 


TRANSFORMER COMPANY, INC. 








326-330 E. 35th St., New York 16, N.Y. 
Dependable Service Since 1937 











SOOT A WAY 


CLEANS ALL OIL & GAS FIRED 
FURNACES — BOILERS 


Harmless to A Heating Plant 
Removes Soot Down to Metal 
AVAILABLE—1%4, 3, & 25 LB. SIZES 


DEALERS—-JOBBERS INQUIRE 


AMBER-ROSE INDUSTRIES 


3118 NO. MILWAUKEE AVE. 
CHICAGO 18, ILLINOIS 

















ATTENTION 


Manufacturers and Distributors of 
Oilburner Parts, Accessories, and Related Items 


WE WILL BUY FOR CASH 


YOUR CLOSEOUTS, 


DISCONTINUED LINES 
AND SURPLUS INVENTORY 
(Large Quantities Preferred) 


HEATING TRADE SUPPLY 


3586 Dufferin Street 
Downview P.O., Ontario, Canada 
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Cc ©] M P A N Y Ex Cel Company Phone 336 
105 Beeson St. Dowagiac, Mich. 
INVITES Please send me information on the following: 
( ) Oil Furnaces ( ) Electric Wate 
JOBBER INQUIRIES lees — 
TERRITORIES OPEN (| ) Summer Air [ } Gas Water 
Conditioners Heaters 
( ) Oil Water 
QUALITY Heaters 
FURNACES—COOLING 8 WOOD Fes ives caleba toss 4s eee 
EQUIPMENT—WATER bil oe 
HEATERS Ge Ra GE 27 Zone State 

























most banks. At present the American 
National handles their contracts. 
Perhaps you are interested in the 
percenage of prospects which are 
closed by these salesmen of more than 
average ability. First, it must be re- 
membered that every inquiry received 
from extensive advertising by radio, 
newspaper and direct mail, is a pros- 
pect. Many who reply to advertising 
actually do not qualify as a strictly 
legitimate prospect. Some are looking 
toward a home in the future. How 


many are closed? Approximately 60%. 

When asked how many of the dead 
prospects he is able to revive and close, 
Malfitano replied that he figured on 
about 10%. That may or may not be 
an indication of superior sales ability. 
It may be a difference of personality, 
a slightly different approach or any 
of several reasons. It is not a new pro- 
cedure in selling, but it may have been 
overlooked by some oilburner sales 
managers, who are not completely 
satisfied with their sales volume. Mal- 


fitano has the respect of his salesmen 
because he takes the hard ones. It is 
a case of “Do as I do, not as I say,” 
He practices what he preaches. 

If there are any little magic words 
which account for the high sales 
volume of this leader in the industry, 
they were not disclosed. Just keep 
your house in order (satisfactory in 
stallations), check with every saley 
man on every prospect every day, get 
closers, and ‘Put dollars into the saley 
men’s pockets.” 




















SMALLER 
CARTON 











TELEPHONE 
EVERGREEN 
6-0367 





New 
COMBUSTION CHAMBERS + £conomy Pached 


WRITE TODAY 
For Your 


NEAREST JOBBER 


SAME HIGH QUALITY AS "LITE-CAST" 


MONOGRAM PRODUCTS CO., Inc. 
731 NORTH 35th ST., PHILADELPHIA 4, PA. 


LINE’’ 





LESS 
WEIGHT 























If I used fuel oil meter tickets, 
I'd order from Cromwell for 2 
foe) Coy amoyetstebete Met sle Md el-Ue col-}c--11 
delivery in the industry. 


Send for FREE catalog 


C.. CROMWELL PRINTERY 


VN COR P-O RATED 


CHURCH AT BLEECKER 





METROPOLITAN 
EQUIP. SUPPLY co. 


ALBANY 1, N.Y. 20th 
salcnapiiie, Ind. 








NO STACK MOUNTING 
NO STACK WIRING 


SOUTH SIDE ELECTRIC SUPPLY CO. 


NOW with PerfXray Controls.» | 


FLAMEMAS TER 


Relay is mounted on the 
(KO's stack temp. fF 
Flame detector is mounted in 
air tube. Does not interfere 
air flow. No electronic tubes. 


Investigate today. 


© SAVES MATERIAL © NO CALL BACKS 
@ SAVES TIME @ FASTER RESPONSE 
















5910 S. Halsted St. 









Chicago, Ill. a 
TEWS DISTRIB. CO. — FLAME-MASTER 68 
4153 N. 10th 3118 N. Mi : 
Milwaukee, Wis. Chicago, mi. 4 
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